I 


new 


now  ovailoblt  THROUGH  YOU 


it  not,  "jutf  onothor  door, 


thii  it  tha  only  STAIN' 


LESS  STEEL  Sylvon-bilt  oll-waothar  door.  Thit  it  tha 


door  thot  your  cuttomart  hova  baan  looking  (or. 


Built  to  latt  and  look  baautKul  (oravar 


glaoming  STAINLESS  STEEL 


at  a  prica  that 


looking  for,  itt  lotting  ttrangth  and  boauty 


to  apporant  that  it  litarally  tallt  ittalf 


of  your  cuttomart 


avan  cuttomart  of 


your  friendt. 


and  ia  eai<f  (a  initaU 


For  yeort,  daalart  and 


'ititing  Chicago 


have  made  inquiry  about 


thit  product.  Oua  largely 


\  All- welded  box-frame  construction.  Exceptionolly  durable  .  .  .  literolly  built 
like  a  bridge. 

\J  Floating  door"  design  insures  accurate  fit  on  all  sides. 

Stainless  Steel  glass  channel,  screen  channel  and  screen  cloth. 

\  Stainless  Steel  hinges.  Pneumatic  door  check,  sofety  chain  and  mortise  latch. 
Beautiful  new  matte  finish. 


SYLVAN  ELECTRIC  CORP, 


6u 


'  /  'n  -li 


STAINLESS  STEEL 


Combination  Door 


a  "standby”  in  Chicago 
a  "sensation"  for  miles  around 


l*atrnt  (*o|>yriRht  105.^,  Oo.  Sylvan  Kicctric  (*orp. 
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tittant  demand  we  have 
vastly  incraated  our  foci- 
litiat  to  provide  for  na¬ 
tional  distribution.  Nation¬ 
al  contumar-lavel  adver¬ 
tising  it  planned.  If  you 
have  not  teen  these  doors 
In  your  oraa,  your  terri¬ 
tory  may  still  be  avoll- 
abla. 


ALL  ALUMINUM 


AWNINAS 


The  Better  Awninq  for  all 
Dealers  and  Distributors 


•  COOL  RAY —  one  of  the  oldest  and  best  names 
in  the  aluminum  awning  field — is  now  in  the  process 
of  a  new  expansion  program. 

LARGER  FACTORY!  NEWER  AND  MODERN 
EQUIPMENT!  BETTER  SERVICE  AND  FASTER 
DELIVERY! 

After  the  first  of  the  New  Year,  COOL  RAY  will 
be  located  here  in  Youngstown  at  226  South  Phelps 
Street,  COOL  RAY's  new  and  spacious  quarters. 

%^OMPARE  "COOL  RAY"  with  any  other  awning 
on  todoy's  market — regardless  of  their  construction 


STORE  FRONTS 


PATIOS 


WINDOWS 


DOORWAYS 


I - 

j  COOL  RAY  METAL  AWNING 

I  Division  ot  The  Rosenbtum  Bros.  Co. 

I  MSS  South  Avenue  •  Youngstown,  Ohio 

I  Please  send  complete  information  tO: 

I  Name  . 

I  Firm  Name  . 


I  Address  ..  .  .  j 

I  City  . State  .  ! 

L _ J 


Phone 

3- 5169 
or 

4- 4412 


COOL  RAY  has  a  few  choice  distribo* 


lorshipt  and  dealerships  ready  for  you. 
PHONE,  WRITE  or  WIRE  TODAY. 

_ I 
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easy  installation 


all  aluminum 
with  stainless  steel 
weather  stripping 


for  any  room  in  the  house 
for  new  or  old  coastruttion 


roto 


VAN  NESS  LOUVRE  WINDOWS  are  BIG  BUSINESS! 
They're  priced  right,  the  profit's  right,  they're  made 
right  and  the  deal's  right.  AND . . .  Van  Ness  is 
the  only  manufacturer  that  gives  the  dealer 
TWO  LINES  . .  .  the  roto  operated  (deluxe  unit) 
and  a  lever  operated  (standard  unit)  window. 

Van  Ness  gives  you  IMMEDIATE  DELIVERY. .  . 
our  plant  capacity  is  terrific.  Van  Ness  gives 
you  FIRST  CHOICE  APPEAL  .  .  .  both  units  are 
streamlined,  easy  to  install,  easy  to  operate  . .  . 

Get  complete  details  NOW! 


'•4 

1^  .i 

1 

or 

> 

lever 

operated 


MAIL  TOOAY 


VAN  NESS  LOUVRE  COMPANY,  83S4  San  Farnando  Road 
SUN  VALIEY  (Lot  Angolot  County),  California 


Send  me  more  detailed  informo-  Nome 
tion  on  the  Van  Nest  louvre 
Windows  and  availability  of  . . .  Address 
n  dealerships 


February  issue  of  "Building  Specialties"l 


the  remarkable 


new  OLEY  line  at  the  NERSICA  Convention 


and  Exposition,  Hotel  Statler,  N.  Y.,  February  16, 17  and  18  in 
BOOTH  1051 
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Cover  Picture  of  the  Month 

Childers  -  Berkley  Style 
All  -  Aluminum  Awninqi 
shown  here  are  Installed 
on  the  McLeod  residence. 

Skokie,  Illinois.  The  local 
dealer  who  sold  this  in¬ 
stallation  deliberately  se¬ 
lected  a  long  projection 
"porch"  awning,  even 
on  the  very  short  win¬ 
dows  oi  the  west  eleva¬ 
tion.  to  accentuate  the 
sweeping  lines  oi  this  at¬ 
tractive  ranch  style  home. 

The  single  and  double  window  awnings,  and 
the  fourteen  loot  awning  over  the  picture  win¬ 
dow,  were  assembled  in  lust  a  lew  minutes 
right  on  the  iob.  These  awnings  are  manufac¬ 
tured  by  Childers  Mfg.  Co.,  3620  W.  Ifth  St.. 
Houston  8.  Tex. 
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Four  Pointers  To  More  Business 


Fill  in — Tear  off — and  Mail 

january,  1953  > 

BUILDING  SPECIALTIES  j 

425  Fourth  Avenue  l 

New  York  16.  N.  Y.  j 

Send  me  facts  on  the  items  checked 

Q  1.  Aluminum  Combination  Doors  | 

Q  2.  Aluminum  Combination  Windows  | 

Q  3.  Alum.  Outside  Casement  Storm  Sash  ! 

Q  4.  Aluminum  or  Metal  Awnings  A  Canopies  | 

Q  S.  Room  Air  Conditioners  ! 

Q  6.  Wood  Combination  Windows,  Doors  | 

[[]  8.  Aluminum  Casement  Storm  Sash  | 

Q  9.  Shower  Doors  8  Tub  Enclosures  I 

□  10.  Asbestos  Siding  Refinishers  ! 

Q  11.  Aluminum  Basement  Storm  Sash  I 

Q  12.  Aluminum,  Steel  Casement  Screens  , 

Q  13.  Plastic  or  Metal  Wall  Tile  I 

Q  14.  Redwood  Mill  work  or  Lumber  . 

Q  18.  Kitchen  Pons  I 

Q  19.  Steel,  Stainless  Steel  Comb.  Doors  , 

Q  20.  Aluminum  Door  Grilles  I 

O  22.  Caulking  8  Glazing  Compounds  • 

Q  23.  Plastic  Weatherstripping  for  Metal  I 

Casements  I 

Q  24.  Storm  Window  8  Door  Hardware  • 

Q  25.  Ornamental  Iron  I 

Q  26.  Sprayed  Sidewall  Resurfacers  ■ 

Q  27.  Metal  Mouldings,  Weatherstripping  I 

Q  29.  Glass  Jalousies  I 

□  30.  Artificial  Stone  or  Brick  Siding  I 

Q  31.  Plastic  Splines  and  Glazing  Channels  ■ 

Q  32.  Home  Fire  Alarms  I 

[]]  33.  Aluminum  Ladders  ■ 

Q  35.  Aluminum  Polish  I 

Q  36.  Venetian  Blinds  I 

[]]  37.  Silicone  Masonry  Waterproofers  ■ 

Q  38.  House  Markers,  Post  Lanterns  I 

□  39.  Pre-tab  Garages  ! 

[J  41.  Circular  Aluminum  Cutting  Saw  | 

42.  Louvered  Storm  Sosh  ! 

Q  43.  Steel  Basement,  Casement  8  Picture  I 

Windows  I 

Q  44.  Water  Softeners  J 

[|]  4S.  Bird  Repellent  Devices  I 

Other  Items . ! 

Send  me  Building  Specialties,  1 2  months.  I 

$3.00  n  ' 

Name .  i 

Firm .  I 


YOU  NEED 


MORE  SALES— 


Are  shortages  cutting  down  your 
soles  volume?  You  con  increase 
those  drooping  soles  by  adding 
more  items  to  your  present  line  of  ^ 
products. 


HAPPY  SALESMEN^ 

Now  is  the  time  to  add  that  extra 
item  which  will  diversify  your  home 
improvement  specialties.  Keep  your 
sales  force  intact  by  giving  them 
more  products  to  sell. 


MORE  PROFITS— 

It's  not  the  price  that  counts  so 
much  as  the  profit  margin.  The 
building  specialties  in  the  coupon 
at  the  left  will  yield  plenty  of 
profit  for  you! 


NEW  ITEMS— 


New  products  are  available  now 
that  combine  novelty,  utility,  and 
permanent  value — qualities  that 
attract  customers  and  increase  your 
sales  volume — Choose  them  now! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Address 


INGERSOLL  3  WAY  COMBINATION  DOOR 

with  KOOLSHADE  for  all-year  protection.  Full  inch  thick.  All-extruded 
aluminum.  Aluminum  door  jamb  for  efficient  seal.  No  bolts  or  screws 
on  door  face  to  mar  appearance.  Push  bar  at  the  right  height  for  con¬ 
venience  and  strength.  Large  upper  insert  gives  full  visibility.  Top 
quality  door  priced  competitively.  Available  with  KOOLSHADE’^or 


*  Ingartoll  3-Way 
Combination  Door 


regular  screen.  Hinges,  latch,  closer  included. 

INGERSOLL  3  WAY  COMBINATION  WINDOWS 

Feature  the  famous  Ingersoll  3-Way  protection  from:  1.  Winter  Cold;  2. 
Summer  Sun;  3.  Insects.  Made  from  extruded  aluminum.  Easy  to  operate. 
Quick  and  easy  to  install.  Provides  tight  weather  seal.  Available  with 
KoolShade  (the  famous,  miniature,  louvered  screen)  or  regular  insect 
screen.  KOOLSHADE  protects  furnishings  from  fading,  keeps  rooms  up 
to  15°  cooler,  keeps  out  insects.  KOOLSHADE  gives  you  a  sales  advan¬ 
tage  your  competitors  can't  match.  Where  else  can  you  get  an  all-year 
weather  protection  "package”  for  the  home.* 

INGERSOLL  CASEMENT  STORM  WINDOWS 

Attached  outside  for  most  efficient  condensation  control.  Extruded 
aluminum.  Hinged  to  casement  for  easy  washing.  No  installation  prob¬ 
lems.  Built-in  vinyl  plastic  weather  seal.  Priced  to  sell  in  volume. 
Optional  Low  Cost  tension  frame  KOOLSHADE  snaps  on  and  off.  Can 
be  rolled  up  for  easy  storage. 


lng«rioll  3-Way 
Combination  Windows 


There's  selling  magic  in  Ingersoll's  full  line ...  selling 
magic  in  the  three  names  —  BORG-WARNER, 
INGERSOLL,  and  KOOLSHADE.  Leads,  appointments 
and  closings  are  easier  to  obtain.  Your  volume  and 
profits  will  increase. 

Tok#  advontoga  of  thU  opportunity  now.  Inquiro  about  our 
hard-hitting  sofas  and  advortiting  programs.  Writ#  today  — 

AND  SIC  THC  COMPLCTC  LINC  Of  INGCKSOU  PRODUCTS 
AT  THC  NCRSICA  CONVCNTION 
BOOTHS  NOS.  84  AND  8S 

NCW  YORK—HOTCL  STATLCR—PCBRUARY  76  THRU  79 

•  Trademark 


INGERSOLL  PRODUCTS  DIVISION,  Dept.ssM 

BORG-WARNER  CORPORATION 

310  S.  Michigan  Blvd.  •  Chicago  4,  Illinois 
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ALUMINUM 

STORM-SCREEN 
WINDOWS  and  DOORS 


Dural  engineers,  with  the  help  of  a 
Southern  University,  hove  perfected 
o  new  triple-track  window  mode 
for  satisfied  customers  and 
profit-wise  dealers. 
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LEAD  THE 
SALES  PARADE 


FOLDS  COMPACTLY 


LIFETIME  BAKED-ON  FINISH 


•18  COLORS 

•  lightweight 


•machine  made 


•  BE  THE  FIRST  TO  SELL  AMERICA’S  NEWEST  METAL  AWNING 

•  SELL  WITH  CONFIDENCE  AND  PROTECTION 

•  INVESTIGATE  CLOSED  TERRITORIES  FOR  MANUFACTURING  DISTRIBUTORS 


WRITE-  WIRE-CALL 

DISTRIBUTORS  WANTED  AT  ONCE! 

National  Awning  &  Shade  Company,  Inc. 

67  SUDBURY  STREET  •  BOSTON  •  MASSACHUSETTS 
Phone:  CApitol  7-6533 
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MAY  MAKE 
Your  Fortune! 


SHIELDALL 

PERMANENT 
ALUMINUM  AWNINGS 


MAIL  COUPON  TODAY! 

Start  right  now  to  get  into  the  "BIG  PROFIT" 
permanent  awning  business.  Shieldolls  ore  strikingly 
beautiful — packed  with  sales  appeal.  Easy  one  man 
installation.  Fast  deliveries.  Get  Started. 

Get  all  the  facts  Today 


|ry^  IN  SUMMER 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  SOUTH  STATE  ST.,  GIRARD,  OHIO  Phon.  Girard  -  5-540S 
Send  everything  necessary  to  start  selling  "SHIELDALLS" 
Now! 


I® 


IN  THE  FALL 


T'  IN 


IN  THE  SPRING 
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a 


an  actual 


DEMONSTRATION 


RE^NU^IT 

by  visiting 

BOOTH 

NOS. 

16-17-18 

NERSICA 

CONVENTION 
FEB.  16-17-18 
HOTEL  STATIER 


ENP  PAINTING 

and  SHINGLING  ^ 

Your  Customers  Want 

RE  NU  IT 

The  ONI  and  ONLY 

SPRAYED  ASBESTOS 

SIDEWALL  RE-SURFACER 

PROTECTS  •  BEAUTIFIES  •  INSULATES 

“Pre^^uxc  /4fr^Uce<i  oh 

Clapboord  •  Wood  Shingles  •  Stucco  •  Cinder  Block 

9  BEAUTIFUL  COLORS 
TO  YEAR  REPLACEMENT  GUARANTEE 


A  exc/udvp  Terrifo 


RE  NU  IT 


CORPORATION 


424  West  42d  St.,  New  York  18,  N  Y 
LOngacre  3-663  1 


NEW  YORK 


Send  ^ot  complete  detaiU  today.! 


RE-NU-IT  CORI’OUATION 

121  \\  t'sl  V2n«l  Nfw  ^ork  N. 

Sfiid  cotnplclt*  a|)plt«'iit()r  iiiloniiatinn  l(»; 

N AMK . KIHM  N WIK 


Dfpt.  H/S-l.'S.t 


ADDKKSS 


CITY  &  STATK. 
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Record  Aluminum  Output 
Forecast  for  19S3 


That  the  aluminum  supply 
will  be  plentiful  by  the  middle 
of  1953,  was  the  opinion  expressed 
by  Richard  S.  Reynolds,  presi¬ 
dent  of  Reynolds  Metals  Company 
in  a  recent  statement  concerning 
the  industry.  Although  the  state¬ 
ment  was  frankly  a  “prediction,” 
it  was  based  on  the  fact  that  the 
industry  has  continued  to  expand 
its  capacity  at  record  pace  .so  that 
the  supply  situation  in  1953  .should 
la?  much  easier  than  at  any  time 
since  the  l)eKinninjf  of  the  Korean 
war. 

1952  production  has  been  e.sti- 
mated  to  be  clo.se  to  1.9  billion 
|)ounds  and  thus  .sets  a  new  all- 
time  peak,  11%  Kr^ater  than  last 
year’s  output.  It  does  not,  how¬ 
ever,  fully  reflect  the  expansion 
already  completed.  The  1952  out- 


GOV’ERNMENT  aluminum  ex- 
|)ert.s  reported  recently  that 
the  U.  S.  price  boosts  offered  in¬ 
dustry  are  aimed  at  “insurinj? 
expansion  of  facilities  at  present 
rate.s.” 

Aluminum  producers  have  suf¬ 
fered  profit  losses  on  new  and 
marginal  facilities  which  are  en- 
dantreriiiK'  expansion  schedules,  a 
Defen.se  Production  Administra¬ 
tion  official  .said. 

The  Oftice  of  Defense  Mobili¬ 
zation  propo.se<l  to  the  "BiK 
Three”  aluminum  producers  that 
the  ceiling  price  on  aluminum  pij? 
and  in^ot  Ih*  increased  '  •_>c  a 
pound  and  that  ceilings  for  fab¬ 
ricated  products  be  boosted  4  per 
cent.  As  the  proposal  also  involved 
changes  in  contracts  with  the 
companies  coverinj?  production  ex¬ 
pansion,  it  was  pre.sented  to  Rey¬ 
nolds,  Kai.ser  and  Alcoa  for  their 
ai)proval. 


put  would  have  been  greater  ex¬ 
cept  for  the  substantial  production 
losses  suffered  by  the  industry  be¬ 
cause  of  the  .severe  |K)wer  short¬ 
ages  in  the  Northwe.st  and  TVA 
areas  and  the  delay  in  new  plant 
construction  by  the  steel  strike. 

1953  and  1954  are  very  prom¬ 
ising — with  a  big  surge  in  actual 
production  predicted.  The  output 
expected  is  estimated  as  2.5  bil¬ 
lion  pounds  in  1953  and  about  3.0 
3.0  billion  in  1954.  If,  in  1954,  all 


New'  facilities  have  not  realize<l 
sufficient  profits,  the  DPA  spokes¬ 
man  said,  to  allow  the  companies 
to  continue  expansion  according 
to  .schedule.  Unle.ss  the  situation 
is  corrected,  aluminum  required 
for  defen.se  needs  over  the  next 
few  years  will  not  be  available. 

The  Big  Three  applied  to  the 
Office  of  Price  Stabilization  for 
ceiling  adjustments  but  were  told 
such  an  increa.se  would  depend  on 
application  of  the  agency’s  indu.s- 
try  earnings  standanl.  OPS 
granted  a  Ic  a  pound  increase  t>n 
l)rimary  aluminum  and  a  5  per 
cent  boo.st  for  fabricated  products 
earlier,  but  this  fell  short  of  the 
iiidu.stry  reque.st. 

OPS  .said  recently  that  alumi¬ 
num  i)roducer.s  had  not  applied 
for  an  industry  earning  survey, 
which  would  be  preliminary  to 
an  increase  under  the  earnings 
.standard.  (Coutitnicd  on  Page  88) 


of  the  planned  expansion  is  com¬ 
pleted,  the  country’s  capacity  will 
Ih*  about  3.5  billion  pounds — a 
127%  increa.se  since  Korea  and  al- 
mo.st  10  times  as  much  as  in  1939. 

According  to  Mr.  Reynold.s,  his 
own  company’s  1952  output  sets 
a  new  record.  “E.stimated  at  552 
million  pounds,  the  Company’s 
1952  output  will  be  over  139? 
higher  than  in  1951  and  almost 
3>._>  times  as  much  as  its  peak 
World  War  II  output.  When  the 
Company’s  expansion  program  is 
completed  in  1953,  its  annual  pro¬ 
ducing  capacity  will  be  830  mil¬ 
lion  |M)unds,  more  than  five  times 
as  great  as  it  was  at  the  close  of 
World  War  II.” 

The  markets  for  aluminum  con¬ 
tinue  to  grow  rapidly  as  it  be¬ 
comes  more  plentiful  and  its  u.se- 
fulne.ss  and  relative  low’  co.st  gain 
recognition  by  American  indu.stry. 
In  the  few  years  since  World  War 
II.  aluminum  has  achieved  the  sta¬ 
tus  of  a  major  basic  metal. 

New  l*rominence 

Aluminum’s  new  i)rominence 
and  importance  is  sharply  defined 
by  the  decision  during  1952  of  two 
leaders  in  the  nonferrous  metals 
field  to  invest  over  $200,000,000  in 
aluminum  producing  and  fabricat¬ 
ing  facilities.  With  aluminum  be¬ 
coming  more  readily  available, 
many  new  u.ses  are  developing  and 
fhe  indu.stry  will  be  able  to  embark 
once  again  on  an  aggressive  .sell¬ 
ing  and  market  development  cam¬ 
paign. 

This  view  was  also  shared  by 
Mr.  I.  W.  Wilson,  president  of  the 
Aluminum  Company  of  America 
who  in  a  recent  report  referred 
to  the  industry’s  all-time  record 
size  during  1952  as  one  of  the  most 
(Confinued  on  Page  80) 


II.  S.  Oilers  Prime  Alnminiim  Producers 
Rise  h  Ceiling  Price  Of  V2  Cent  a  Pound 
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(it  s  as  easy  as  ABC  ) 


9  The  ABC  dealer  doesn't  have 

to  "sell  his  heart  out"  .  .  .  for 
ABC  jalousie  windows  and 
doors  practically  sell  them* 
selves.  Most  people  buy  by 
'  reputation,  and  ABC  has  a 

solid  reputation  as  the  leader  in  the  field  .  .  .  for 
A  B  C  is  the  only  QUALITY  window  competitively 
priced.  Other  windows  may  offer  some  of  A  B  C's 
features,  but  none  can  offer  all  of  them. 

Want  proof?  More  architects  are  specifying 
ABC  jalousie  windows  and  doors  than  ever  be¬ 
fore.  We  repeat  .  .  .  it's  easy  to  earn  more  and 
work  less  .  .  .  easy  as  A  B  C! 


CHECK  THESE  ABC  FEATURES: 

1.  Heliarc-Welded  Corners 

2.  Koroseal  Weather-Stripping  Head  and 
Sill  (Top  and  Bottom) 

3.  Patented  Clip  (Stainless  Steel  Weather- 
Strip  End  Spring)  Eliminates  Opening 
Between  Clip  and  Jamb 

4.  Insert-Overlap  Design  of  Screen  and 
Storm  Sash  Makes  Easy,  "No  Tool" 
Removal 

5.  Glass  Is  Rapidly  Installed  ^ 

Without  Tools  I 

Write  for  details  today! 


ADAMS 

ENGINEERING  CO.,  INC. 

PO  BOX  #875,  OJUS,  FLORIDa'^^ 

Pl*at«  tend  m*  informption  on  avoilobl* 
ABC  DooUrihtpi. 
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AI)\  KR  riSEMKM 


Indiana  Dealers  Visit  World's 
Largest  Aluminum  Awning  Plant 

Mr.  lack  Bailey,  Indianapolis  Aluminum  Awnings 
Distributor  brings  thirty  of  his  dealers  to  St.  Louis 
by  private  bus  to  visit  the  Aluma  Kraft  Aluminum 
Awning  Plant. 


Mr.  T.  J.  BeNom,  t*cond  from  right,  •xploining  eparatien  of  rolUr  cooling  mochino. 


.\Iuma  Kraft  Aluininuin 
.Awniuir  dealers  from  Indiiniii, 
Ohio,  Illinois,  and  Kentncky  were 
^ivcMi  a  spt'eiid  tn'at  when  they  gath¬ 
ered  in  Indianapolis  for  a  trip  hy 
private  hns  to  .Alnina  Kraft  Man¬ 
ufacturing  (-0.  phmt  in  St.  Louis. 
The  party  arrived  in  time  for  a  de¬ 
licious  stc'iik  dinner  at  tin*  fashion- 
ahle  El  .Avion  Restaurant. 

The  following  morning,  Mr.  T.  J. 
Bottom,  President  of  the  .Ahim;» 
Kr;ift  Mfg.  t'o.,  personally  conducted 
the  dealers  through  his  modern  ef- 
ficic'iit  plant  explaining  to  them  the 
opi'ration  of  the  specially  designed 
machine's,  roller  coating,  baking  and 
recoiling  machines,  overhead  con- 
x’eyers,  and  roller  convexers  that  re¬ 
sult  in  the  pnxluction  of  the  finest 
aluminum  awnings  at  the  lowest  jxis- 
sible  cost.  This  tour  was  of  great 
value  to  the  dealers  from  an  educa¬ 
tional  standjxiint  for  many  (jiiestions 
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Typical  retidtntiol  inttollotton  of  Alumo  Kraft  aluminum  awnings  and  carport. 


Additional  Aluma  Kraft  aluminum  awning  distributorships  will 
be  available  as  fast  as  present  restrictions  on  aluminum  supply 
are  eased.  Write  now  concerning  a  distributorship  for  your  ter¬ 
ritory,  to  put  yourself  in  a  position  to  immediately  benefit  from 
aluminum  awning  sales  when  restrictions  are  changed. 


aluminum  awnings 


ALUMA  KRAFT  MANUFACTURING  CO. 

1330  NORTH  ROCK  HILL  RO.  ST.  LOUIS  17,  MO 


Largo  stock  of  parts,  packaged  and  ready 
for  shipment,  is  exomined  by  deolers. 


Some  of  the  deolers  watch  operc 
of  punch  press. 


&  Home  Improvement  Dealer 


that  were  asked  hy  the  tlealers  were 
answered  on  the  spot. 

The  group  tlien  went  to  Nelson’s 
Park  Plaza  for  a  luncheon  and  sali's 
meeting.  During  luncheon  they  were 
<*ntertained  hy  a  string  ensemhle. 
TIh'  sales  m«*eting  was  emceed  hy 
Mr.  T.  J.  Bottom.  Stewart  Scott,  Pres¬ 
ident  of  Cordon-.Marshall  .Advertis¬ 
ing  C'ompany  explained  the  195.3 
advertising  program  to  the  dealers. 
Prank  (ilascjuin,  .Mauagci  ol  tlic  .St. 
Louis  hranch  of  the  C.’(K)k  Paint  and 
N'arnish  C'o.,  discussed  the  extensive 
resc'arcli  carried  on  hy  (arok  Paint 
and  X’arnish  (.'ompany,  for  tlu*  past 
five  years  to  determine  the  best  paint 
that  could  he  used  on  aluminum 
awnings.  The  highlight  of  th(‘  after- 
n<M)n  was  an  actual  sales  demonstra¬ 
tion  hy  Jack  Bailey  wliich  was  ex¬ 
tremely  heneficial  to  all  the  dealers 
in  attendanct'. 


The  private  hus  returned  the  deal- 
<‘rs  to  Indianapolis,  when-  all  agreed 
that  tlu‘  trip  had  Ireen  hoth  educa¬ 
tional  aiul  (Mijoyahle,  and  would  h«‘ 
of  real  henefit  to  them  iii  their  mar¬ 
keting  of  .Aluma  Kraft  Aluminum 
.Awnings. 


First  operation  in  louvro 
production  line. 


Loading  stock  bins  from  the  overhead 
conveyors. 


Millions  oi  homes 


Ev«y  Ludmcm  >A^ido  Ti»*  Jobtiti*  inslallatlaii  wUi  mH  gnoffiar  on^ 
You'wa  fwm  tmn  a  product  wMt  lo  many  Salos  pamibiNtitti  Got  on 
iho  Joloinio  Bondwo^  Ludmon-tho  loodor  ...  it's  tho  mod 
prodfoblo  movo  you  con  niaiw!  .  .  .. 


(OMPAK  1HESE  SAlB-aMaMW 
OWm-APKM  FEAIUKS  WITH  MY 
OIHR  JAUNISK  -  INEV  HUS 
row  NOSPEOS  WiNTTO  BUY! 


LUDMAN  ADVERTISING 
AND  SELLING  HELP  LEADS 
THE  FIELD! 


Ludman's  large  variety  of 
beautiful,  hard-selling  folders 
and  mailing  pieces  give  you 
the  sales  ammunition  you 
need.  Space  is  provided  on 
all  folders  and  other  material 
for  your  own  imprint.  Ludman 
provides  you  with  o  special 
mot  service  to  help  you  build 
your  own  local  newspaper 
advertising. 
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•  • 


ENGINEERED  FOR  EASY, 
LOW  COST  INSTALLATION 

*  CAN  BE  QUICKLY  INSTALLED  by  iny  dealer.  Most 

installation  "bugs"  and  “headaches"  completely  elimi¬ 
nated  by  Ludman's  superior  jalousie  and  window  en¬ 
gineering  experience  and  “know-how." 

ADJUSTABLE  "MAGIC"  MULLIONS  mean  you  can  fit 

any  opening  without  costly  delay  ...  no  waiting  for 
special  sizes  from  factory  ...  no  special  carpenter 
work  required. 

TENSION-GRIP  LOUVER  CLIPS*-Ludmans  exclusive 

new  glass  louver  clip  solves  jalousie  industry's  oldest 
problem  .  .  .  clips  hours  off  glass  installation  time, 
eliminates  breakage  and  chipping  .  .  .  gives  tighter  fit 


I  ^  EASY  TO  ORDER**  STORE  AND  HANDLE-No  special 

i.  installation  experience,  tools  or  equipment  required 


I 

'  -a 


Every  Home  —  New  or  Old  —  Is  a  Prospect 


AN  ENORMOUS 
READY-MADE  MARKET! 

There  are  unlimited  sales  opportunities  in  a  market  you  already 
know  well  .  .  .  using  your  present  sales  force,  and  the  equipment 
and  facilities  you  already  have.  Look  around  you;  the  immediate, 
widespread  acceptance  jalousies  have  already  had  for  every 
window  use  in  every  type  of  building  guarantees  you  a  stable, 
fast-growing,  permanent  market  for  jalousie  products. 

JALOUSIE  COSTS  WITHIN  AVERAGE 
HOMEOWNER’S  BUDGET 

Ludman  Jalousies  are  now  priced  to  sell  the  average  pocketbook. 
Homeowners  will  consider  them  a  necessity  when  they  realize  how 
much  light,  beauty,  air  and  utility  they  add  to  every  house. 


LUDMAN’S  ADVANCED  DESIGN  .  .  .  FINEST  MATERIALS  .  .  . 

.  .  .  give  you  the  jump  on  competition.  Ludman  engineering  and  manufacturing 
"know-how",  combined  with  streamlined  distribution,  make  it  possible  for 
you  to  offer  Ludman  WindoTite  Jalousies  to  your  customers  at  a  price 
competitive  with  ordinary  jalousies. 

YOUR  COMPETITION  CAN’T  MATCH  LUDMAN  QUALITY, 

SALES  HELPS  OR  OUTSTANDING  CONSUMER  FEATURES 

“FROM  COMPLETE  JOBBER  STOCKS  IN 
YOUR  TERRITORY  —  OR  FROM  ADJACENT 
TERRITORIES  IN  THOSE  AREAS  WHERE  NO 
JOBBER  YET  ASSIGNED. 


AND  UNRIVALED  CRAFTSMANSHIP 


J  A  LOU 


SIE  AND  WINDOW,  ENG  I  NEE  RING 
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don’t  miss  out  on  the 
^W)“cold  cash”... get  into 

ROOM  HR  CORPmONING! 


rpHE  economist. s,  (lovernment 
foreca.sters  and  other  experts 
have  had  their  say  for  the  past 
few  months  on  what  the  future 
holds  for  business.  This  depart¬ 
ment  has  faithfully  recorded  many 
of  their  comments  for  the  benefit 
of  our  reader.s.  What  business  men 
themselves  think  about  business 
conditions  in  was  recently 

revealed  by  a  survey  conducted 
on  a  nationwide  scale  by  the  N. 
Journal  of  Commerce. 

A.sk  about  their  forecast  for 
business  in  19.">.3,  over  40' <  of  those 
answering  the  questionnaires  re¬ 
plied  that  they  thought  it  would 
be  about  the  same  as  19.")2.  Slightly 
more  than  thought  it  would 
decline  .somewhat  but  felt 

it  would  be  better. 


If  we  are  to  judge  by  thi.s  survey,  ; 
a  majority  of  busiiies.s  men  (52'(  )  i 
believe  that  prices  will  decline 
somewhat  in  195.3.  Only  a  minor¬ 
ity  of  11.90  thought  prices  would 
go  up,  while  .35.20  replied  that 
they  would  be  about  the  same. 

l)esj)ite  the  present  prosperity 
almost  all  of  tho.se  who  answered 
the  que.stionnaire  felt  that  a  busi¬ 
ness  rece.ssion  is  inevitable.  There  ; 
seems  to  be  general  agreement  that 
the  present  prosperity  will  con-  | 
tinue  into  the  first  half  of  19.5.3. 
Beyond  this  point  there  is  a  wide 
difference  of  opinion.  Thus  46.6'y 
thought  the  jwst  defen.se  peak  re- 
ce.ssion  would  occur  in  19.54  ;  2.3.7';j  | 
replied  that  it  would  occur  late  in  ! 
195.3;  13.6%  said  mid  195.3;  9.3%  I 
answered  that  the  boom  would  hold  I 
till  1955;  and  only  1.7' r  felt  that  I 
there  would  be  no  rece.ssion.  j 

(Continued  on  Puifc  90) 


for  the 


a  few 
territories 
are  still 


''years  ahead  room  air  conditioners 


We  re  proud  of  the  fact  that  WtATIIERKING  is  produced  and  made  in  TELE  KING'S 
Own  Famous  For  Qualify  Plant  — famous  tor  quantity,  too.  .  .for  delivering  the 
goods  on  time!  We’re  proud  of  our  reputation  tor  giving  the  best  deal  to  our  dealer 
^'distributor  "partners". . .  with  the  biggesl[mark  up  in  the  TV  Industry! 

Now  we  are  offering  the  home  building  and  improvement  field  an  unparalleled 
opportunity— to  share  in  the  biggest  consumer  ready-to  buy  item  in  the  maior 
appliance  field.  Due  to  last  year's  shortage  . . .  growing  public  acceptance 
and  established  popular  need— 

Never  has  the  public  been  so  ready  and  wonting  to  buy  air 
conditioners.. . 

Never  has  America  had  so  much  money  to  spend... 

And  never  will  they  get  more  for  their  money— *as  with  the 
"years  ahead  with  new  features”,  priced  right  TELE  KING 
WEATHERKING  LINE!  with  models  which  both  heot  ond  cooil 

So  don’t  YOU  miss  out  on  the  "cold  cash’’...  get  into  the  air  conditioning 
business-and  profit!  Territories  are  being  grabbed  up  fast!  Write  immediately 
for  full  information  on  the  hottest  selling  line  for  '53  . . . 


TELE  KIHG'S  sales-making,  mfit-makine 


the  line  that's  WORTH  handling! 


601  West  26th  St.,  New  York  1,  H.  Y.  •  WAtkins  4-4600 
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sound  businessmen  with  an 


the  FUTURE 


What  are  fhe  earmarks  of  a  down-to-earth  profit 
item?  It  must  have  a  growing  demand  —  be  suited 
to  residential  and  commercial  users,  to  remodeling  and 
new  construction  —  and  carry  a  sound  mark-up  with¬ 
out  being  prohibitively  priced. 

NORTHEAST  louvered  jabusie  windows  and  doors 
give  you  all  this.  You  get  a  well -constructed  quality 
product  that  you  can  recommend  with  confidence,  full 
selling  support  from  the  manufacturer  and  an  item 
that  is  easy  to  demonstrate.  Think  of  your  business 
career  —  think  of  tomorrow’s  earnings  —  contoct 
Northeast  now.  A  protected  territory  may  be  avail¬ 
able  for  you ! 


The  fastest  jalousie 
on  installation ! 


SPeeOY  SERVICE  OUR  SPECIALTY 
ANY  WIDTH  —  ANY  HEIGHT 


Smooth,  silent,  sure 
rotor  mechanism. 


Takes  4"  demi-plate 
glass  —  holds  rattle- 
tree. 


...  at  full  markup  I  I  N,,  abcHif  it.  jalousies  are  the 

J  coming  product  in  building  specialties 
and  homo  improvement  products  NORTHEAST  is  proud  of  tlx? 
fart  that  it  recognirt'd  this  now-admitted  truth  from  'he  very- 
first  You  >  an  take  advantage  of  the  pioneering  experience 
NORTHEAST  has  gamed  by  bev'ommg  one  of  the  highly  resiiected 
dealer-  now  joining  througtxxjt  the  .  cuntrv 

JALOUSIE 

WINDOWS  &  DOORS 

^  PORCH  ENCLOSURES 

BREEZEWAYS 


You  can  feel  the  pre- 
cision  quality  in  the 
operation. 


Made  to  accommo¬ 
date  storm  sash  and 
screen 


NERSICA  CONVENTION  —  BOOTH  *86  —  HOTEL  STATLER  —  NEW  YORK  —  FEB.  16-17-18 
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ALUMINUM 


GRILLES 

IN  7  BEAUTIFUL  ♦  GfM  TONE*  COLORS! 


Yes,  now  at  last  Gem  Tone*  brings  you  COLOR  IN  ALUMI¬ 
NUM  .  .  .  COLOR  to  speed  soles  .  .  .  build  profits  .  .  . 
give  you  a  greater  share  of  the  aluminum  door  field  than 
ever  before!  After  years  in  the  laboratory,  years  of  devel¬ 
opment  .  .  .  here  are  aluminum  grilles  in  seven  thrilling, 
iridescent  colors  designed  for  amazing  new  beauty,  volume 
sales,  and  more  profit  than  ever  before! 

AMAZING  NEW  PROCESS 

So  beautiful  that  they  cannot  be  described  .  .  .  cannot 
even  be  pictured  .  .  .  Gem  Tone*  colors  are  not  painted 
.  .  .  not  a  decal!  The  result  of  an  entirely  new  scientific 
process,  they  actually  preserve  and  protect  the  finish  of 
aluminum  for  years!  Gem  Tone*  colors  give  you  the  dis¬ 
tinctive  difference  .  .  .  the  certain  sales  maker  .  .  .  the 
sell  on  sight  extra  that  means  profit  all  year  long! 

PROFIT  MAKING  STYLES! 

Gem  Tone*  colors  are  available  in  a  complete  line  of 
grilles,  ranging  from  4"  push  plates  to  full  doors  .  .  .  and 
in  every  style  illustrated  in  your  1953  Dec-O-Grilles  cota- 
logue.  Get  all  the  details  NOW.  Make  this  a  COLOR  year 
.  .  .  make  this  a  PROFIT  year! 


TURQUOISE,  SAPPHIRE,  ONYX  •  P,0CCJS  parcmcd,  MonulaOurcd  by  COLOR  DIVISION,  DEC  O-GRILLCS.  INC 

SEE  US  AT  NERSICA  EXPOSITION,  BOOTH  «26 

DEC  -  O  -  GRILLES,  INC. 

470  PARK  PLACE,  LONG  BEACH,  N.  Y. 

LOng  Beach  6-1644 
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Will  She  Say 

YES 

To  Your 
Salesman? 


Sure  she  will  ...  if  he's  selling  Remington  Storm 
Windows!  Why!  Because  Remington  and  ONLY 
Remington  gives  you  not  one,  not  two,  not  three 
...  but  FOUR  WAY  ACTiON  ...  the  exclusive 
feature  designed  especially  for  sales-moking  dem¬ 
onstrations!  Yes  .  .  .  this  amazing  new  extra  turns 
every  prospect  into  an  enthusiastic  sale  .  .  .  and 
makes  every  demonstration  a  salesman's  delight! 
Now  at  last  here  is  a  storm  window  built  for  the 
dealer  and  salesman  .  .  .  built  to  cost  the  dealer 
less  .  .  .  built  to  sell  faster  and  sell  easier  .  .  .  and 
get  you  both  more  on  every  single  sale! 

CHANGE  TODAY  .  .  . 

No  matter  how  satisfied  you  are  with  your  present 
window  ...  no  matter  how  good  you  think  it  is 
.  .  .  you'll  change  to  Remington!  You'll  change  for 
bigger  sales,  greater  profits  and  the  biggest  dollar 
volume  in  history!  And  remember  .  .  .  Remington 
he!ps  you  get  that  volume.  Backed  by  a  hard¬ 
hitting  national  advertising  campaign.  Remington's 
dynamic  package  of  dealer  helps  and  direct,  per¬ 
sonal  aid  is  going  to  help  you  make  this  the  biggest 
profit  year  in  your  history!  Yes,  change  NOW. 
Change  to  REM!NGTON  .  .  .  CHANGE  TO  PROF!T 
TODAY! 


CHOICE  AREAS  OPEN  .  .  . 

NEW  YORK  CITY.  SOUTHEASTERN  NEW  YORK. 
NEW  JERSEY.  EASTERN  PENNSYLVANIA. 
WESTERN  CONNECTICUT . . . 

FIND  OUT  ABOUT  YOUR  AREA  TODAY! 

WRITE,  WIRE  OR  PHONE . . . 

Hempstead  2-1(11 1 1 


REitiiNUTON 

99  MADISON  AVENUE,  HEMPSTEAD,  L.  1„  N.  Y. 

A  Hr  eat  Same  in  Storm  Windourn 
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Kessler  Puts  Out  New 
Plastic  Weather  Seal 

Kessler  Products  (’o.  has  des¬ 
tined  just  the  “package"  to  helj) 
all  dealers  and  installers  of  storm 
windows  and  doors.  Uy  installing 
“Cushion  Seal,"  a  plastic  weather¬ 
strip,  around  the  prime  window  it 
is  to  prevent  the  condensation  of 
moisture  from  /a.v/dc  the  hou.se 
from  collt'ctinjr  on  the  inner  sur¬ 
faces  of  the  storm  window.  The 
manufacturer  al.so  claims  that 
Cushion  Seal  will  stop  the  l•attlin^r 
of  prime  windows  and  will  double 
the  effect  of  any  storm  window. 

The  initial  cost  is  small  (ap¬ 
proximately  25c  per  window  in¬ 
cluding  labor)  and  will  more  than 
pay  for  itself  in  cutting  down  on 
repair  trips,  ('ushion  is  ea.sy  to  in¬ 
stall  and  can  he  attached  to  wood 
sections  with  an  ordinary  stapler. 

♦  *  ♦ 

Non-Slip  Abrasive  Iron  Or 
Aluminum  Thresholds 

VV'ooster  Products,  Inc.,  has  de¬ 
veloped  a  new  door-stej)  threshold 
with  non-sli{)  surface  and  beveled 
ed^es  front  and  back.  Demand  for 
this  type  of  special  threshold  has 
been  widespread  and  is  now  avail¬ 
able  as  Woo.ster  Type  115-S. 


Standard  widths  are  4",  5"  and 
fi"  with  a  maximum  len^h  of  6'. 
Other  widths  and  lenjrths  to  8'6'' 
require  special  patterns.  The  thres¬ 
hold  is  made  of  abrasive  iron  and 
alumium,  al.so  bronze  and  nickel 
when  permitted. 


Flintkote  Shado-Kool 
Shingles 

The  Flintkote  ('ompany  has  re¬ 
cently  added  a  beautiful  new  line 
of  colors — Shado-Kool — to  its  al 
ready  famous  Shado-Tex  family  of 
12”  Ta|)ered  Strip  Shingles. 


The.se  new  roofinjr  colors  — 
Shado-Kool  Green,  Shado-Kool 
Gray,  Shado-Kool  Blue  and  Shado- 
Kool  Red  —  have  been  created 
through  the  u.se  of  pastel  colored 
granules  accented  with  white  jrran- 
ules.  This  color  blend,  coupled  with 
the  famous  Shado-Tex  shadow  line, 
jjives  maximum  contrast  between 
the  shadow  line  and  the  rest  of  the 
siiiKle. 

The.se  new  sinjjles  incorporate 
all  the  (juality  features  of  the  F'lint- 
kote  275  lb.  Tapered  Strip  Shingle, 
they  are  extra  thick  at  the  butt 


If  further  infurmatitin  is  desired 
about  articles  appearinx  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


where  the  shingle  jrets  the  most 
wear,  and  the  new  Shado-Kool 
colors  help  to  iiccentinite  this  heavy 
duty  appearance. 

Shado-Kools  are  currently  avail¬ 
able  throuKh  the  Flintkote’s  We.st- 
ern  Division. 

*  •  * 

New  Jalousie  Window 
For  Colder  Climates 

The  Kelleher  Gomptiny  an¬ 
nounces  that  the  new  Kelco  Jalou¬ 
sie  Window  is  now  coming  off  the 
production  lines,  after  extensive 
research  and  development  eiVKi- 
neeriiiK. 

Incorporating  .several  new  de¬ 
sign  features,  the  Kelco  Jalousie 
Window  is  designed  to  operate  in 
colder  climates,  providinjf  all  the 
summer  advantages  of  the  Jalousie 
window  with  full  winter  protec¬ 
tion,  which  is  .so  neces.sary  to  the 
northern  area. 

AmonK  the  new  weather  protec¬ 
tive  features  are;  triple  contact, 
stainless  steel  weatherstrippinjr  on 
the  jambs.  This  weatherstrip  has 
two  flexible  contact  le^s  and  a  cen¬ 
ter  crown,  which  flexes  under  the 
pressure  of  the  jflass  retainer  as 
it  closes,  formirijr  a  very  titfht 
mechanical  .seal.  Al.so,  no  liKht  line 
is  evident  between  the  irla-ss  re¬ 
tainer  and  the  jamb. 


A  stainless  steel  “cushion”  holds 
the  in  the  retainer.  This  cush¬ 
ion  permits  the  Rlass  to  “float,”  .so 
{Continued  on  Paqe  65) 
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REDWOOD  COMBINATION 
STORM  WINDOWS 


•  SPECIALLY  TREATED  STAIN  EXCLUSIVE  INTER 
LOCK  AND  VENTILATING  FEATURES.  5  QUARTER 
FRAME. 


•  PAPOOSE.  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION. 
IT’S  PRICED  FOR  VOLUME. 


DON'T  FAIL  TO  INVESTIGATE 


STOR-EZE 


ALL  ALUMINUM 
EXTRUDED 


S«lf-ttonn9  — >  All  Aluminum  Mode 
to  Meoture  ~  All  Extruded  Sections  ~ 
30  Second  CHonge  From  Inside. 


•  Glass  Set  in  Rubber 

•  Easy  Installation 

•  No  Intricate  Mechanism 

•  Trouble  Free 

•  Good  Profits 

•  Prompt  Delivery 


*  Outside  Expander  |amb 

*  Bottom  Adjustable  Sill 

*  Warranteed 

*  Shipped  Complete 

*  <3  Stainless  Steel  Hinges, 
Air  Arm  and  Chain  Stop, 
2  Class  and  2  Screen 
Inserts). 


NERSICA 

BOOTH 


NATIONALLY  ADVERTISED 
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gives  you  the  features  that 
make  faster  door  sales! 


QUICK-change  combination  aluminum  storm  and 
screen  door  with  PRECISION  EXTRUDED  JAMB. 


Recess  provision  for  FLUSH  MOUNTING  ANY 
GRILLE  to  set  even  with  door  frame. 


Flexible  plastic  sweep  at  bottom  of  door 
for  absolutely  perfect  closure. 


Your  customers  will  love  this  new  JASCO  feature  for  now 
they  can  lock  their  combination  door  FROM  THE  OUTSIDE 
(.  .  .  and  inside,  too).  If  you  want  FASTER  SALES  .  .  .  BIGG 
PROFITS  .  .  .  sell  the  door  that  has  no  sales  resistance! 

JASCO  products  are  hacked  up  with  NATIONAL  ADVERTISING 
and  SALES  PROMOTIONAL  LITERATURE.  Hard-hitting 
newspaper  advertising  mats  are  yours  for  the  askin/i. 
INVESTIGATE  THE  JASCO  FRANCHISE  TODAY! 

Competitively  priced  —  either  K-D  or  assembled. 


^^4  JnSCO  3  Channel 

combination  windows  have 
SWIVH  ACIIM'  for  simple  cleaning 
TILT  ACTION  for  complete  removal 


“Swivel  Action"  brings  gloss  frames 
to  the  bottom  for  cleaning  both  sides 
.  WITHOUT  BEING  REMOVED. 
However,  a  simple  "tilt  action 
quickly  releases  the  gloss  frame  .  .  . 
NOTHING  IS  DISTURBED! 

JASCO  engineers  have  developed  o 
FOOL-PROOF  window  by  eliminating 
the  conventional  sliding  of  panels  in 
l^grooves  or  on  tracks  .  .  .  banishing 
forever  costly  service  calls  on 
"jammed"  windows  ond  screens. 


JASCO  ALUMINUM  PRODUCTS  CORP. 

2099  Jericho  Turnpike,  New  Hyde  Park,  1.  I.,  N.  Y, 


Send  me  at  once  complete  details  about  the  JASCO 
FRANCHISE 


Name  of  Company 


Address 


'Potent  Pendins 
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NASH  windows  and  doors 
are  easy  to  Sell 


NASH  windows  and  doors 
are  easy  to  Install 


NASH  windows  and  doors 
are  big  profit-makers 
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Alert,  prulit-minded  distributors  demand  and 
are  entitled  to  an  alliance  with  a  manufacturer  who 
has  the  long  experience  and  the  know-how  to  offer 
the  finest  in  aluminum  combination  windows  and 
dcKirs.  NASH  prtxiucts  are  ingeniously  designed 
and  precision  engineered  to  meet  the  exacting 
requirements  of  quality,  style  and  price. 

The  NASH  organization,  geared  for  reliable 
production  and  backed  by  experienced,  highly- 
skilled  manpower,  offers  you  the  opportunity  for 
bigger  profits. 


NASH  products  are  styled  right 
— ond  priced  right. 

Join  up  with  NASH  and  slop  your  competition. 
Request  details  about  our  Distributor  Franchise 
"K.n.”  Plan  lor  NASH  windows  and  doors 
Distributor's  Plan  tor  NASH  Finished  Windows 
and  Doors 


JUST  LOOK  AT  THESE 
NASH  ADVANTAGES 

Made  ot  liteiime  extruded  aluminum 
Priced  right  to  meet  competition 
Easily  assembled  .  .  .  quickly  installed 
No  warping  ...  no  binding  ...  no  “misfits" 
Permanency  built  into  every  item 
Unusually  light  m  weight 
Patented,  tamper-proof  inside  liKk 


We  cordially  invite  you  to  visit  our  exhibit.  Booth  $27,  at  the  NERSICA 
1953  Exhibition,  Stotler  Hotel,  New  York  City,  February  16,  17,  &  18,  1953. 


NASH  MANUFACTURING  CO. 

Phone:  Long  Branch  6-6200 


17  South  Seventh  Avenue,  Long  Branch  •  New  Jersey 
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winter-tight  closure 


o 


THE  KELLEHER  COMPANY  PROUDLY  INTRODUCES 


THE  ALL-NEW 


Kelco  offers  you 
these  advantages: 


KELCO 


JALOUSIE  WINDOW 


The  Kellelier  Company,  after  extensive  research 
and  development  enf^ineering,  have  produced 
the  jalousie  window  that  really  meets  all  weather 
problems.  It  answers  the  great  demand  for  a 
jalousie  window  that  |wrforms  de{)endahly  and  is 
weather  tight  during  the  winter  months.  The 
Kelco  Jalousie  is  a  product  that  you  can  he  proud 
to  offer  to  your  market  and  will  sell  in  competition 
with  any  other  conventional  or  jalousie  window. 


new  high  profits  The  quality  i.s  sufHTior,  hut  your  oost.s 
art*  low.  All  sea.son  sjile.s.  A  small  inventory  will  permit  you 
to  make  up  any  size  in  your  own  shop,  or  on  the  job.  Ka.sy 
to  install— no  trouble  call  hacks.  Priced  right. 
simple  assembly  On  the  job  or  in  your  shop,  no  .s{K‘cial 
tools  required.  With  a  screwdriver,  anyone  can  as.st>mhle 
and  attach  the  8  .screws  that  hold  this  frame  .so  strongly 
toget  her. 

new  superior  quality  .064  extruded  aluminum  frames 
with  complete  triple  action  stainless  stt*t*l  weather-strip  and 
time  tested,  rugged  operating  mechanism, 
advertising  and  sales  help  Kelco  has  a  jalousie 
expt*rienced  staff  who  will  Ik*  of  a.ssi.stance  to  you  in 
organizing  for  Kelco  sales.  News  mats  and  advertising  aids 
are  available, 

guaranteed  quick  delivery  A  modern  factory  in 
Detroit  is  devoting  its  entire  production  to  .st>rving  you. 

25  years  of  building  products  manufacturing  are 
at  your  service. 


If*' 


I 


.^1 


Jm’  Wcatlii  rsurc  with 


Select  territories  now  open 
to  qualified  distributors. 

■  1  he  Kcll.  hi 

Write,  wire  or  phone  • 

■  FIt*ast*  ruH 

for  further  information.  | 


'rhe  <'o..  2r>2r»  Hart  Avp.,  I)c*troit  14,  Mit  h.,  V’allry  2-.‘ir»r»4 

Pl(‘a8(‘  ruMh  the  complt'to  story  on  Kelco  Jalousies  to: 


Kelco  Jalousies 


The  Ki’llrhiT  Ojmpan/ 


2S2S  Hart  Avenue 
IJetroit  14,  Michigan 

Vallvy  2-3554 


city 


„zone _ atate 


It>  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


iti  and 

for  us«  in  snow  country. 


DISTRIftUTORS:  Writ*  or  wir*  immodiot*- 
ly  for  fvrthor  informotion. 

DIALERS:  Contoct  wt  for  locotion  of  your 
r»oorott  distributor. 


C-THIIU  AWNINGS  Scientifically 
Control  Light  G  Vontllation 


IICHT 

C'TNRU'S  poHwtod  corvod  ioirvors  brook 
op  Korsh,  oofsido  liplit  wbich  ontors  yowr 
room  soft,  floroloss  ond  di#vsod.  No  moro 
droory  rooms  with  tbis  OKctusivo  footoro. 

VENTILATION 

C'THRU'S  ongmoorod  louvors  Loop  tbo  son 
owoy  from  yoor  windows,  ond  ollow 
comploto  owning  ond  room  vontllation.  No 
dood  oir  pockots  moons  tomporotwros  low* 
orod  os  mocb  os  IT  dogroos. 


C-THRU  WINDOW  AWNING 


C-THRU  ALUMINUM  AWNING  CO. 

424  W  IITH  ST,  LOS  ANGELES  15,  CALIF 


C-THRU  PATIO  CANOPY 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


C-THRU  INDUSTRIAL  AWNING 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 
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St^‘ 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 

The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  v/ell  as  the  most  beautiful  of  all 
aluminum  awnings. 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


C-THRU  PORCH  CANOPY 


i 


droning. 
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BETTER 


PRODUCTS 


home  owner 


Every 


keystone  ProdocU'. 


SELL  the 


^LINE! 


When  you  sell  Keystone,  one  sole  invoriobly  leads  to 
others.  This  is  why  we  produce  o  complete  line  .  .  . 
Aluminum  Storm-Screen  DOORS,  WINDOWS  and 
SIDING.  Each  has  notional  acceptance  for  outstand¬ 
ing  quality,  reasonably  priced. 


KEYSTONE  Storm-Screen  DOORS 


Th*  Only  Door  of  it>  kind  it  it  ootily  rocognizod  by  Iho 
full  longlti  Piono-typo  Hingo  .  ,  .  just  on*  of  Koytlono't 
•xdutiv*  footurot. 


KEYSTONE  Combination  WINDOWS 


AvailobU  in  fripit  track  or  convontionol  datign  thoy 
hovo  tho  much  dotirod  Vontilating  louvart  •  •  •  anothor 
K«ytton«  faaturo. 


KEYSTONE  Storm-Screen  CASEMENTS 


furnishad  in  typot  for  oithor  outsida  or  intido  installation. 
Koystono  Storm-Scroan  Cosomants  provtdo  maximum 
allwaathar  protaction  with  convaniant  optration  for 


KEYSTONE  Aluminum  SIDING 


Practically  mdustructibla  by  •lamants  of  waathar. 
Multi'cootod  and  bakad  (not  sprayad)  by  a  procass  that 
givat  an  ovan^  lasting  finish  that  daflas  datarioration 
indafinitaly.  Kaystona's  axclusiva  intarlocking  hangas 
mokas  for  graotar  protaction  ond  mora  afficiant  instollo* 
tion  .  .  .  installation  starts  from  bottom  up.  Avoilabla  in 
whita  or  postal  shadas. 


Our  products  ore  sold  coast  to  coast  through  successful 
distributors  and  dealers.  If  Keystone  is  not  represented 
in  your  community,  write  us,  let  us  give  you  the  Key¬ 
stone  story. 


xf  SmtUneOant 


DON'T  MISS  THE 

CORBEN  aSEMENT 

DISPIAV  AI  NERSICA 

The  CORBEN  caiement,  along 
with  oor  complete  line  of 
Anodized  Combination 
Windows  and  Doors,  will  be 
on  display.  See  them,  and  be 
convinced  that  CORBEN  has 
what  it  takes  in  profit-making 
features! 


Secure  a  Distribu¬ 
torship  Direct  from 
Manufacturer. 


ACT  NOW  to  secure  the 
most  envied  franchise  in 
America,  exclusive  for  your 
area!  This  means  more 
profits  for  you!  And  look  at 
these  sure-selling  features! 


•  Ail  Extruded 
Construction 

•  Easy  to  Install 
and  Operate 


NERSICA  National  Conven¬ 
tion  and  Exposition 

Hotel  Stotler,  New  York  City 

Feb.  16-17-18 

BOOTH  38 


WRITE,  WIRE,  OR  PHONE  NOW! 


with 


ALL-ALUMINUM 


Outside 

Casement 

STORM 

WINDOWS 


BEN  CORSON 

1228  BELMONT  AVE.  PHILA.  4,  PA. 
PHONE:  GReonwood  7-9500 


•  Complete  Stock 
on  Hand 

•  Immediate 
Delivery 


Hints  To 
SALESMEN 


.  (Prom  "  'Third  Party'  Can  Help  You  Win 
Sale$  Arguments  Without  Arguing"  by  ft. 
B.  ScheH) 

IT  has  been  my  experience  that 
the  third  party  is  not  only  the 
I  “extra”  that  makes  the  difference 
j  between  crtmpany  and  a  crowd.  He 
:  is  rather  decisive  in  makinff  many 
i  a  sale. 

I  The  third  party  figures  in  the 
I  basic  scientific  approach  to  win- 
I  nin}r  an  arjirument  without  ar^ru- 
:  inj;.  And  that,  of  course,  is  just 
!  about  the  most  fundamental  rule 
I  of  .salesmanship  of  any  kind  .  .  . 

I  don't  openly  arji;ue  or  take  a  stand 
a^rainst  your  customer.  Don’t  make 
an  opponent  of  him  —  at  lea.st  not 
in  such  a  way  that  he  is  aware  of 
'  it.  Of  course,  as  Ions  as  a  customer 
resists,  he  is  in  a  sense,  an  oppon¬ 
ent.  You  are  on  opposite  sides  of 
the  fence.  You  want  to  draw,  not 
try  to  forcibly  pull  him  over  tE>  you. 


,  Kiiowiii)?  he  cannot  ar^iie  direct- 
ly  with  a  j)r().si)ect,  how  dot's  a 
;  (jualified  .salesman  break  through 
i  active  sales  resistance  By  utilizing 
a  third  party  who  does  the  arKuiiiK 
for  him.  This  may  be  de.scribed 
I  simply  as  the  indirect  approach  as 
;  oitpo.sed  to  the  direct  ap|)roach. 

This  method,  with  which  many 
I  top-rankinji:  .salesmen  have  found 
I  sncce.ss,  may  be  referred  to  in  an- 
;  other  .sen.se  as  “bringinjr  in  a  wit- 
ne.ss."  The  “witnes.s”  is  a  customer 
1  who  acts  as  a  friendly  third  party 
without  ever  beiuK  i>hysically  jtre.s- 
ent  to  testify  .  .  .  yet  he  actually 
makes  the  .sale. 

j  There  is  a  |)arallel  to  this  in 
‘  court  proceedings.  The  jury  relies 
more  on  the  testimony  of  the  wit- 
nes.ses  than  on  the  defendant’s  own 
sworn  statement.  VV’hy’/  Bt'cau.se 
they  know  that  the  defendant  may 
be  prejudiced  and  biased. 

I  (Continued  on  Page  114) 
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New  —Saleable  —Profitable 


JONES  SALES  &  ENGINEERING 

1130  WICK  AVENUE,  YOUNGSTOWN,  OHIO 

Phone  Youngttown  63605  or  71112 


A  Combination 

STORM  and  SCREEN  DOOR 

^/ii/i/iUUIU^  sales  and  profits. 


FINI  PUBLIC  ACCEPTANCE! 


9  Points  of  Superiority 

Hinges  of  stainless  steel,  welded  in. 

Super  strong  welded  corners. 

Double  strength  glass. 

Stainless  steel  reinforced  welded  push-bar. 


Hurricane  Combination  Storm  and  Screen  Doors 
ore  precision  engineered  to  give  you  the  ulti¬ 
mate  in  design,  material  and  construction. 


INVESTIGATE  NOW! 


OPPORTUNITY  FOR  BIG  PROFIT! 


Slaymaker  mortise  stainless  steel  lock. 

Quick  change  over  from  glass  to  screen. 

Stainless  sleel  expanding  channels  —  for  custom  fit. 


Rock  Wool  Soundproofing. 

Reinforced  steel  welded  channels  for  extra  door  strength. 


<Sr  Home  Improvement  Dealer 
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7“  GLASS 
JALOUSIE 
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V- '  f’tft 


MANUFACTURING 

COMPANY 


QUINCY,  PENNSYLVANIA 


CLEAN  FACE 


•  The  pirturr  uf  Pete  in  this  a<l  has  appeal, 
licit  Hater  and  snap  plus  Mom's  firm  hand 
on  the  Hash  cloth  really  makes  him  shine. 
Voic  rnn'l  help  but  be  attracted  to  hn  ^A'lean^ 
Fare"  personality. 

The  Uiiinry  Door  because  of  its  enthusi* 
astic  acc'eptance  hy  the  home-oHiier  has 
demonstrated  a  like  appeal.  Its  simple 
design,  generous  size  obstruction  free  in¬ 
serts,  absence  uf  unsightly  details  and  its 
rigid  strength  ail  reflect  careful  planning 
and  construction.  I'ou  can't  help  but  be 
attracted  by  its  "Clean-Fare"  beauty. 

This  door  enjoys  a  background  of  five 
years  dealer-customer  acceptanc'e.  Imnu'di- 
atc‘,  ready-tu-install  delivery.  **"*1  easy 

installation.  You  can  sell  it  Hithuut  reserva¬ 
tion  from  a  manufacturc>r  geared  to  door 
production.  Ytm  can't  help  but  be  attracted 
to  such  a  combination. 

Why  nut  nrite  us  to-day  and  learn  the 
nhole  story  of  this  iM'uutiful  “C’lean-F'ace” 
Uuincy  Dour. 


•  The  Quincy  Door  permits  the  greatest 
"extra-profit"  from  grilles  of  any  door  manu¬ 
factured.  The  unusual  size  insert,  free  of 
cross  memht‘rs  or  obstructions  adapts  readily 
to  any  grille  selc'ction. 


‘The  Name  Qulaeff  Meantt  QualUy' 


Preyie^.  lf^  jNEAV-  Opincy  lallousie  Door  at  the  O.  G.  Not< 


What  happens  when 


LIFE 


hits  the  Awning  Business 


what  happens  when  America’s  most  powerful  selling  force 
teoms  up  with  America’s  fastest-selling  awning  . . . 
first  and  only  awning  advertised  in 


LOOK  FOR  THE  CHIIDERS  FUll-PACE  AD  IN  FUU  COIOR  in  IJFE  January  ‘X  issue 
reaehinR  millions  of  awning  prospects  across  the  nation.  If  you  want  an  extra 
copy  of  this  LIFE  ad.  just  write  us. 


This  man's  This  powerful 

new  awning  selling  force 


hundreds  of  easier 
Childers  orders  in 
your  community. 


for 


Some  alert 
awning  dealer. 
WILL  HE  BE 
YOU? 


IF  YOU  WANT  TO  GET  IN  ON  THE  SALES  produced  by  the  biggest 
advertising  campaign  in  awning  history,  just  tear  out  this  page  and 
mail  it  to  Bob  Childers,  Childers  Manufacturing  Co.,  Houston  8,  Texas. 
You  can  start  delivering  Childers  awnings  to  fill  orders  in  just  10  days. 
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&  HOME  IMPROVEMENT  DEALER 

January  1953 


Congiessional  Committee  Sees  No 
Recession  After  Defense  Cntback 


Report  cites  huge  unsatisfied  demand — says  tax 
cuts  will  stimulate  buying  and  that  reduction 
in  defense  spending  will  be  minor 


Economic  activity  in  the 
United  States  can  continue  to 
increase  and  need  not  decline  after 
the  defense  spendinpr  peak  has  been 
passed. 

This  is  the  conclusion  of  a  spe¬ 
cial  re|X)rt  that  the  Conjrressional 
Joint  Economic  Committee  received 
from  its  staff  recently.  The  report 
said  that,  while  uninterrupted  pro.s- 
perity  is  not  guaranteed,  a  post¬ 
defense  downturn  will  not  be  caused 
by  lack  of  opportunities  for  growth 
and  inve.stment. 

The  eventual  falling-off  in  de¬ 
fense  outlays,  it  said,  should  cause 
no  more  than  a  temporary  read¬ 
justment  period  “if  business  men 
and  private  investors  pick  up  the 
ball  as  may  be  expected  of  key  ac¬ 


tors  in  a  free  enterpri.se  .system.” 
The  statf  based  its  optimism  on  a 
belief  that  the  economy  contains 
powerful  sustaining  forces  that  will 
persist  for  a  long  time  to  come. 

First  .Analysis 

The  Congressional  study  is  the 
first  comprehensive  analysis  of 
post-defen.se  prospects  that  has 
been  published  by  a  Government 
group.  A  survey  being  prepared 
jointly  by  the  Commerce  Depart¬ 
ment  and  the  ('ommittee  for  Eco¬ 
nomic  Development  will  be  made 
public  .soon. 

E^conomists  and  busine.ss  men 
have  voiced  deep  concern  that  a 


rece.ssion  will  occur  when  the  Gov¬ 
ernment  cuts  back  its  rearmament 
program.  These  fears  are  based 
primarily  on  a  belief  that  a  reduc¬ 
tion  in  Government  buying  will 
wipe  out  a  significant  amount  of 
demand  that  it  will  be  extraordi¬ 
narily  difficult  to  replace. 

The  Economic  ('ommittee  staff 
made  it  clear  that  it  does  not  share 
these  apprehensions. 

It  emphasized  that: 

1.  The  reduction  in  defense 
spending  will  be  relatively  small. 

2.  Tax  reductions  can  rai.se 
consumer  and  business  buying 
power  in  direct  i)ro|X)rtion  to  the 
curtailment  of  Federal  .spending. 

Huge  potential  demands  will 
be  clamoring  for  .satisfaction  and 
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will  sustain  the  national  ei-onomy 
if  consumers  and  investors  do  not 
withdraw  in  a  moml  of  doubt  and 
uncertainty  alsjut  the  future. 

The  tone  of  the  report  is  star¬ 
tlingly  optimi.stic  at  .some  iM)ints. 

“As  a  threat  to  economic  stabil¬ 
ity,”  the  report  .said,  “the  ultimate 
jlecline  in  the  rate  of  defen.se  ex- 
|)enditure.s  pales  into  insignifi¬ 
cance  beside  other  overriding  forces 
on  the  horizon  makinK  the  tfmwth 
in  the  national  economy  during  the 
years — and  decades — ahead.  The 
fact  is  that  the  dynamic  forces  for 
jfrow’th  in  the  national  economy 
durinjr  the  late  1950.s  vrive  prospect 
of  surpa.ssiriK  anythinK  that  the 
fH*acetime  world  has  witnessed  for 
several  jrenerations. 

“Never  before,”  it  declared,  “has 
the  nation  faced  the  |K)tential  de¬ 
mand  for  civilian  -serv¬ 

ices  that  it  does  in  the  years  im¬ 
mediately  ahead.  The  chanjre  in 
outl(M)k  is  -SO  jfreat  that  it  often 
jfoes  unappreciated.” 

The  .staff’s  definition  of  the  size 


of  the  readjutment  that  will  have 
to  be  made  is  rea.ssurinjr.  It 
stre.s.sed  that  the  decline  from  the 
military  .spendinK  peak  will  be 
jirradual,  not  abrupt,  and  that  de- 
fen.se  outlays  which  now  take  15 
per  cent  of  the  jfross  national  prod¬ 
uct  are  expected  to  continue  to  take 
almost  10  i)er  cent  after  the  de¬ 
cline  has  occurred. 

In  contrast  to  the  period  imme¬ 
diately  after  World  War  II,  there 
will  be  no  larjre  (juantities  of  sur¬ 
plus  materials  to  dispose  of,  no 
millions  of  e.x-servicemen  to  ab-sorb 
into  the  labor  force,  no  larKe-.scale 
contract  cancellations  and  plant  re¬ 
conversions,  the  report  pointed  out. 

“Presently  and  happily,  how¬ 
ever,  we  should  be  able  to  reduce 
taxes  almost  dollar  for  dollar  of 
expenditure  reduction,  once  the 
peak  of  expenditures  has  been 
pa.ssed  and  the  comparatively  small 
deficit  has  been  eliminated,”  it  .said. 
The  tax  reductions  will  enlarge  the 
disjw.sable  incomes  of  consumers 
and  business  firms  and.  to  the  ex¬ 


tent  that  they  result  in  lowered 
exci.ses,  will  reduce  prices,  it  added. 

Perhaps  the  most  -striking  fea¬ 
ture  of  the  staff’s  analysis  of  the 
sustaining  forces  present  in  the 
economy  is  its  conclusion  that  there 
is  “little  cause  for  concern  about 
an  alleged  overexpansion  of  manu¬ 
facturing  capacity  today.  If  there 
is  any  such  overcapacity,”  it  con¬ 
tinued,  “the  probabilities  are  that 
the  country  will  have  grown  up  to 
the  needs  before  the  ‘excesses’  ever 
get  to  be  an  economic  i)roblem.” 

Past  Trends 

An  examination  of  past  trends, 
the  re{M)rt  .said,  shows  that  the 
-seemingly  “abnormally”  high  pri¬ 
vate  inve.stment  years  from 
to  1952  did  little  more  than  bring 
the  U.  S.  to  levels  it  might  have 
been  expected  to  reach  if  its  prog¬ 
ress  had  not  been  interrupted  by 
depression  and  wartime  rt'.stric- 
tions. 

Manufacturing  investment  trend 
projections  in  the  re|M)rt  iK)int  to 
a  continued  ri.se  in  outlays  for  con¬ 
struction  and  producers’  durable 
equipment  for  the  balance  of  this 
decade- 

The  staff  .said  that  if  the  j)rojec- 
tions  “did  nothing  but  dispel  the 
idea  that  the  postwar  ‘lM)om’  has 
carried  us  away  ahead  of  ourselves, 
they  would  perhaps  have  made  a 
substantial  contribution  toward 
making  the  projections  themselves 
come  true.” 

Population  Increase 

On  the  demand  side,  the  -staff 
placed  great  emphasis  on  a  “dy¬ 
namic”  i>opulation  increa.se  that  it 
believes  will  enlarge  the  U.  S.  popu¬ 
lation  from  its  present  total  of  157 
millions  to  a  figure  of  175  million 
by  1960.  This  suggests  a  jwpulation 
growth  of  24  million  during  the 
decade  of  the  195().s  compared  with 
a  growth  of  19  million  during  the 
1940-s. 

The  staff  conceded  that  popula¬ 
tion  increases  by  themselves  do  not 
guarantee  prosperity,  but  it  argued 
(CoHfiHwcd  on  Page  92) 


** Adams,  here,  is  a  bus.T  housewife— the  children  are  cryinc:  he’s 
In  the  midst  of  hooee  cleaninr — and  you  knock  on  the  door  .  . 
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CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 
Carbo-Tax  Division  Phono:  Dlgby  9-3170 


There’s  a  wide  open  field  for  sidewall  mastics,  with 
thousands  of  homes  in  every  community  waiting 
to  be  sold.  A  single  pressure-applied  application  of 
CARBO-TEX  is  equal  to  approximately  10  COATS  of 
ordinary  exterior  paint,  and  provides  a  time-defying 
surface  that  protects,  insulates  and  beautifies  stucco, 
brick,  wood  shingle,  asbestos  shingle,  concrete  and 
cinder  block  walls.  There's  no  limit  to  sales  when 
you  feature  guaranteed  CARBO-TEX  Wall  Texture. 


10-YEAR 

FACTORY  REPLACEMENT  GUARANTEE 


CARBO-TEX  has  been  tested  and  proven  in  thousands  of  appli¬ 
cations  in  every  type  of  climate ...  on  every  type  of  exterior 
wall  surface.  In  white  and  consumer-approved  colors ...  easy 
to  apply  with  special  spray  equipment  available  to  authorized 
CARBO-TEX  applicators. 


Carboxit*  Protwctiv*  Coatings,  Inc. 
101  Codar  St.,  Now  York  6,  N.  Y. 

Please  send  information  regarding 
franchises  and  available  territories. 


NERSICA  Holds  llth  Anniial  Convention  in  New 


Majority  of  products  on  display  exhibited 
by  building  specialties  manufacturers 


eleventh  annual  exposition 
and  convention  of  the  National 
Established  Roofiii)?,  Siding,  and 
Insulation  Contractors  Association 
which  will  take  place  at  the  Hotel 
Statler,  Feb.  16-18,  will  be  the 
largest  in  history  from  the  point 
of  view  of  the  number  of  booths 


and  exhibitors.  Over  80  exhibiting 
firms  will  occupy  1 10  booths  .spread 
over  16,500  square  feet. 

Of  Special  Interest 

For  the  building  specialty  dealer 
this  convention  will  be  of  especial 
interest  since  for  the  first  time  a 


majority  of  the  exhibitors  will  be 
manufacturers  of  .specialty  prod¬ 
ucts. 

Becau.se  a  period  of  difficult  sell¬ 
ing  is  foreseen  by  many  economic 
experts,  this  year’s  convention  will 
emphasize  .sales  problems  in  its 
“P’orums  For  The  F'uture.”  A 
three-.session  Sales  F'orum  will  be 
one  of  the  main  features  of  the 
convention’s  program. 

Leading  the  .sales  form  will  be 
O.  G.  Norton,  a  building  specialty 
dealer  of  St.  Albans,  L.  I.,  N.  Y., 


EXHIBITOR  BOOTH  NO. 

Adams  Engineering  Company  33 

Aeroil  Products  Company .  28 

Air  Master  Corporation  .  110 

Aladdin  Mfg.  Co .  203 

Allied  Bldg.  Credits,  Inc .  41 

All-Weather  Prod.  Co .  89 

Alsco,  Inc . 75.76,77 

Alside,  Inc .  2 

Alumatic  Corp.  of  America . 39,  40 

Amer.  Assoc.  Companies .  13 

American  Seal  Paint  Mfg.  Co .  203 

Arlite  Industries,  Inc. . 1 

Armstrong  Cork  Co.,  In; .  87 

The  Barrett  Division . 59, 60 

Binks  Mfg.  Co .  49 

Bird  b  Son,  Inc . 57, 58 

Bonafide  Cenasco,  Inc .  52 

Brixite  Mfg.  Co.,  Inc.  81 

Calbar  Paint  &  Varnish  Co.  .  80 

Castle  Stone,  Inc .  106 

Carbozite  Protective  Coatings,  Inc . 206,  207 

Philip  Carey  Mfg.  Co.  45,  46 

The  Celotex  Corp.  88 

Certain-teed  Products  6 

Chart  Aluminum  Products .  21 -A 

Comfort  Products,  Inc .  89 

Crawford  Door  Mfg.  Co. .  115 

Curvalum  Door  Mfg.  Co .  9 

Ben  Corson  Mfg.  Co.  .  38 

David  Levow  .  25 

Dec-O-Crilles,  Inc.  25 

Dorwin  Aluminum  Products .  103 

Emco  Cement  Products,  Inc . .  42 

Feather-Lite  Mfg.  Company  . 66, 67 

Federal  Screen  Cr  S’sh  Co.,  Inc .  5 

The  Flintkote  Co.,  Inc.  68,69 

Forest  Wool  Insulation  Co.,  Inc .  118 

Craef  Storm  Window  Co .  103 

Hauck  Mfg.  Company  47.  48 

Hess  Planing  Mill  Company .  117 

Hibner  &  Company .  37 

Humphrey  Products,  Inc.  .  15 

Hutch  Mfg.  Company  61 

Ingersoll  Products  Division  ...  84, 85 

famaica  Sash  &  Door  Company  53,54 


EXHIBITOR  BOOTH  NO. 

jasco  Aluminum  Products  Corp .  43 

jerith  Mfg.  Co .  79 

Johns- Manville  Sales  Corp . 10,11 

Jones  &  Brown,  Inc .  74 

Keasbey  &  Mattison  Company  .  14 

Kenitex  Corporation  .  114 

Keystone  Alloys  Co.,  Inc .  108 

Koppers  Company  .  8 

Max  Langfelder  .  50 

Lawson  Trading  Corporation .  83 

Lincoln  Venetian  Blind  Prod.  Co .  109 

Lockport  Cotton  Batting  Co . .  78 

Ludman  Corporation  .  12 

Metal  Tile  Products,  Inc .  31 

Matt  Coil-Less  Burner  Company .  22 

The  Moloney  Company .  73 

Nash  Mfg.  Company .  27 

National  Heather  Stone,  Inc. .  51 

Northeast  Metal  Products  Co .  86 

Old  Quaker  Paint  Company . 35,36 

Owens-Coming  Fiberglass  Corp . 70,71 

Oley  Prod.  Co .  105 

Pecora  Paint  Company,  Inc .  107 

Pittsbu'gh  Corning  Corp . 63,64 

Re-Nu-lt  Corp .  16,  17,  18 

Reynolds  Metals  Company .  34 

Ruberoid  Company .  82 

Season-All  Sales  Corporation .  55 

Silvercote  Products,  Inc .  65 

Security  Sash  &  Screen  Co .  72 

Shower  Door  Co.  of  America . .  3,  4 

Smith  Asbestos  Products,  Inc.  23 

Stone  Corp.  of  America .  56 

Sun  Sash  Company .  7 

Supradur  Corp.  of  New  York .  32 

The  Texas  Company  44 

United  States  Gypsum  Company . 20,21 

U.  S.  Mineral  Wool  Company  24 

Van  Ness  Louver  Windows .  116 

Verflex  Sales  Corporation  29,30 

Weathermsster  Jalousie  &  Window  Mfg.  Co .  62 

Weather  Panel  Sidings,  Inc. .  Ill 

Westmoreland  Metal  Mfg.  Co .  113 

Winstrom  Mfg.  Corp .  112 

Winter  Seal  Corp.  -  Hayes  Wolverine  Corp .  104 
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Tmk,  Feb.  16-18 


with  .‘JO  years  of  experience  in 
trainiiiK  salesmen.  A  panel  of  ex¬ 
perts  on  .sales  problems,  including 
the  members  of  the  Sales  Forum 
Committee  and  others  will  a.ssist 
Mr.  Norton.  The.se  dealer-contrac¬ 
tors  will  present  short  “How  1  Do 
It”  talks  on  the  problems  of  hiring, 
findinK  and  training  .salesmen.  They 
will  al.so  be  available  durinjr  each 
(Continued  on  Page  92) 


J  Ml 


Shown  here  is  layout  of  NERSICA  booths  in  the 
balcony  at  the  Hotel  Statler,  New  York.  Below: 
booths  on  the  main  floor  lobby  in  the  spacious 
ballroom  of  the  Hotel  Statler,  New  Yark,  where 
the  11th  annual  exposition  and  convention  of  the 
National  Established  Roofing,  Sliding  and  Insula¬ 
tion  Contractors  Association  will  be  held,  Feb¬ 
ruary  16th  to  18th. 


CCOflGIAN  ROOM 
ION  IINOSITIOH  fLOOel 


N  E  R  t  to* 

L  0  U  NOE 


•..WN  BALLROOM  ROVER  Imw 

ft  S  5  fi 
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Sell  More  Combination  Doors 


by  CHARLES  WILSON 
Dec-O-Grilles.  Inc. 


WOL’LI)  you  like  to  increase 
your  door  and  window  sales 
three  hundred  per  cent?  Of  course 
you  would,  and  there’s  an  easy 
and  profitable  way  to  do  it  with 
“(JRILLKS”. 

Of  all  the  Kinimicks  used. 
GRILI.P^S  have  proved  to  he  the 
bijfjrest  booster  of  weekly  sales 
the  combination  field  has  known. 

One  succe.ssful  method  is  to 
carry  a  K»'ille  instead  of  a  .sami)le 
window  or  door  while  canvassinir. 
The  average  resjainse  to  100  rinffs 
is  thirty  entries  and  ten  .sales.  A 
jfooil  Kt'ille  for  this  method  of  sell¬ 
ing  i.s  a  brightly  colored  K^iHe  or 
a  grille  with  a  colored  castiiiK- 
Some  .salesmen  work  in  pairs,  the 
first  man  Kettinjf  the  leads  w'ith 
the  grille  and  the  other  following 
up  the  window  and  door  prosiwcts. 

A  jfood  way  to  keep  the  woman 
of  the  hou.se  busy  while  tryint?  to 
clo.se  a  door  .sale  i.s  to  let  her  choose 
a  jfrille  from  the  livinj?  room  ruj?. 
('orner  jrrilles  can  be  used  in  a 
lartre  variety  of  desijfns  by  re- 
arratiKinK  them  on  the  rujr  into 
almost  thirty  different  patterns  on 
a  two  li^ht  door.  Many  a  hou.se- 
wife  will  say  to  her  husband,  “You 
take  care  of  the  windows  and 
doors  and  let  me  pick  the  KriHo-” 
HKRE  IS  WHERE  THE  SALE 
HAS  KEEN  DECIDED!  Take  out 
your  order  pad  and  write  that 
order!  Your  pro.spe<‘t  now  has 
mentally  bought  the  windows  and 
doors  and  the  dwision  has  been 
transferred  from  one  of  $,j00.00 


Below  center:  A  gracefully  designed  and 
distinctive  "push  bar"  for  any  site  door. 


Below  bottom:  A  personalized  grille  used 
with  an  attractive  initial,  ffoles  are  punched 
in  the  scrolls  for  the  installation  of  the 
standard  6"  letter. 


Left;  This  artistic  full-door  grille  of  heavy 
aluminum  and  gleaming  mirror-like  finish 
odds  the  final  touch  to  make  any  doorway 
attractive  and  personal. 

to  a  .$25.00  item.  The  $.500.00  .sale 
will  follow  as  a  matter  of  cour.se. 
One  hiKh  profit  grille  to  u.se  in  this 
manner  i.s  the  ca.st  motif  Krille 
that  i.s  available  with  fifty  differ¬ 
ent  motifs  to  tit  the  Ki'ille  frame. 
The  lettering  for  the  panel  is  cast 
to  order  for  each  customer  indi¬ 
vidually.  Tht?y  are  ea.sy  to  order 
for  each  frame  carries  a  return 
post  card  which  when  filled  out 
and  mailed  by  the  customer  i.s  ca.st 
end  returned  in  approximately  ten 
days  with  .screws  for  mountinK  to 
the  trrille.  I  personally  know  one 
saleman  who  nets  himself  between 
$75.00  and  $.‘500.00  per  day  .sell¬ 
ing  this  jjrille  alone. 

Another  gimmick  that  can  be 
u.sed  for  local  advertisinfr  i-'^  a  cast¬ 
ing  that  consists  of  a  man,  woman, 
and  up  to  four  children  of  either 
.sex.  The  adverti.sement  in  the 
new.spai)er  reads,  “This  K^ille  will 
(Continued  on  Page  98) 
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EXECUTIVE  OFFICES  2625  ELM  ST.,  DALLAS,  TEXAS 


Glass-Louver  Windows  &  Doors 


If  you  can  measure  up  jobs,  and  install  them,  Clear- 
view  offers  a  full  line  of  extruded  aluminum  and 
redwood-framed  louvered  window  and  door  prod¬ 
ucts  —  and  an  excellent  sales  program. 


Writ§  today  hr  rompioto  iahrmatioa. 


HANDLE  A  COMPLETE  LINE! 


C.  E.  Hunter  (ttanding)  who  wot  elected  A.  J.  Zoppone  of  Keystone  Alloys,  Inc.,  who  Allen  M.  Douglass,  Ingersoll  Dir.  of  Borg- 
Chairmon  ot  the  Board  and  G.  van  Meter,  was  elected  First  Vice  President.  Warner,  who  becomes  President  of  NCSWOl. 


Storm  Window  Mfrs.  To  Fight 

For  Fmr  Share  of  Aluminum 


NCSWDl  members  at  annual  meeting  urge  dealers 
to  protest  "less  essential"  classification 


MANUFACTlIUKliS  of  alumi¬ 
num  combination  windows 
and  doors  will  mobilize  all  their 
re.sources  to  NPA’s  discrimi¬ 
nation  a^aimst  the  industry.  This 
decision  was  made  at  the  annual 
meetiiiK  of  the  National  Combina¬ 
tion  Window  &  I)(Kir  Institute  held 
at  the  Hotel  Lt^xiiifrton,  New  York, 
on  December  12th.  It  has  lonR  been 
NI’A’s  iK)licy  to  jarive  preferential 
treatment  to  so  called  “more  essen¬ 
tial”  industries  w’ith  the  result  that 
the  prime  aluminum  window  manu¬ 
facturers  Ret  greater  allocations  of 


aluminum  than  combination  win¬ 
dow'  pnKlucers. 

At  the  NCSWDl  annual  meeting 
it  was  announced  that  the  surest 
way  of  obtaining  higher  aluminum 
allocations  would  be  the  discontinu¬ 
ance  of  this  preferential  tn^atment 
of  certain  industries  to  the  di.sad- 
vantage  of  others.  Since  the  NPA 
stated  months  ago  that  there  w'ould 
be  no  further  favored  treatment  of 
certain  aluminum-consuming  in¬ 
dustries,  it  had  been  expected  that 
there  would  be  no  further  discrimi¬ 
nation  against  the  combination 


storm  door  and  window  industry. 
Unfortunately,  this  is  not  the  case, 
and  as  this  is  being  written  it  is 
apparent  that  the  old  policy  of 
preferential  treatment  of  “essen¬ 
tial”  industries  will  be  continued 
into  the  second  quarter. 

NCSWDl  is  urging  all  its  mem¬ 
bers  and  their  distributors  and 
dealers  to  write  to  H.  B.  McCloy, 
NPA  Administrator,  i)rotesting 
this  situation  and  demanding  equal 
treatment  for  their  industry. 

Approximately  50  manufactur- 
(Cotitinued  on  Page  99) 


Col.  Harold  Giblin,  Executive  Secretary,  ad-  Hugh  Jackson  of  the  Better  Business  Bureau  Merril  A.  Watson  speaking  on  the  value  of 
dressing  the  assembled  NCSWDl  members.  reporting  on  problems  in  the  N.  Y.  area.  trade  associations  to  small  manufacturers. 
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The  modern  room 
air  conditioner  i* 
compact,  stream¬ 
lined,  beautifully 
finished.  Note  how 
attractively  the 
unit  fits  into  the 
window  at  the  left. 

I'ovr/.iy  Telt 
K\ng  Cotp. 


By 

ALEXANDER 

WELUNGTON 

Nat'l 

Sales  Mgr., 
Tele  King  Corp. 


For  more  profit  get  into  the 
Room  Air  Conditioner  Business 


THKKE  i.s  an  unprt'oedented  op¬ 
portunity  for  contractors  scrv- 
injr  the  building  specialtie.s  industry 
in  the  thriving,  comparatively  new 
room  air  conditioning  field.  1952 
was  the  peak  year  for  consumer 
buying  in  home  air  conditioners, 
with  every  manufacturer  experi¬ 
encing  a  .sell-out  situation.  The  fol¬ 
lowing  figures  point  up  the  great 
rise  in  consumer  sales: 


Retail 

A  veruue 

I'vits 

Value 

1‘rici 

i;»47 

....  42, ‘toil 

$10,7.‘!4,000 

$400.00 

ItMH 

_  76,.'500 

:!2,512,.500 

425.00 

....  n.'S.OOd 

:!9,1 55,000 

410.00 

_ in.5,000 

72,150,000 

a7o.oo 

In.'S! 

_ 2.51,000 

01,015,000 

:$05.oo 

_ .‘125,500* 

125.000,000 

.lOO.OO 

*  Estimated,  ("ompl 

ete  Sell-Out 

of  Pro- 

(iuction. 

1955  should  see  last  year’s  figure 
doubled. 


Analt/siii  Of  l‘urchase: 
\.  Hy  Income  Groups 


.$12,000  and  up _ 

8.5 '/< 

7,HOO  to  12.000.  . 

(5^7 

6,000  to  7,800.. 

10% 

4.200  to  6,000.. 

27 '/5 

2,(500  to  4.200.. 

25.5  V. 

Under  2,600  .... 

15'. 

Unknown  . 

10'. 

100'^; 

(Majority  installed  in  bedntoms.) 


H.  Hy  I  se 

Homes .  (50 'i 

Offices  .  5591 

Hotels,  etc .  5% 


(Purchasers  do  not  fall  into  any 
definite  income  group  pattern.) 
In  1952  there  were  .557,500  homes 
with  air  conditioning;  40,()29.500 
without  air  conditioning. 


The  picture  for  19.55  is  estimat¬ 
ed  to  be  over  a  half-million  home.s 
with  air  conditioning  and  41,000,- 
000  without  air  conditioning. 

Markel  Potential: 

19.55  to  19.59  should  .see  1,(500,000 
with  partial  or  complete  air  condi¬ 
tioning — with  .several  room  size 
units  in  each  home  or  apartment. 

Although  the  general  belief  is 
that  there  is  a  big  market  for  cen¬ 
tral  and  nM>m  air  conditioning,  the 
cost  of  installing  central  units  is 
prohibitive  unless  the  hou.se  has 
warm  air  ducts.  Consequently,  the 
room  air  conditioner  i.s  the  ideal 
■solution  where  there  are  no  warm 
air  ducts. 

Installation  requirements  are 
c(»mparatively  simple  .  .  .  namely  a 
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An  indication  of  today’s  public’s 
demand  for  comfortable,  healthful 
living  and  working  environment  is 
the  installation  of  a  number  of 
large  air  conditioning  units  in  re¬ 
tail  stores  and  otlices,  primarily  for 
the  benefit  of  employees  and  to  win 
new  business  from  the  i)ublic. 


New  Comfort 


With  the  benefits  of  air  condi¬ 
tioning  available  in  the  i)laces  in 
which  they  work,  shop  and  spend 
their  recreation  hours,  it  is  no  won¬ 
der  that  so  many  i)eoi)le  insist  on 
having  air  conditioners  in  their 
h(»mes.  Last  year  almost  ToL  of 
the  r<M)m  air  conditioners  soM  were 
purchased  for  use  in  homes  and 
apartments.  While  most  were 
bought  l)ecause  of  the  comfort  and 
Imme  cleaidiness  l)enetits,  many 
were  purchased  as  an  aid  for  a 
member  of  the  family  suffering 
from  heart  trouble,  high  l)lood  i)res- 
sure,  hay  fever,  asthma  or  otln'r 


Unift  like  the  above  provide  new  comfort  and  cleanliness  for  homeowners,  benefit  suf¬ 
ferers  from  asthma,  hay  fever  and  other  ills. 


workman  who  can  take  care  of  the 
carpentry  involved  in  installimr  the 
air  conditioner  in  a  double  h'lnir 
window  sash.  No  plumiting  is  re- 
(piired.  llowtwer,  the  air  londition 
er  must  be  plugged  into  a  line  ta- 
pabU‘  of  carrying  a  motor  load  ol 
I  '*1  and  or  1  hj).  according 

to  size  of  the  unit.  While  this  lo.id 
is  considerably  hiirher  than  that 
needetl  for  a  1'V’  set  or  refrit  *  rator. 
it  is  citmparable  to  the  load  re- 
(piired  for  a  washing  machine.  .\ 
licenser!  tdectrician  can  easily  d»*- 
lermiiK-  whether  a  ht>avy  duty  line 
ner'd  lie  s«‘t  up. 


«*r  King  eliminates  the  changing  of 
air  filters.  The  Weather  King  air 
filter  can  be  easily  lifted  out  by 
the  user,  the  dirt  (piickly  flushed 
out  and  the  filter  returned  to  the 
unit. 

Room  air  conditioners  could  eas¬ 
ily  b«‘com«‘  a  .second  TV’  in  the  sales 
picture,  for  they  are  able  to  offer 
the  u.ser  many  comfort  advantagt's 
such  as  assured  sleep,  fresh  air, 
better  health  and  freedom  from 
allergit's. 


It  is  interesting  to  note  that 
while  the  initial  installations  were 
usually  in  the  bedroom,  owners  buy 
additional  units  for  living  rooms, 
dining  rooms  and  other  rooms  in 
the  home.  Thus  one  sale  leads  to  a 
chain  of  .sales.  .As  the  figures  illus¬ 
trate,  purcha.sers  do  not  fall  into 
any  one  income  groiij).  Although 
not  in  the  .same  abundance  as  in 
high  income  areas,  homes  and  low 
cost  housing  develoj>ment.s  are 
sprouting  air  conditioners  in  their 
windows  in  ever  increasing  num¬ 
bers.  .\or.  is  air  conditioning  a  1  - 

city  “exclusive”  .  .  .  units  are  be¬ 
ing  bought  in  small  towns  and  in 
rural  areas.  The  packagetl  room 
air  conditioner  has  now  arrived  at 
a  stage  of  commercial  develoinnent 
where  tin*  unit  can  he  guaranteed 
for  at  least  five  years.  This  war¬ 
ranty  has  been  an  important  fac¬ 
tor  in  the  tremendous  growth  of 
public  acceptance.  Building  spe¬ 
cialty  contractors  should  find  the 
room  air  conditioner  field  a  lucra¬ 
tive  one  and  an  operation  particu¬ 
larly  suitetl  to  those  contractors 
w  ho  are  exjierienced  in  the  installa¬ 
tion  of  jalousies,  storm  windows, 
awnings.  Venetian  blinds,  etc. 


In  cold  climates,  if  there  are  any 
insulation  leaks  around  the  instai- 
lation,  units  which  only  cool  and 
ventilate  should  be  removed  from 
the  window  before  the  onset  of 
cold  weather.  .A  vt'ry  new  develoj)- 
ment  is  a  unit  that  can  be  used  for 
heating  purposes  as  well  as  cool¬ 
ing.  This  unit  does  not  have  to  be 
removeil  in  the  winter.  Indeed,  it 
serv»*s  as  an  inter-sea.son  room 
heater.  This  new  air  conditioner 
holds  .service  call  to  a  minimum  as 
the  AC  motor  and  the  conden.ser 
are  .sealed  units  retjuiring  no  at- 
tion  for  oiling. 

The  use  of  an  aluminum  foil,  per¬ 
manent  air  filter  in  the  new  Weath- 


Supervising  rigorous  test  procedures  in  the 
esperimentol  laboratories  is  Chief  Engineer 

A.  Donald  (left),  assisted  by  Test  Engineer 

B.  Ziegler  (right)  and  Lab  Technician  H. 
O'Hare  (center). 

I'oiirtt'xy  Tt  fi'  Kintt  (  otf'. 
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ThrM  plantt  in  fMll>Kal«  op*nitio«  ki  ttraUfically  «rMt  HMik*  rar 

ifalWari**  a  matter  ef  fact.  Yea'll  like  ear  price*  .  .  .  yM'll  appreciate  the  paaiity 
tkat  complaint-free  enpineerinp  and  precition  mn**-predactiaa  mean  .  .  .  kat 
best  of  ail  yea  can  bank  on  DIPINOIIt  far  defivory  a*  paatod. 


Faroeifkted  dietribatar*  have  leaf  knatra  that  it 
pay*  to  doal  with  Defender.  They  ean  piva  fkait 
eaetomer*  laitinf  paality  at  kiphly  cempetitive 
price*.  They  f**  tfrl*  ■bP»«l  ■■•d  freedom  from 
timo-can*«mint  earvice  call-baek*.  tnve«tipate 
Defendor,  and  yen  will  find  that  hate  me  nff  tka 


WMi  DEPINOf  R  ym  tdl  mm«  4mn  md 
wlmdowt  t«  HMr*  fomilin  •#  Iwltf  iKwIiti 
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By  Simon  R.  Perlmutter 
Vice-President 
Old  Quaker  Paint  Co. 
Atomastic  Corporation 


LEFT,  TOP  and  CENTER: 

Just  how  remarkable  a  resurfacing  job  a 
sprayed  mastic  coating  can  do  is  well  illus¬ 
trated  in  the  two  before-after  photos  of  this 
fine  old  mansion. 


rpHE  sprayed-on  exterior  re.sur- 
facers  for  the  protection  of 
vv(K)d,  brick,  stucco  and  other 
l)uildinK  material  surfaces,  that 
have  been  coninioly  classified  as 
mastics,  are  today  a  rapidly  jrrow- 
injr  and  widely  develoi)ed  form  of 
protective  coatinjir  application. 
Some  of  the.se  products  are  not 
new,  but  as  one  pioneerinjr  manu¬ 
facturer  in  this  field  points  out, 
the  cost  has  been  .so  jirohibitive  up 
until  a  few  years  ajro,  that  its  u.se 
was  mo.st  limited. 

There  are  many  factors  respon¬ 
sible  for  the  development  of  this 
field  .somewhat  outside  the  paint 
indu.stry,  despite  the  fact  that 
some  of  the.se  products  are  bein^ 
produced  by  manufacturers  who 
have  been  in  the  |)aint  field  for 
more  than  a  treneration,  and  used 
by  api)licator.s  who  have  been 
painters  and  paintinjf  contractors 
for  just  as  long. 


LEFT.  BOTTOM: 

The  unusual  ability  of  sprayed  resurfacers 
to  withstand  age  and  wear  is  shown  clearly 
in  this  photo  of  an  apartment  house.  The 
structure  was  resurfaced  in  1932;  photo 
taken  in  1950. 

f*hoti>s  courtesy  .^tomostic  Corporation 


Itlustratton  conrtesx 
A  Sht'ihurne  i 


To  begin  with,  mastics  are  tex¬ 
tured,  heavy  coatings,  most  of 
them  having  the  consistency  of  an 
extremely  viscous  semi-paste,  that 
can  only  be  effectively  applied  with 
special  high  pressure  spray  equip¬ 
ment.  Painters  have  not  been  too 
prone  to  the  use  of  mec'hanical 
devices.  Paint  union  journeymen 
say  that  mechanical  devices  shall 
not  be  used  in  their  industry 
where  the  work  can  be  done  other- 
wi.se.  Like  all  skilled  workers, 
painters  are  quite  critical  of  the 
materials  they  use,  but  as  a  gen¬ 
eral  rule  will  try  a  new  paint, 
check  its  hiding  powers,  its  brush- 
ability,  etc.,  but  in  the  ca.se  of  ma.s- 
tics,  because  of  what  looks  like  a 
threat  from  the  machine  age,  both 
the  painting  contractor  and  the 
workmen,  are  slow  to  accept  this 
product. 

Machine  Age 

.Modern  technological  devices  are 
bound  to  make  their  impression  in 
this  indu.stry  sooner  or  later  and  a 
resolution  of  the  mechanical  proc¬ 
esses  that  can  be  applied  to  the 
painting  and  decorating  crafts  is 
bound  to  follow.  The  chemical  ad¬ 
vancements  that  are  being  made  is 
having  its  effects  even  on  some  of 
the  largest  paint  manufacturers 
who  are  today  producing  more 
products  that  can  be.st  be  applied 
by  mechanical  means  than  ever 
before.  When  the  skilled  union 
craftsman  will  make  peace  with  the 
potential  economic  threat  of  the 


machine  age,  more  painting  con¬ 
tractors  and  more  skilled  painters 
will  be  working  with  products 
such  as  the  mastics  and  other  pro¬ 
tective  coatings  that  are  most  ef¬ 
ficiently  and  economically  applied 
by  spraying. 


Why  This  Article 
Is  Published 

Sprayed  mastic  resurfacers  have 
become  increasingly  popular  with 
building  specialty  dealers.  How¬ 
ever,  there  are  still  many  dealers 
who  are  not  familiar  with  all  the 
aspects  of  this  very  profitable  pro¬ 
duct.  The  editors  of  this  publica¬ 
tion  have  therefore  asked  Simon  R. 
Perlmutter  to  write  a  series  of 
authoritative  articles  on  sprayed 
mastics  for  the  benefit  of  our 
readers. 

Mr.  Perlmutter  is  an  engineer 
and  has  had  many  years  of  experi¬ 
ence  with  mastics.  He  is  in  charge 
of  sales  and  technical  development 
for  the  companies  with  which  he 
is  associated. 

In  this  issue  and  in  articles  to 
come,  Mr.  Perlmutter  will  discuss 
such  subjects  as:  1 — The  general 
composition  of  mastics.  2 — Meth¬ 
ods  of  surface  preparation  and  ap¬ 
plication.  3 — Costs  of  going  into 
business  in  this  field  and  the  re¬ 
lated  problems  of  selling,  mer¬ 
chandising,  and  servicing. 


While  many  painters  and  paint¬ 
ing  contractors  are  now  applying 
the  ma.stics,  by  far  the  majority  of 
tho.se  people  who  are  currently  en¬ 
gaged  in  this  field  are  home  im¬ 
provement  dealers.  The.se  individ¬ 


uals  and  organizations  have  Ireen 
specializing  in  roofing,  siding  and 
general  contracting  work  and  own 
their  equipment  and  employ  a 
variety  of  skilled  craftsmen  in¬ 
cluding  carpenters,  ma.sons,  sand¬ 
blasters,  waterpr(K)fing  mechanics 
and  painters,  or  tho.se  skilled  in  a 
few  of  the.se  crafts.  Such  organi¬ 
zations  have  the  basic  know  how 
of  the  building  trades  and  when 
given  a  good  cpiality  product  gen- 
erall  perform  a  grade  A  job. 

Selling 

Numerals  sales  organizations 
have  also  cropped  up  who  because 
of  their  merchandising  and  pro¬ 
motional  abilities  do  an  excellent 
job  of  .selling  the  mastics,  Insutli- 
cient  technical  familiarity  with 
the  products  coupled  with  the  ten¬ 
dency  to  over-dramatize  is  often 
resiHuisible  for  sales  in  which  the 
cu.stomer  is  jiromised  more  than 
can  po.ssibly  be  furnished  by  even 
the  best  material  and  labor  com¬ 
bined. 

Many  such  sales  organizations 
sub-contract  their  work  out  to  in¬ 
dependent  applicating  organiza¬ 
tions  who  supply  either  the  labor 
only  or  both  the  labor  and  ma¬ 
terial.  Under  this  arrangement  the 
end  result  is  either  very  good  or 
very  poor.  Sometimes  the  .sales 
organization  wants  to  cut  costs 
and  bargains  for  better  prices. 
The  contractor  is  then  forced  into 
using  cheaper  materials  and  re¬ 
duces  the  preparatory  w’ork  prior 


<S  Home  Improvement  Dealer 


49 


UH  at  Booth  No.  1  at  the 
New  York  Nersica  Convention 
Feb.  16-18,  at  Hotel  Statler  to 
nee  and  decide.” 


jdllt 


WHICH  IS  THE 
FIHEST,  QUALITY 
COMBIHATIOH 
WIHDOW 


COMBINATION  TRIPLE-TRACK  WINDOWS 


WITH  ANY  OTHERSl 

EXCLUSIVE  FEATURES  —  UNIQUE  DESIGN 

Magic  Clutch — N#w  PrincipU  in  control  of  »a»h  movoment.  (Potont  Pending) 

Track  Spreader — New  Principle  for  easy,  rapid  sash  removol.  ^Patent  Pending) 

"Durite**  Anodiiing — New  process  protects  and  finishes  frames.  (Registered) 

Chonnel  Felting — New  odoptotion  for  frictionless  motion  ond  insulation. 

Original  Design — New  application  of  extruded  aluminum  and  stainless  steel. 

THESE  FEATURES  MAKE  POSSIBLE:  Positive  insert  control;  True  finger-tip  operation;  Genuine 
self  storing;  Complete  weotherstripping;  Permanent  satin  finish;  and  Instant  panel  re¬ 
moval  for  cleaning. 

ORIGINAL  DESIGN  PERMITS:  Full  length  triple-tracks;  Self-squaring  frames,-  Sub-assembly 
packaging;  Inside  installations;  Inter  changeable  units  ond  Elimination  of  metol-to-metal 
frictioiw 


to  application  and  takes  short  cuts 
which  result  quite  frequently  in 
inferior  jobs. 

With  better  than  twenty  million 
homes  throughout  the  country  that 
are  thirty  years  old  or  more  in 
need  of  home  imi)rovements  and 
of  .some  resurfacinjr  of  their  exte¬ 
rior  surfaces,  and  with  a  Govern¬ 
ment  prediction  of  a  boom  in  this 
field  through  1960,  the  time  .seems 
opportune  to  review  this  field  ob¬ 
jectively. 

Water  is  an  excellent  conductor 
of  heat  and  the  insulating  effect 
of  any  material  decreases  as  it 
becomes  damp  or  wet.  Insulating 
materials  are  .seldom  in.stalled 
without  a  waterprootinK  finish  of 
some  kind  in  order  to  keep  mois¬ 
ture  out  of  the  materials  them- 
.selves. 

However,  it  is  a  well  established 
fact  that  in  actual  u.se,  despite  the 
be.st  waterpr(M)fin^  finish  which 
can  be  applied  to  the  material, 
sooner  or  later  moisture  will  ^ct 
throujjh  the  finish  and  into  the  in¬ 
sulating  materials  them.selves. 

(Condensation 

Moi.sture  conden.sation  takes 
place  by  warm  air  strikin;r  cold 
surfaces.  This  moi.sture  conden- 
.sate  soaks  into  the  building  sur¬ 
faces  and  in  the  ca.se  of  insulated 
homes,  it  is  .soaked  up  by  the  insu¬ 
lating  material.  Since  this  material 
is  packed  tightly  against  the  cold 
wall  surfaces  it  acts  as  a  perj)etual 
wick  and  eventually  cau.ses  the 
paint  films  that  protect  the  exte¬ 
rior  wall  surfaces  to  bli.ster,  crack 
and  peel. 

Electronic  moisture  meters  for 
instant  testing  of  w(K)d,  plaster 
and  ma.sonry  surfaces  are  on  the 
market.  These  machines  are  an 
excellent  aid  in  closing  a  sale  for 
the  exterior  coating  contractor,  as 
well  as  an  index  of  the  condition 
of  the  surfaces  to  be  treated.  A 
reading  on  this  type  of  machine 
that  indicates  the  percentage  of 
water  to  be  high,  should  make  the 
contractor  aware  of  possible  mil¬ 
dew  condition.  Molds  can  grow-  on 
(Continued  on  Page  101) 
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COOPER 


WINDOWS 


COOPER  Louvre  ^'INDO^’S  always  LEAD  — so 
you  can  be  sure  of  being  tbe  first  with  the  NEWEST 
innovations. 


Sell  a  waiting  market  the  best  and  most  efficient 
unit  at  the  lowest  prices  in  the  field.  That's  how 
competition  can  never  touch  you  ...  or  reach  the 
BIG  MARKET  you  can! 


If  you’re  anxious  to  get  your  share  of  the  fastest 
growing  market  in  building  specialties  history, 
write,  wire  or  'phone  today. 


YEAR  ROVXD  SALES  PROVED! 


2ero-100%  ventilation 


Prowler  proof 


Ventilated  privacy 


Now  go  after  the  BIG  MARKET!  MODERNVIEW 
shows  you  the  way  with  COOPER  Louvre 
WINDOWS. 


Features  positive 
action  without 
rotor  mechanism; 
Seol-Tioht  Side- 
gotes,  auto-lock, 
bronze  bearings, 
rivetless  construction 
and  costly  zinc 
annealed  finish. 

IMMIDIATI 

OlUVEKY 

iUARANJffD' 


MODERNVIEW,  INC. 

95  Madison  Avenue,  New  York  16  ORegon  9-0540 


We  arc 
interested. 
Fteose  send 
details  ta: 


NAME 

ADDRESS. 

CITY 


We  are  Q  Dealers  Q  Distributors  Q  Other 
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NRCA 

Convention 
Philadelphia 
Jan.  26-28 


rpHK  66th  annual  convention  of 
the  National  Roofinjr  Contrae- 
tt)r.s  Association  will  be  held  at  the 
Hellevue-Stratford  Hotel,  Philadel¬ 
phia.  Pa.,  on  January  26,  27,  and 
28,  1952. 

The  Philadelphia  Convention 
('ommittee  will  hold  open  house  at 
4  p.ni.  Sunday,  January  25th.  The 
following  morninjf  will  be  devoted 
to  reKistration.  At  noon  there  will 
be  a  luncheon  and  an  address  of 


welcome  by  the  Convention  Cons- 
mittee.  NRCA  president  B.  D. 
Schramm  will  open  the  convention. 

Program 

Included  in  Monday’s  program 
(Jan.  26)  are  talks  by  W.  (J.  Anjf- 
ell,  A.ssistant  Manager  of  the  Bos¬ 
ton  (Mass.)  Office  of  the  (leneral 
Adjustment  Bureau,  Inc.,  and  Ty¬ 
ler  Stewart  Rogers,  noted  scientist 
with  the  Owens-Corning  Fiberglas 


Corp.  Mr.  Angell’s  talk  will  be  en¬ 
titled,  “The  Roofing  ('ontractor 
Meets  the  Insurance  Adjuster.” 
Mr.  Rogers  will  discuss  the  rela¬ 
tionship  of  water  vapor  to  roofing 
and  insulation.  This  subject  will  be 
discu.s.sed  in  the  Open  Forum  by  all 
who  wish  to  participate. 

At  the  clo.se  of  the  forum,  the 
convention  will  adjourn  until  noon 
Tue.sday.  Visitors  will  be  invited  to 
(Continued  on  Page  107) 
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How  to  use  ratio  analysis 
to  keep  your  business  healthy 


You  Buiness 


(Conclusion  o!  a  two  pan  article 
that  beqan  in  the  December  issue.) 


A  HUlXiPH'  has  no  standard  or 
orthodox  form,  such  as  a  profit 
and  loss  statement.  In  preparing 
one,  however,  it  is  well  to  be  guided 
by  the  following: 

Have  your  bookkeeper  furnish 
a  year’s  detailed  experience  of 
your  business.  On  the  basis  of 
this,  the  budget  may  be  drawn 
up  and  the  year’s  goal  established. 

Kach  of  your  departments  should 
cooperate  in  the  preparation  of 
your  budget.  For  example,  your 
salesmen  who  deal  directly  with 
your  customers  are  in  a  position 
to  best  determine  what  their  own 
needs  will  be  and  what  they  can, 
after  careful  study  and  considera¬ 
tion,  anticipate  in  business  volume 
and  expen.ses. 

Ratio  analysis  is  another  ac¬ 
counting  tool  that  can  provide  u.se- 
ful  information  for  specialty  deal¬ 


ers.  It  compares  two  items  on  a 
balance  sheet  or  operating  state¬ 
ment,  or  an  item  from  each  of  the 
two  statements. 

F'or  example,  to  compute  “cur¬ 
rent  ratio’’ — which  indicates  finan¬ 
cial  conditions — the  projiortion  of 
current  as.^ets  to  current  liabilities 
is  shown  in  this  manner: 

Current  asiets  $30,000 

■  .  —  as  -  as  2.50  current  ratio. 

Current  liabilities  $12,000 

The  amount  of  working  capital 
is  given  by  the  current  ratio  — 
that  is,  the  excess  of  assets  over 
liabilities.  Working  capital  indi¬ 
cates  to  what  degree  a  business  can 
finance  its  current  operations  after 
current  liabilities  are  paid. 

A  two  to  one  ratio  is  generally 
accepted  as  the  ordinary  figure 
for  a  healthy  building  specialty 
busine.ss;  in  other  words,  current 


a.s.sets  should  be  at  least  twice  cur¬ 
rent  liabilitie.-'.  It  is  considered 
a  safeguard  that  should  be  main¬ 
tained.  A  business  in  which  the 
ratio  is  equal  is  a  business  in  a 
precarious  position  financially  if 
half  or  more  than  half  of  the  as.sets 
are  merchandise  or  receivables. 
Suppose  payment  of  all  current 
debts  was  suddenly  demanded;  the 
merchandise  and  receivables  would 
have  to  be  .sacrificed  or  the  busi¬ 
ness  might  find  itself  bankrupt. 

Another  useful  ratio,  is  obtained 
by  dividing  the  quick  assets  (cash, 
immediately  saleable  securities, 
etc.)  by  the  current  liabilities  to 
show  ca.'h  capacity.  If  the  ratio 
is  1,  that  is,  if  cash  and  market¬ 
able  securities  plus  current  re¬ 
ceivables  are  about  equal  to  cur¬ 
rent  liabilities,  then  the  busine.ss 
(Contimad  mi  Paije  109) 
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By  R.  A.  Childers,  President 
Childers  Manufacturing  Co. 


'LURST,  let  me  tell  you  what 
|)romi)ted  me  to  write  this  arti¬ 
cle.  Recently,  a  friend  wrote  that 
he  had  missed  joins'  <lnt*l<  hunting 
this  year.  He  .said  that  the  awning 
“.season”  had  lasted  two  weeks 
lon)rer  than  usual,  and  before  he 
could  away,  the  duck  huntinv: 
season  was  over.  What  bothered 
him  was  that  the  ducks  were  still 
Hyin^  past  his  town — they  didn't 
seem  to  know  the  season  was  over. 
What  bothered  mv  was  his  com¬ 
placent  acceptance  of  the  idea  that 
the  “awninjr  season”  was  over. 

So  I  picked  up  the  phone  and 
called  him.  I  asked  him  if  there  was 
a  law  in  his  state  ajrain.st  .selling 
awnings  after  October  15th.  I  re¬ 
minded  him  that  if  there  weren’t 
such  a  law,  he  was  missing  .some 
goo<l  busines.s.  And  I  reminded  him 
that  there  were  just  as  many  homes 
in  his  community  needing  the  all 


year  protection  he  was  .selling  as 
there  had  been  before  the  “sea.son 
ended.” 

This  “end  of  .season”  notion  has 
long  been  one  «)f  my  pet  peeves.  1 
want  to  add  my  voice  to  those  in 
this  industry  who  know  that  the 


The  doorway  is  the  focal  point 
of  winter,  interest  in  protection 
from  snow,  freesing  rain  and 
sleet.  No  one  wants  a  messy, 
or  dangeroMS  doorway;  that's 
why  door  canopies  are  an  ideal 
item  for  winter  selling. 


IllustratioHS 
Mfg.  l». 


•ourtt'sy  t  hilth-rs 


awning  business  is  a  12  month 
busine.ss.  I  know  that  awnings  are 
.sold  on  a  12  month  basi.s — and  I 
know  that  many  dealers  pass  up 
extra  profits  because  of  a  pre  con¬ 
ceived  notion  that  the  sea.son  ends 
as  .-oon  as  summer  is  over. 
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How  a  continuous  12-month  sales  effort  increased 
awning  sales  100  per  cent 


Lot’s  fact*  the  facts.  There  is  a?i 
awninjf  season  if  yon  mean  that 
awninjr  sales  reach  a  i)eak  in  late 
sprinjr  iiiui  early  summer,  then 
taper  off.  But  what  business  ever 
existed  without  some  .seasonal 
IH'aks  and  valleys?  You  can  pn)b- 
ahly  name  two  or  three  “sea.son- 
free”  exceptions,  and  at  the  same 
time  some  extremely  seasonal  ex¬ 
amples  like  air  conditioninjr  units, 
sun  tan  lotion  and  overshoes.  Yes. 
like  other  indu.stries,  the  awninjj 
husine.ss  does  have  .sea.sonal  varia¬ 
tions. 

But  the  hijr  difference  between 
the  .sea.sonal  variations  of  the  awn- 
injr  husine.ss  and  tho.se  of  other 
busines.ses  is  that  most  folks  in  our 
industry  have  just  resijrned  them¬ 
selves  to  the  short  .sea.son  idea — 
they  (piit  .sellinj;  while  other  indus¬ 
tries  broadeiK'd  their  .sea.sons.  That. 
I  think,  is  the  chief  factor  in  the 
“end  of  the  awniny:  .season” — the 
defeatist  attitude  that  the  season  is 
ending!:  and  “we  better  ready  to 
sell  no  more  awniiiK-s.” 

Think  what  this  attitude  costs  in 
lost  husine.ss  to  the  dealer  who  acts 
on  it.  Startinjr  with  a  notion  that 
the  “.sea.son”  runs  from  May  to 
September,  he  doesn’t  adverti.se 
until  May  Ist.  As  the  “end  of  sea¬ 
son”  approaches,  he  tapers  off  his 
advertising,  doesn’t  replace  the 
salesman  who  quit,  and  lets  his 
stock  dwindle  in  anticipation  of  the 
“.season’s  end.”  Sure  enoujrh !  The 
season  ends  just  as  he  predicted. 
But  he  stopi)ed  the  season,  the  .sea¬ 


son  didn’t  stop  him.  Here’s  what 
happens  —  lack  of  advertising 
means  fewer  leads  —  fewer  leads 
mean  fewer  sales  —  less  stock 
means  slower  installations — slower 
installations  means  less  “sales 
breeding.”  No  wonder  the  .sea.son 
ends  early  for  many  dealers! 

.'seasonal  Sales  Curves 

Because  short  .sea.sons  mean 
short  profits,  and  because  every  in¬ 
dustry  has  a  traditional  seasonal 
pattern,  modern  merchandisers 
have  devoted  lots  of  time  and  effort 
to  smoothing?  out  the  sea.sonal  sales 
curves.  It’s  hijrh  time  awnin^r  deal¬ 
ers  as  well  as  awnin>?  manufactur¬ 
ers  did  .somethinj?  about  it.  too! 

We  can  learn  a  lot  by  examining 
what  other  industries  have  done 
when  faced  with  similar  seasonal 
problems.  Take  the  automoliile  in¬ 


dustry.  For  years  they  had  extreme 
sea.sonal  .sales  variations.  Then 
.someone  thought  of  a  darinjr  idea 
— brinjr  out  the  next  year’s  new 
model  durinjr  the  fall  winter  slack 
season.  By  capitalizing  on  the  pub¬ 
lic’s  interest  in  new  models,  the 
auto  indu.stry  was  on  a  12  month 
liasis,  nidk  itifi  xoles  "out  of  st  ation.’' 

Radio  manufacturers  were  faced 
with  the  .same  problem — their  sales 
peaked  in  the  winter  and  fell  off  in 
the  summer  when  people  spent 
more  time  outdoors.  The  radio 
manufacturers  didn’t  vvrinjj  their 
hands  and  moan  “the  .season  is 
ended.”  No,  they  did  somethintr 
about  it.  They  sent  their  products 
outdoors  with  the  people  —  they 
started  pushinjir  car  radios,  and 
portable  radios  for  summer  sales. 
Their  .sea.sonal  i)rol)lem  was  .solved. 
((’onfiniittf  on  Pot/f  111) 


C*mMriton  of  Awning  Onalnr  Sola*  by  Quartart 
(  6  Month**  Group  vi.  **12  Month**  Group) 


6  Home  Improvement  Dealer 


55 


Washington  Dealei  Finds 


Stimnlate  Sales 


By  Albert  S.  Keshen 
Special  Correspondent 
Building  Specialties 


Here's  an  exterior  view  ot  the  Kitchen  Center  display  showroom 
— spacious,  attractive,  a  real  invitation  tor  visitors. 


The  model  room  set-up  shown  below  gives  o  potential  customer 
intimate,  direct  contact  with  appliance-in-use. 
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The  feeder  unit,  containing  crystals,  condi¬ 
tions  water  to  prevent  corrosion,  scale,  rust 
stains  and  iron  deposits. 


From  Data  Furnished  By 
Reynolds-Shaiier  Co. 


TV  TORE  and  more  home  owners 
are  today  bejrinninj?  to  realize 
the  importance  of  conditionintr  the 
water  in  their  water  supply  sys¬ 
tems.  Soft  water,  they  are  learn¬ 
ing,  is  more  healthful  and  more 
pleasant  to  drink ;  it  is  greatly  su¬ 
perior  to  hard  water  for  personal 
cleanliness,  and  is  much  better  for 
washing  clothes,  both  mechanically 
and  by  hand,  because  it  clean.ses 
deeply  and  more  thoroughly,  with 
less  effort,  and  a  minimum  use  of 
soap. 


amif  eoif  aiM 

WATER  SOFTENERS 


When  one  considers  that,  in  ad¬ 
dition,  .soft  water  jirevents  corro¬ 
sion,  scale,  rust  stains  and  iron  de¬ 
posits,  it  is  ea.sy  to  understand  why 
water  conditioning  equipment  to 
soften  both  domestic  and  commer¬ 
cial  water  supply  .sy.stems  is  fa.st 
becoming  a  best  .seller  for  specialty 
dealers. 

It  has  been  estimated  that  more 
than  .seventy  per  cent  of  the  com¬ 
munities  in  the  United  States  have 
water  of  five  or  more  grains  of 
hardnes.s — a  source  of  waste,  extra 
effort  and  irritation  to  ninety  mil¬ 
lion  Americans! 

And  curiously,  many  of  these 
.Americans  —  becau.se  they  have 
been  exposed  to  hard  water  all 
their  live.s — are  only  vaguely 
aware  that  there  is  such  a  thing  as 
“.soft”  water  and  the  many  wel¬ 
come  benefits  it  provides. 

Part  of  the  dealer’s  ta.sk  if  he 
wants  to  further  increase  his 
profits  on  this  poj)ular  item  and  tap 
its  vast  potential  market,  is  ac¬ 
quaint  more  people  with  the  many 
advantages  of  soft  water.  Once  the 
housewife  learns,  for  example,  that 
with  inexpensive  and  easily  in¬ 
stalled  equipment,  she  can  have 
really  pure  soft  water  from  every 
faucet  in  the  hou.se  every  single 
hour  of  the  day  and  night,  she  will 
wonder  why  she  put  up  with  the 
annoyance  and  money-wasting  in¬ 
convenience  of  hard  water  for  .so 
long. 

Selling  to  home  owners  is  only 
part  of  the  dealer’s  opportunity  for 


water  softener  profit,  however,  for 
beside  the  many  home  installations 
he  can  solicit,  there  are  countless 
hospitals,  laundries,  barber  shops, 
restaurants,  .soda  fountains  and 
similar  commercial  or  institutional 
establishments  which  would  find 
soft  water  a  boon.  The  dealer  need 
only  look  around  his  community  to 
find  dozens  of  prospects. 

The  fact  that  many  people  toler¬ 
ate  all  the  unplea.sant  di.sadvanta- 
ges  of  hard  water  simply  because 
they  do  not  know  about  .soft  water 
bears  rei)eating.  They  must  be 
told.  They  must  be  made  to  realize 
that  .soft  water  makes  living  easier, 
l)Iea.santer  and,  indeed,  consider- 
(Continmd  on  Page  58) 


Modem  water  conditioning  equipment  it 
attractive,  compact,  designed  to  occupy 
small  space.  Shewn  here  is  a  water  softener 
and  filter  unit. 

Photos  courtfsy  of  Ht'ynolds  Shaffer  Co. 
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COMBINATION  SCREEN  ANO  STORM  WINDOW 

Mode  of  "Woodlifc**  tr*ot«d  Pendtroio  Fine.  Iiitcr> 
cH«fi9«obl«  ifisertt.  SfQined  finith  —  con  be  vorn- 
tsbed  or  pointed  boilt'in  venfilotort.  lotily,  inex- 
pentively  intfolled.  Mony  ether  teotores  thot  tell 


SIZI  2B*h55 


F.O.i.  DITBOIT 


Write,  wire  or  phone  today  for  complete  intermotion  on  our  complete  hot  of  combinotion 
windowc,  doors  atni  bo\om9nti  mode  ot  pine,  redwood  and  tduminum. 

fKClusive  territories  available 


ompa/iy 


1909  E.  FOREST 


Wholesole  Distributors  and  Manufacturers 
Combination  Windows,  Doors  and  Basements 

DETROIT  7,  MICH. 


TEMPLE  3-8800 


General's 

ARROW 

All  Fully  Extruded 
Combination  Doors . . . 

.  .  .  Are  beautifully 
designed  with  fluted 
fronts,  precision  engineered 
and  "priced"  right  for 
volume  soles  and  big  profitsi 


Check  These  Quality  Feoturet: 

•  Easy  instollation 

•  All  fully  extruded  oluminum  construction 

•  Z-bor  precision  fromc 

•  S*S  hinge  hordworc 

•  Storm  King  pneumatic  door  check 

•  Double  spring  safety  chain 

•  Aluminum  wire  screening 

•  Embossed  kick-plate  pond 

•  Extruded  door  sweep 

•  Grilles  recessed  inside  of  stilcs 

•  Worp  ond  rustproof 

Comp/eto  with  hardware  $29.00 'fo 
Immediate  Deliveryf 


Write,  Phone  or  Wire  for  Profit-Making  details  todoyf 

GENERAL  SCREEN  AND  SASH,  INC. 

SO  Tulle  Ploc,  Garden  City  Park,  L.  I.,  NY.  —  GArd.n  City  7-t204-(7l1 


Water  Softeners 

(Continiu’d  from  Page  57) 

ably  cht-aper.  In  regard  to  this,  the 
dealer  has  so  many  fine  sales  angles 
to  employ,  .so  many  distinct,  de¬ 
sirable  advantages  to  enumerate, 
that  it  is  difficult  to  decide  which 
are  the  most  important.  Certainly 
he  can  point  out  that  the  tub  bath¬ 
ing  and  the  washing  of  hands  and 
face  in  soft  water  results  in  .softer, 
more  finely  te.xtured  skin.  Clothes 
that  are  washed  in  .soft  water  la.st 
longer,  are  cleaned  more  thorough¬ 
ly.  and  are  thus  more  fragrant  and 
fresh,  (lla.ssware  and  dishes  gleam 
without  polishing:  pots  and  pans 
are  easier  to  clean,  because  grease 
and  grime  can  be  dislodged  with 
less  effort.  For  all  washing  purpo- 
.ses,  considerably  less  soaj)  or  det¬ 
ergent  is  required. 

From  a  utilitarian  viewpoint, 
pipes  and  plumbing  fixtures  are 
less  apt  to  corrode  or  ru.st;  there 
are  no  iron  deposits  to  clog  drains 
and  joints.  There  are,  as  a  con.se- 
quence,  fewer  plumbing  repair 
bills;  pipes  last  longer  and  heating 
bills  are  reduced. 

A  U.  S.  Department  of  Com¬ 
merce  report  indicates  that  there 
are  almost  thirty  million  families 
in  the  United  States  today  living 
in  areas  in  which  the  water  is  hard. 
The  report  also  states  that  ap¬ 
proximately  forty  per  cent  of  these 
“hard  water”  families  are  in  a  fi¬ 
nancial  income  bracket  that  easily 
allows  the  purchase  of  a  home 
water  softener.  The  total  possible 
family  market  for  water  .softening 
installation  is  therefore  about 
eleven  million.  This  does  not  in¬ 
clude  the  many  commercial,  small 
industrial  and  other  po.ssible  users 
for  whom  a  domestic  tyjie  water 
softener  would  provide  many  ad¬ 
vantages. 

All  this  indicates  that  .specialty 
dealers  who  are  not  at  present 
.seeking  to  develop  their  local 
water  softener  equipment  markets 
are  missing  out  on  a  lot  of  profit. 
Home  owners  are  rapidly  becoming 
"soft  water  conscious.”  And  they, 

(Coiifitiued  on  Page  95) 
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Vitrt  With  Ut  at  Booths  S3  t  54,  Nertiea  Convantion.  Hotol  Statlar,  N.  Y.,  fah.  tt,  17,  IB. 


ECONOMY 


pi 


ALL 


SEASONS 


with 


—  Photo  cottrtety  Mai'M uUen  Associates 


(Conclusion  of  a 
two  -  part  article 
which  began  in 
the  December 
issue.) 


Carefully  planned  eshibit 
of  the  U.  S.  Plywood  Co. 
in  fhe  photo  at  left  is 
typical  of  what  can  be 
done  by  experts  who  spe- 
cialixe  in  this  field. 


Home  Show  Exhibits  Made  By 
Experts  Draw  More  Customers 


by  SIDNEY  WASSERMAN. 
Sedas  Manager. 
MacMullen  Associcrtes 


Theme  is  important.  For  exam¬ 
ple,  your  product  may  have  a  bet¬ 
ter  patented  construction.  That  is 
your  .stronjf  .sales  point.  That  will 
be  your  theme — or  it  may  be  low 
cost,  lonjf  life,  ea.se  of  application, 
reliability,  etc.  Your  theme  should 
be  imaifinatively  and  arti.stically 
built  into  your  exhibit  so  that  it 
compels  attention,  creates  interest, 
tells  your  story  and  gets  action  by 
making  it  ea.sy  for  your  repre- 
.sentatives  to  make  or  arrange  for 
.sales. 

Are  such  exhibits  expensive  for 
the  dealer  in  the  building  .specialty 
field?  Not  if  they  perform  their 
sales  function.  Their  cost  can  be 
reduced  considerably  by  making 
use  of  multiple  u.se  exhibits  sup¬ 


plied  to  the  dealer  by  the  manu¬ 
facturer  of  one  or  more  of  his 
products.  Many  manufacturers  are 
only  too  glad  to  assi.st  their  dealers 
by  lending  them  displays  or  ex¬ 
hibits  which  they  pass  along  from 
one  dealer  to  the  next  all  around 
the  country  wherever  there  is  a 
home  show. 

Quickly  Amortized 

Repeated  u.se  at  many  home 
shows  quickly  amortizes  the  orig¬ 
inal  cost  of  the  exhibits  for  the 
manufacturer.  The  dealer  gets  this 
kind  of  exhibit  free  of  charge  or 
pays  a  small  fee  and  he  may  or 
may  not  have  to  pay  for  transpor¬ 
tation  charges.  Such  displays  are 
built  sectionally  .so  that  each  .sep¬ 
arate  product  is  completely  shown 
on  one  .section  or  panel.  There  may 
be  an  overall  sign  of  the  manufac¬ 
turer  of  the  products  and  the 
dealer  can  attach  the  name  of  his 
company  over  or  under  this  sign. 

In  a  local  home  show  dealers 


should  not  rely  on  product  displays 
alone.  There  should  be  at  least  one 
or  two  panels  devoted  to  the  deal¬ 
er’s  company.  The  company  name, 
addre.ss,  and  telephone  numlt)t*r 
should  be  prominently  displayed  on 
the.se  panels  along  with  such  things 
as  pictures  of  the  firm’s  head¬ 
quarters  and  before  and  after  in¬ 
stallations  of  various  products. 

There  is  no  need  to  wait  on  the 
manufacturer’s  initiative  in  this 
matter,  however.  If  no  product 
displays  are  available  from  other 
sources,  the  dealer  may  have  them 
made  by  experienced  profe.ssion- 
als  who  specialize  in  this  type  of 
work.  Professionally  built  jobs 
draw  much  more  attention  from 
prospects  and  are  infinitely  supe¬ 
rior  to  amateurish  home  made  dis¬ 
plays  in  this  respect.  In  many  cases 
manufacturers  are  willing  to  share 
the  costs  of  specially  built  displays 
with  the  dealer. 

In  building  an  exhibit,  much  de- 
(ContitiHfd  on  Poffc  95) 
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Cool  Ray  Moves  To 
Larger  Quarters 

Cool  Ray  Metal  A\vnin>r  Divi¬ 
sion  of  the  Rosenblum  Bros.  Com¬ 
pany  announces  that  by  the  end 
of  January  all  its  operations  will 
be  transferred  to  226  South  Phelps 
Street,  Youngstown,  ().,  where  the 
comi)any  will  have  larger  space 
and  l)etter  facilities. 

In  its  new  location  Coolray  will 
have  about  46,000  square  feet.  The 
increased  space  and  better  facili¬ 
ties  will  enable  the  company  to  ex¬ 
pand  its  {)roduction,  establish  and 
maintain  a  more  efficient  opera¬ 
tion  and  improve  its  .service  and 
products  for  the  benefit  of  its  cus- 
tomer.s. 

Seen  below  is  the 
building  at  226  So. 

Phelps  St.,  Youngs¬ 
town,  O.,  to  which 
the  Cool  Roy  Me¬ 
tal  Awning  Div.  of 
Rosenblum  Bros. 

Co.  is  moving.  At 
the  right  (L  to  R) 
ore  D.  E.,  O.  B., 
and  S.  M.  Rosen¬ 
blum. 


In  a  recent  letter  to  all  dealers 
and  distributors  the  company 
stated  that  plans  have  been  made 
to  facilitate  deliveries  and  that  all 
shipping  dates  will  be  met  on 
.schedule. 

Mr.  S.  M.  “Si”  Rosenblum  will 
be  the  director  of  the  company’s 
metal  awning  division.  He  will  be 
assi.sted  by  his  brothers,  1).  E.  and 
O.  B.  Rosenblum. 

*  *  * 

George  B.  Levy  Appointed 
By  B.  &  G.  Mfg.  Co. 

George  B.  Levy,  active  in  the 
aluminum  .storm  window  and  door 
busines.s  for  the  last  five  years,  has 
recently  been  appointed  Regional 


Sales  Manager  for  the  B.  &  G.  Man¬ 
ufacturing  Company  of  Pittsburgh, 
Pa.  The  announcement  of  the  pro¬ 
motion  was  made  by  Eugene  Cohen, 
president  of  the  company. 

Prior  to  his  promotion,  Mr.  Levy 
had  been  with  the  B.  &  G.  Manufac¬ 
turing  Company  as  field  repre- 
.sentative,  contacting  engineers  and 
architects  in  the  field.  His  duties 
comprised  of  opening  new  terri¬ 
tories  to  the  nationally  advertised 
brand  of  “Storm  Wizard”  storm 
windows  and  doors,  including  the 
“Magic  Hinge”  Ca.sement  Storm 
Sash. 

Mr.  Cohen,  in  announcing  the 
appointment,  declared  that  Levy’s 
full  understanding  of  dealer  and 
distributor  operations,  as  well  as 
his  direct  contact  with  the  coun¬ 
try’s  leading  architects  and  build¬ 
ing  engineers,  will  further  benefit 
“Storm  Wizard’s”  rapidly  growing 
window  and  door  program. 

“Storm  Wizard”  products  are 
manufactured  by  the  B.  &  G.  Manu¬ 
facturing  Company,  located  at  6905 
Su.squehanna,  Pittsburgh  8,  Pa. 

*  •  • 

NMAA  Convention  In 
St.  Louis  Jan.  11-13 

The  National  Metal  Awning  As¬ 
sociation  will  hold  its  annual  con¬ 
vention  at  the  Hotel  Jefferson.  St. 
Louis,  .Mo.,  January  11th  to  12th. 
-Non-members  in  the  awning  busi- 
ne.ss  have  al.-o  been  invited  to  at¬ 
tend.  The  featured  speaker  at  the 
Luncheon  of  January  12fh  will  be 
John  K.  Horne,  Small  Defen.se 
Plants  Administrator.  The  morn- 
(('oHf hilled  nil  Paiie  64) 
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ANNOUNCING 


A  NEW 

VERFLEX 

PRODUCT 


AN  IMPROVED 

EXTERIOR  PAINT  THAT  IS  FAR  SUPERIOR 

TO  CONVENTIONAL  TYPES 

Betted  fO  keadcutd.: 


1. FILM  THICKNESS  — hakk-i.ikk.  v».h-4-spra^  i. 

appllril  murk  ihlckrr  llian  fwrmfr  l>p«‘i>  »f  paint.  Thi* 
makr»  for  lonurr  pr<»lrrli«f>  llfr  oith  itri'airr  rr»i»lanrr  to 
kllatrrlnii. 

2.  SPRAY  APPLIED  PrrwMwrr-Mpray  applird.  B4KK- 

I.IKK  VKR>A>SPH4^  lra«r«  no  bruxh  tnarkk  to  rollrrt  dirt 
or  ||l%e  rarl>  rrarktnn  and  rorroHion  an  ra»>  foothold. 

3.  QUICK  DRYING  —  K.rr.-d  ini.  r.rrv  .r..k  .nd  rrr.- 

Irr  h%  prrMurr.  and  dr>  brforr  bru»h«applird  floo  oltb* 
dra«>»  from  aurh  rrarh*.  HiKP-I.IKK  VPH.  4-SPH  4\  form» 
a  trol^  liolid  Kurfarr  roat. 

4.  UNIFORM  THROUGHOUT  —  Th.  H4iiE.i  iKK  vkr. 

4>^PR4%  roal  la  uniform  brrauor  »pra>  appllratlon  prr« 
»rnt«  **alar«allon'*  and  braYy  «lrokr»  natural  to  bruab 
nork. 

5.  SUPER  ADHESION  —  Thr  ftprrlallY  birndrd  Yrklrlra 
in  BAklUl.lKK  VKK*A*SPNA)  rrrair  and  maintain  an 
unuauall*  atronp  nrld*likr  film  nith  prrmanrnt  band. 


6.  COLOR  FAST  —  HkKK-I.IKK  \|:K-4->HH  A'I  .  .n- 

tain*  onlY  thr  purrat  mineral  color*  aYailalitr,  rarefulla 
around  In  ■pedal  oil*  to  Inaurr  uniform  color*  earn 
after  year*  of  eapoaure. 

7.  SUN  PROOF  — —  Becauer  of  Ita  thicker  him. 

Rinoother  aurface  and  hnr  inarrdlent*.  B4lfL*I.IKF  VP.R* 
4*SPHA%  re»i*t«  lnfra«red  and  ultra-aiolet  rava  oith 
preater  Inipera louaneaa  than  conarntional  painla. 

8.  LONG  LIFE  —  Kter)'  atep  of  lla  manufacture.  It* 
inarrdient*  and  method  of  application  make*  B4KK* 
LIlfK  VKR>A>SPRA\  far  more  reaiatant  to  near  than 
ordInarY  painla. 


9. 


SIMPLE  SPEEDY  APPLICATION  —  i  u.i.m.r. 

and  appliratora  nlll  appreciate  thia  feature  because 
nork'time  and  kouae>dlaorder  time  are  cut  to  only  two 
or  three  da>»  inatead  of  the  uaual  two  or  three  ireoka. 


IQ  APPLICATION  ONLY  BY  TRAINED  TECH- 

NICIANS  —  If  untrained.  VFRI''LKX  will  train  your 

labor  ao  that  our  poiic>  and  a  reputation  of  quality  are 
upheld.  Thia  cloae  cooperation  between  the  factory  and 
it*  dealer*  are  what  make*  for  a  profitable  and  loop* 
laalinit  career  with  product*. 


available  in  12  beautiful  colors. 

BE  FIRST  TODAY 
with  VER-A-SPRAY 


VERFLEX  SALES  CORPORATION  (Seal  Tec  Div  ’ 
Carlstadt,  New  Jersey 

PIpom  Mnd  complet*  informotion  to: 


I  Wo  or#  DooUr,  Dittributor«  Appikotor 
I  Addrou  . 


City  A  Stoto . 

Q  Wo  oro  fomilior  with  this  typo  of  work. 

Q  Wo  oro  not  fomilior  with  this  typo  of  work. 

Torritory  dosirod . . . 


NSRSICA  CONVENTION  —  BOOTHS  29-30 
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HOTU  STATLBR,  NEW  YORK  —  FEB.  16-17-18 

&  Home  Improvement  Dealer 


j4dmtdiSme 

For  Asbestos  Shingles  and  All  Masonry  Surfaces  . . . 
both  indoor  and  exterior!  Adds  character  and  beauty, 
gives  more  efficient  and  longer-lasting  protection. 

★  WEATHERPROOFS! 

#  SUN-PROOF! 

'k  WINDPROOFS! 
k  RESISTS  HEAT  and  COLQ^d 


We  are  Dealer,  Distributor,  Applicator 

Address .  . . . 

City  &  State .  . . 

Q  We  are  fomilior  with  this  type  of  work. 

[3  We  ore  not  familiar  with  this  type  of  work. 
Territory  desired  .  .  . . 


Progress  is  a  sign  that  a  product  is  good, 
the  diligence  of  the  research  that  created  it  and 
on  .  .  .  the  everlasting  vigilance  of  its  quality  .  .  .  the 
sight  of  its  manufacture  ...  all  make  up  the  reasons  for 
ability.  Add  to  these  the  alertness  of  the  Sales  Department, 
dealer-factory  cooperation,  advertising  and  promotion  —  and 
have  an  unbeatable  combination.  VERFLEX  makes  these  factors 
consistent  part  of  its  program.  That's  why  VERFLEX  products  continu 
to  make  historyl 


Asbestos-Seal  has  been  used  from  Maine  to  Florida  for  over  half 
decade  without  a  single  failure!  It  has  been  used  as  a  pattern 
imitate  ...  it  has  never  been  equalled!  You  can  enjoy  a  steady, 
'round  profit-building  business,  too.  Just  fill  in  and  mail  the 
today 


10  plus  reasons  for 
PREFERENCE! 

-I  Absolutely  waterproof! 

'  Six  beautiful  colors  plus  white! 
Mildew  resistant! 

Reduces  frost-crack  from  rain- 
soaking! 

Reduces  heating  costs  by  its 
resistance  to  moisture! 

•  Won’t  blister,  peel,  crack  or  chip! 
i  Alkali-proof  —  unaffected  by  lime 
in  cement! 

Applies  easily  —  self  leveling! 
f  May  be  brushed  or  sprayed  on! 
r  May  be  tinted  by  adding  oil  colors! 

Noft:  Asb«sfos-S«ol  is  not  rocemmtndod 
for  oitoHor  wood  twrfecot. 

Uso  Roody>Mixod  VERFLEX  Hoys# 
Points 


VERFLEX  SALES  CORPORATION  (Asbestos  Seal  Div.) 
Carlstadt,  New  Jersey 

Ploaso  send  comploto  information  to: 


Officers  of  Hi*  Northeast  Metol  Products  Corp.  of  Merrick,  L.  I.,  N.  Y.,  first  independent 
compony  t*  begin  producing  gloss  jalousies  in  the  north.  Scoted  in  front  (L  to  R)  ore  Meyer 
Rubin,  Vic*  Pres,  and  Horry  Rubin,  Pres.  Bock  row  <L  to  R)  M.  J.  Boer,  Treasurer;  Morris 
Rubin,  Sec'y;  J-  P*  Keyser,  Vice  Pres. 


(Continued  from  Page  64) 
injr  of  the  13th  will  be  devoted  to 
the  problem  of  finding  way.s  to  get 
larger  aluminum  allotments  in  the 
first  quarter  for  aluminum  awning 
manufacturers. 

*  e  e 

Duncan  Shaw  Appointed 
Gen.  Sales  Mgr.  By  Oley 

Oley  Products,  Inc.,  with  plants 
in  Inwood,  L.  I.,  and  Oley,  Pa.,  have 
announced  that  Duncan  Shaw  has 
l>een  appointed  General  Sales  Man¬ 
ager. 

Mr.  Shaw  recently  resigned  as 
president  of  Arrow  Lock  Co., 
Brooklyn,  N.  Y.,  to  accept  the  Oley 
position.  He  was  formerly  presi¬ 
dent  of  Reading  Hardware  Corp., 
general  sales  manager  of  lyockwood 
Hardware  Mfg.  ('o.  and  general 
.sales  manager  of  P.  &  F.  Corbin 
I)iv.  of  the  American  Hardware 
Co. 


D.  Shaw 


Well  known  in  the  builders’ 
hardware  industry,  Mr.  Shaw  will 
concern  himself  principally  with 


sales,  advertising  and  product  de¬ 
velopment.  He  is  maintaining  a 
national  .sales  office  at  7  E.  Madi.son 
Avenue,  Dumont,  N.  J. 

Oley  is  now  well  advanced  on  a 
product  program  covering  several 
important  hardware  lines  includ¬ 
ing  cylindrical  “Key  in  the  Knob” 
lock  sets.  An  extensive  packaging 
program  has  been  under  way  for 
six  months.  Oley  is  now  in  produc¬ 
tion  on  a  line  of  .screen  door  hard¬ 
ware. 

*  *  « 

L.  Canter  &  Son  Set  Up 
Storm  Door  Hardware  Div. 

L.  Canter  &  Son,  528-40  W.  Ox¬ 
ford  St.,  Philadelphia  22,  Pa., 
whole.sale  hardware  jobbers,  have 
set  up  a  new  division  of  their  com¬ 
pany  to  deal  with  the  storm  door 
trade.  Irving  Lavet,  formerly  with 
the  Jaron  Co.,  has  been  appointed 
sales  manager  of  the  storm  door 
division. 

The  com|)any  recently  took  on 
the  Ideal  line  exclusively  for  the 
Philadelphia  area  and  is  al.so  an  ex¬ 
clusive  Yale  distributor.  Since  1943 
when  the  firm  was  established  it 
has  expanded  its  facilities  20  times 
over.  L.  Canter  &  Son’s  success  is 
due  to  their  tremendous  inventory 
which  permits  immediate  deliveries 
and  to  their  excellent  personnel. 
Much  of  the  company’s  busine.ss  is 
concerned  with  odd  sizes  not  readi¬ 
ly  available  elsewhere. 


Warner  Co.  Wins  Reversal 
Of  NPA  Suspension  Order 

Warner  Mfg.  Co.  of  Jersey  City, 
N.  J.  who.se  aluminum  supplies  had 
been  cut  off  under  an  NPA  su.spen- 
sion  order  recently  won  a  rever.sal 
of  the  order  before  a  Hearing  Com¬ 
missioner  in  Washington.  This  is 
the  first  appeal  taken  from  a  sus¬ 
pension  order  which  has  resulted 
in  a  rever.sal.  Warner  will  now  be 
able  to  obtain  its  normal  allotments 
of  aluminum. 

•  *  e 

Andrea  Mfg.  Corp.  Expands 
Plant  and  Increases  Sales  Staff 

Andrea  Manufacturing  Corp., 
manufacturers  of  the  Andrea  Tri- 
Way  “Triple-Action”  all  extruded 
Aluminum  Combination  storm  and 
.screen  window,  announces  the  ex¬ 
pansion  of  its  plant  in  Lynbrook, 
L.  I.,  N.  Y.  The  company’s  new 
plant  addition  is  designed  to  enable 
Andrea  to  triple  its  present  pro¬ 
duction,  according  to  A1  Stoloff, 
president  of  Andrea. 

Bert  Kronen  has  been  appointed 
General  Manager.  Mr.  Kronen  was 
the  founder  of  Home  Industries, 
Inc.  There  he  organized  a  .sales 
force  of  22  men  and  within  6 
months  built  up  a  million  dollar 
retail  busine.ss.  At  Andrea  he  will 
assist  Herb  Levy,  vice  president, 
in  directing  .sales  and  customer  re¬ 
lations. 

«  *  « 

Arlite  Industries  Appoints 
R.  Smith  and  A.  E.  Jeffery 


E.  L.  Chase 


Arlite  Indu.stries  of  Newark, 
N.  J.,  manufacturers  of  aluminum 
combination  windows,  announces 
the  appointment  of  Randall  Smith 
as  General  Sales  Manager.  Mr. 

(Continued  on  Page  97) 
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HBW  Products— Ideas— Methods 

(Continued  from  Page  25) 


as  to  automatically  compensate  for 
variable  thickness  of  jflass  and  this 
provides  better  closure.  This  cush¬ 
ion  also  weather  seals  the  glass 
ends. 

The  worm  and  gear  operator  is 
angle  drive  and  will  not  interfere 
at  corners  or  with  Venetian  blinds. 

Random  length  frame  members 
and  simple  methods  of  cutting  and 
assembling  permit  the  dealer  to 
carry  minimum  inventories  with 
ability  to  make  up  windows  for  any 
size  opening.  Installation  of  the 
Kelco  Jalousie  is  quite  simple  and 
can  be  accomplished  by  anyone 
without  special  training. 

The  Kelco  Jalousie  is  favorably 
priced  and  will  be  sold  competively 
with  other  jalousie  or  conventional 
aluminum  windows.  Interior  fitted 
flush  screens  and  storm  sash  are 
available,  making  this  jalousie  a 
complete  prime  window. 

*  «  « 

New  Display  Sample 
Board  by  Supradur 

A  novel  Display  Sample  Board 
by  Supradur  provides  an  excellent 
point-of-sale  help  in  .selling  their 
new  Fiber-Shake  Asbestos  Cement 
Sidewall  Shingle.s.  It  provides  a 
die-cut  representation  of  the  Su¬ 
pradur  trademark  out  of  Kraft 
cardboard  on  which  are  affixed  ac¬ 
tual  samples  of  new  Fiber-Shakes 
in  the  fir.st  four  available  two-tone 
colors. 


Non-fading  ceramic  granules  in 
striking  striations  effectively  por¬ 


tray  Fiber-Shakes’  eye  appeal  to 
afford  dealers  a  valuable  promo¬ 
tional  .selling  aid.  This  new  Su¬ 
pradur  Display  is  very  light  to 
carry,  ea.sy  to  hang  and  handy  for 
window  or  counter  use.  For  free 
sample  available  from  manufac¬ 
turer. 

«  «  « 

New  Folding  Door 

New  Ca.stle  Products,  manufac¬ 
turers  of  Modernfold  Doors  have 
released  news  on  a  new  folding 
door,  the  Spacemaster.  This  mod¬ 
erately  priced  folding  door  is 
slated  for  immediate  ma.ss  distri¬ 
bution  to  the  home  owner  market 
through  lumber  dealers.  Company 
spokesmen  claim  that  the  Space- 
master  is  the  fir.st  folding  door  in 
the  lower  price  category  which  has 
the  same  strength  and  rigidity  as 
folding  doors  u.sed  for  commercial 
applications. 


The  new  Spacemaster  is  built 
with  the  same  basic  con.struction 
features  as  the  company’s  Modern¬ 
fold  Door.  The  Spacemaster  has  a 
steel  frame  with  pantograph  action 
plates  at  both  top  and  bottom,  and 
is  covered  with  a  vinyl  plastic 
fabric.  It  will  be  available  in  one 
neutral  color  and  three  sizes  for 
large  and  small  clo.set  openings  and 
for  room  door  openings.  The  cost 
of  the  Spacema.ster  per  opening  in 
new  con.struction  is  said  to  be  less 


than  that  for  wooden  swinging 
doors. 

It  will  be  sold  in  complete  pack¬ 
age  units  to  lumber  dealers  with 
an  attractive  markup.  Installation 
of  these  doors  should  take  only  10 
to  15  minutes. 

*  «  * 

New  Product  Ends  Bird 
Spatter  On  Buildings 

The  Nixalite  Company  of  Amer¬ 
ica  announces  the  availability  of  a 
new  i)roduct  for  installation  on 
buildings,  signs  and  other  places 
where  birds,  particularly  pigeons, 
land,  roost,  spatter,  and  are  other¬ 
wise  annoying. 

The  new  product,  trade-named 
Nixalite,  is  comiK).><ed  of  ru.stproof 
.stainless  .steel  needle-sharp  prongs 
welded  to  a  flexible  .stainle.ss  .steel 
bar  ba.se.  In  every  foot  of  the  pro¬ 
duct,  120  prongs  are  staggered  in 
a  .semi-circle,  curved  in  varying 
angles  and  extended  upward  and 
outward. 

Fabricated  in  4-ft.  length.s,  the 
product  is  .said  to  last  25  years  or 
longer.  It  is  manufactured  of  the 
highe.st  quality  steel  and  is  flexible, 
inconspicuous,  economical.  It  is  al.so 
said  to  be  ea.sy  to  apply  and  remove, 
and  requires  no  maintenance  co.st. 
It  is  humane  and,  according  to  the 
manufacturer,  100'^  efficient. 

The  product  is  furnished  com¬ 
plete  with  special  clips  and  correct 
type  fa.stener  for  any  kind  of  ma¬ 
terial  with  or  special  cohesive  to 
hold  it  in  position.  It  is  packaged 
in  standard  cartons  of  100  feet, 
containing  25  4-ft.  lengths.  De¬ 
tailed  directions  are  included. 

*  *  * 

Arlite  Improves  Its 
Combination  Windows 

Arlite  Industries,  Inc.,  of  New¬ 
ark,  N.  J.,  manufacturers  of  Arlite 
triple  track  aluminum  combination 
windows  has  made  several  changes 
in  its  product  for  the  year  195.3, 
according  to  George  H.  Beaton, 
General  Manager, 

The  new  Arlite  combination  win¬ 
dow,  which  will  be  on  display  at 
Booth  No.  1  at  the  Nersica  con- 
(Contiuued  on  Page  68) 


&  Home  Improvement  Dealer 


65 


AMERICAN 

roofer 

i  SIDING 

CONTRACTOR 


uikMSX: 


the  modern  exterior  coating 


\C 


15  MINUTES 
AT  OUR  BOOTH 

W  ill  Make  You 

Look  for  the  Facts 

Resrarding  your  future  in  a  lifetime  business 
with  the  leading  sprayed-on  mastic  coating 
in  the  field  today. 

Our  Quality  Control  of  Production 
National  Points  of  Distribution 
Technical  Know  How 
Training  and  Merchandising?  Program 
Careful  Selection  of  Dealers 

Are  your  assurance  of  a  sound  business  with  }?ood 
profits  and  steady  volume. 

Requirements: 

Sincerity  —  Orthodox  Selling  Methods  —  Cood 
Reputation  —  Financial  Stability  —  Desire  To 
He  In  a  Lifetime  Husiness  — 

We  don’t  claim  miracles  for  ATOMASTIC  —  but 
we  do  help  you  sell  an  engineered,  top  quality 
product  in  a  sound,  business-like  manner. 


Spend  15  minutes  at 

BOOTH  16 

BOOTHS  35  &  36 


National  Roofing?  Contractors’  Ass’n 
Philadelphia,  Pa.  —  .fan.  2H-27-2S 

NERSICA  Exposition 

New  Y'ork  City  —  February  lf> - 17 -  IH 


ATOMASTIC 


SIMON  R.  PERLMUTTF^R,  Vice-I’resident,  Sales  and  Technical  Development 


ATOMASTIC  CORP. 

109  Decker  St.,  Syracuse,  N.  Y. 
Syracuse  74-0372 
N.  Y.  C.  Pbone:  OLinville  4-4108 


OLD  QUAKER  PAINT  CO. 

1977  Hlake  Ave 
Los  Angeles  .39,  Calif. 

NOrmandy  .3-.326.5 
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New  Products 

(Continued  from  Puf/e  65) 

vention  at  the  Statler  Hotel,  Feb. 
16-18,  will  be  equipped  for  the  first 
time  with  a  new  .screen  cloth  of 
aluminum  wire  which  replaces  the 
pla.stic  that  had  previously  been 
standard.  Another  improvement  is 
an  air-tijrht  channel  on  the  top  tie- 
bar  of  the  window  which  is  made 
completely  draft-proof  and  rain¬ 
proof  at  the  upper  in.sert. 

The  frame  of  the  window  is  now 
anodized  with  a  new  |)rocess  called 
the  “Durite  Process  of  Anodizing.” 
This  proce.ss  is  patented  by  Arlite 
and  is  used  extensively  on  the  com¬ 
pany’s  window  frames.  The  com¬ 
pany  claims  that  this  is  the  finest 
proces.s  known  to  .science  for  the 
protection  of  expo.sed  aluminum. 


Youngstown  Kitchen  Cabinets 
Available  With  Formica  Tops 

Tw'o  of  the  best  known  names  in 
the  kitchen  equipment  field  joined 


forces  with  the  announcement  by 
Mullins  Manufacturing  Corp.  of 
Warren,  Ohio,  that  its  Young.stown 
Kitchens  can  now  be  purcha.sed 
with  F'ormica  counter  tops. 

Mar.shall  Adams,  Advertising 
and  Sales  Promotion  Manager,  said 
Youngstown’s  decision  came  in 
recognition  of  the  widespread  de 
mand  exi.-sting  for  F'ormica  tops  on 
prefabricated  kitchen  cabinets. 

The  new  feature  became  practi¬ 
cal  as  the  result  of  intensive  devel- 
oi)mental  work  by  engineers  of  the 
Mullins  and  F'ormica  firms  which 
made  it  po.ssible  to  veneer  F'ormica 
to  Youngstown  .steel  cabinet  tops. 

F'ormica’s  popularity  is  credited 
in  large  part  to  its  durability.  Long 
known  for  its  u.se  on  dinette  tables, 
l)ars  and  counters,  F'ormica  will 
not  craze  or  crack  and  is  unharmed 
by  boiling  water,  fruit  acids,  alco¬ 
hol  and  household  alkalies.  Its 
smooth,  non-porous  surface  resi.sts 
staining  and  is  easily  wiped  clean 
with  a  damp  cloth. 

Youngstown  Kitchen  dealers 
from  coast  to  coast  now  offer  all 


unit  top  sizes  with  F'ormica  sur¬ 
faces.  Units  will  continue  to  be 
available  in  a  choice  of  three  other 
top  materials  previously  offered. 


New  Silicone  Water- 
Repellent  Coating 

The  newest  development  of  the 
Horn  Research  Laboratories — De- 
hydratine  No.  22 — contains  poly- 
siloxane  resins  generally  known  as 
.silicones  which  operate  in  the  prin¬ 
ciple  of  negative  capillarity.  This 
term  refers  to  a  condition  whereby 
a  capillary  tube,  lined  with  a  non- 
wettable  material,  offers  strong  re¬ 
sistance  to  the  passage  of  water. 
When  treated  with  Dehydratine 
No.  22,  pores  of  concrete,  stucco 
and  masonry  become  effectively 
water  repellent. 

The.^e  silicone  compounds  when 
applied  to  a  clean,  dr>'  continuous 
ma.sonry  surface  above  grade  will 
penetrate  more  deeply  than  con¬ 
ventional  surface  treatments  and 

(Continued  on  Page  115) 
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. . .  o  new 


arrival  for  '53 .. . 

LITTLE- BEAVER 

Quality  Storm 
Windows  and  Doors! 


New  to  the  pages  of  Building  Specialties  and  completely  geared  for 
a  Share-the-Profits  '53  is  this  little  bundle  of  "know-how"— Little-Beaver. 
The  "Little-Beaver"  is  your  assurance  of  the  highest  quality,  most  scien¬ 
tifically  advanced  insulating  products  obtainable- as  well  as  sales- 
powerful  merchandising  assists  and  complete,  prompt  factory  coopera¬ 
tion.  Let  Little-Beaver  make  '53  a  PROFIT-PLUS  year  for  you. 

Investigate  Little-Beaver's  "package  plans"  on  both  the  1-inch  thick 
combination  aluminum  storm  door  and  the  famous  "weather-proof" 
anodized  aluminum  storm  window. 

THE  LITTLE-BEAVER  CO. 

1513  Ashland  Ave. 

Baltimore  5,  Md. 

Telephone:  EAstern  4200 — EAstern  4201 
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WORIO’S  URBEST 
MANUFACTURER  OF 


ALUMINUM 


CASEMENT  WINDOWS 


Behind  “World’s  Largest  Manufac¬ 
turer”  arc  years  of  on-the-board  planning 
.  .  years  of  on-the-job  testing  .  .  years 
of  builder  and  homeowner  satisfaction. 
Research  to  find  out  what  builders  and 
homeowners  want  in  a  window. 

The  Ualco  Casement  Window  is  one 
of  the  most-wanted  in  the  Ualco  com¬ 
plete  line.  It  is  made  of  finest  extruded 
aluminum.  Joints  are  electrically  flash- 
welded  and  mitered.  Each  casement  is 
hand-proven  before  leaving  the  factory. 

Their  satin-smooth  finish — by  Ualco’s 
exclusive  method — lasts  forever!  Narrow 


frames  and  muntins  provide  larger  glazed 
area  without  loss  of  strength. 

So,  offer  your  buyers  the  best  that’s 
offered  you — Ualco  Casement  Windows 
— Made  by  the  World’s  Largest  Manu¬ 
facturer  of  Aluminum  Casement 
Windows. 


UMIOM  AlUMINUM  COMeAMT.  INC.  •  SMIinilO.  AIAAAAIA 
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TROY 

AWNINGS 
DOOR  CANOPIES 


will  eventually  dominate  a 
huge  market. . .  because. . . 


OF  STURDY 

RUST-PROOFED  STEEL! 


•  Stronger  •  Look  better  •  Cooler  •  Last  longet 

•  Cost  far  less 

Mass  production  on  high  speed  machines— 
Bonderized — zinc-coated— and  baked-enamel 
processing  by  ultra-modern  Spra-On  electro¬ 
static  equipment,  gives  you  highest  quality  .  .  . 
at  a  price  that  defies  competition. 

Troy  Door  Conopios  enhance  the  appear¬ 
ance  of  any  doorway — blend  beautifully  with 
the  house  itself.  Packaged  for  self-installation, 
their  low  price  will  surprise  and  delight  your 
customers! 

TROY  has  Ix’m  ersoU  for  tno  nholv  yt'ars! 

NOW  INCREASED  STEEL  ALLOCATIONS  PERMIT  US  TO  GRANT  A  LIMITED  NUMBER  OF  NEW  DISTRIBUTING  FRANCHISES  .  .  . 

Distributors  . . .  Dealers  ...  A  TROY  still  he  a  territory  open  in  your  area.  Don’t 
FRANtlHISE  or  DEALERSHIP  can  become  wait  —  investigate  this  profit  opportunity 
one  of  your  most  valuable  assets.  There  may  right  now.  Write  directly  to  us  .  .  .  today! 

TROY  SUNSHADE  COMPANY 


Troy  VOMOtioil  Awnings  harmonize  with 
the  best  in  modern  architecture.  Graceful  hori¬ 
zontal  louvers  permit  full  ventilation— do  not 
darken  rooms. 

Rugged,  all-welded  steel  construction  resists 
highest  winds,  falling  ice,  heaviest  snows.  No 
bolts  or  rivets  to  loosen  or  rattle. 

Widths  and  Drops  are  standardized— join 
together  in  a  jiffy.  Completely  packaged  jor  over- 
the-counter  sale. 
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.  . . . . .  . . . -■ 


Write  or  Phone  : 

JAY-ART  ALUMINUM  PRODUCTS  CO.,  INC. 

3  PLAINFIELD  AVE.  (at  Jerkha  Turnpike)  in  FLORAL  PK,L.  I.,  N.  Y. 


ALL  ALUMINUM 
STORM  &  SCREEN 

DOORS 


ALL  ALUMINUM 
DOUBLE  HUNG 
STORM  &  SCREEN 

WINDOWS 


•  Two-IItt  daiion 


•  Fully  •Itrudad  63ST5 

•  TRIPLE  ACTION  — 
SELF-STORING 

•  Blind-step  Installation 

•  NO  GADGETS,  fully 
service-tfM 

•  Interiecklng  meeting 
rails 

•  Welded  corners  on 
Moster  Frome 

•  SCREEN  and  GLASS 
PANEL  LOCKS  IN 
ANY  POSITION 


a  Fully  estruded 
construction 


•  Aluminum  jamb 
precision  frame 

•  Heavy  corner  con¬ 
struction 


\yHEN  you  visit  our 
plant,  you’ll  .see  why 
mo.st  dealers  and  distrib¬ 
utors  handle  JAY- ART 
products  exclusively.  It's 
more  than  the  convenience 
of  one-stop  buying.  It’s  the 
security  of  doing  busine.ss 
with  an  established  man¬ 
ufacturer  who.se  products 
enjoy  unquestioned  accept¬ 
ance.  For  quality,  .selling 
features,  price  and  factory 
cooperativeness,  JAY-ART 
stands  out. 


JAY-ART*S  production‘lin€  monufoctur- 
$ng  assufs  you  immetfiofe  delivery!  Buy 
what  you  need  —  the  way  you  want  it,  KD 
or  fully  assembled 


JAT-AlCT  t  unique  engi- 
mertng  and  manufacturing 
methods  combine  to  create  an 
outstandingly  $uecise  door 
f^ot  dealers  appreciate  and 
customers  buy  on  sight  KO 
or  fully  assembled  Immedi- 
ate  delivery 


ALL  ALUMINUM  STORM  & 
SCREEN  INSIDE  SLIDING 

CASEMENTS 


ALUMINUM 

DECORATIVE- 

FUNCTIONAL 

GRILLES 


•  Smooth  glide 
on  stainless 
steel  runners 

•  Interlocking 
design 

•  Simplest  case¬ 
ment  to  instoll 


•  Widest  ronge  of  styles, 
sites  ond  orices. 

•  Superior  construction 
detoils. 

•  Every  grille  custom 
mode  by  skilled  hond 
crottsmen. 

•  Eeclusive  numbers  de¬ 
signed  ond  mode  it 
desired. 


JAY- ART  speeialites  in  the 
manufacture  of  decorative  and 
functiortol  door  grilles  from 
desitfn  to  production,  one  entire 
section  of  our  factory  area  is 
devoted  to  this  line  enclusively. 
That's  why  JAY^ABT  style, 
quality  and  prices  are  unbeat¬ 
able  Immediate  delivery 


•  Easiest  cose- 
ment  to  oper* 
ote 


JAY-ART  shows  the  way  to  get  the 
most  profit  with  the  tostesf-insto/led,  most 
economical  casements  on  the  market 
Here's  real  quality  you  can  enjoy  selling! 
KD  or  fully  assembled.  Immediate  delivery. 


FLoral  Park  4-2297  and  4-3692 
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gives 


NATIONAL  HEATHER  STONE.  INC. 

4122  KENSINGTON  AVE. 
PHILA.  24,  PA.  DEIowor*  4-1400 


'*»Q,  U.S.  Pat.  Off. 


SOLD  BY  LEADING  JOBBERS  I 


IT  ISN’T  INSULATED  UNLESS  IT’S  CAULEEO 


PARALASTIC  PRODUCTS  CO.  INC. 


See  our  1953  line...  ^ 

ALUMINUM  COMBINATION 

Storm  and  Screen  Doors! 


GET  IN  THE  B|GPR0Fff$  BUSINESS 

W.TH  heather  STONE! 


Depend  on  PARALASTIC  to  deliver  on  excellent 
job  every  time!  Weatherproofs  —  Waterproofs  —  Insulates. 
Easy  working  characteristics  too! 

ALL  COLORS!  Aluminum  . .  .  Brilliant  White  .  .  .  Natural 
.  .  .  Gray  .  .  .  Green  .  .  .  Cream  .  .  .  Brown  .  .  .  Black  .  .  .  and  all 
pastel  colors  to  match  asbestas  and  insulating  sidings. 


•  the  mogniticeiit  "COMPO  ORIGINAL" 

•  Hie  incomparable  "COMPO  CREST" 

•  the  eye-arresting  "COMPO  CHAMPION* 


POR  MORE  PROFITS  .  .  .  Get  the  facts  now 
jiil  Ihe  coniplete  line  of  Compo  standard  ond 
ohjwtinuiii  and  stainlesB  steel  ser- 
dean.  windaMni  and  aedepe 


The  (tiKKC’ht  year  round  money  maker  in  the  huihiitiK  sitecialties 
held:  You  can  make  money  with  HEATHER  STONE  .  .  . 
tiNiay!  ,  .  .  tomorrow!  .  .  .  every  day  of  the  year  I 

Cet  in  the  BIG  PROFIT!  BUSINESS  NOW  I  .  .  .  with 
Kenuine  HK.\THER  STONE  ...  the  GREATEST  money  milter 
in  the  long  term  building  specialties  held. 

HEATHER  STONE  is  applicable  12  months  of  the  year  assur 
in({  you  BIG  PROFITS  all  year  round. 

HEATHER  STONE  sells  on  sight,  is  applied  like  tile  over 
brick— stucco  -cinder  and  concrete  block  -shingle  clapltoard  and 
other  EXTERIOR  and  INTERIOR  surfaces.  HE.\THER 
STONE  is  a  precast  stone  with  color  throughout,  not  a  wet 
application.  HEATHER  STONE  has  many  popular  selling  styles 
aiul  Idends.  ...  It  is  delivered  to  you  in  cartons  ready  for  appli 
cation.  HEATHER  STONE  makes  MONEY  for  you  I  .  .  . 
NOT  1  MONTH,  NOR  2  .MONTHS  .  .  BUT  12  MONTHS 

of  the  year  .  .  .  dollars  in  your  (xickets  ail  the  time! 

DON’T  overlof^k  this  tremendous  money  maker  .  .  .  don’t 
DEPRIVE  yourself  of  the  greatest  profit  opiKjrtiintty  .  .  . 
available  now  ! 


patenteo 


FEATUCEfi  PAY  0^^- 


•  A  TiMIHC  SiLllif  »«eawt«  you 
hovo  o  powerful  solas  story 
plus  o  vary  ottroctiva  door, 
complata  with  matching  hord* 
wora-all  PRICED  RIGHT  .  .  . 
bockad  by  notiorml  consun>ar 
odvartiting. 

•  NO  WARP  .  .  NO  SAG  .  . 
NO  CLATTERI  Patantad  construe* 
lion  faoturas  provide  superior 
strength  with  the  light  weight 
•f  olumlnum  and  the  fine  insu* 
loling  quality  of  wood. 

•  STANDARD  SIZES  WILL  FILL 
«S%  OF  YOUR  ORDERS.  A  ra- 
morkobta  odvantoga  •  .  •  each 
Compo  Door  is  specially  con¬ 
structed  to  permit  odiustmant  on 
oil  lour  sides. 

•  SELF-INSTAIUTION  SALES  AS- 
SURSDI  Unique  polented  odiusl- 
ments  permit  easy  installation 
by  the  home  owner  himself. 

•  WRITTEN  FACTORY  GUARAN¬ 
TEE!  Your  assuronce  and  your 
customers*  assurance  of  the  very 
finest  oluminum  combination 
door. 


PARALASTIC* 

CAUIKING  COMPOUND 


BIST  PROTKTION! 
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See  Us  in  Booth  No.  61...  NERSICA  SHOW  .  .  .  February  18...  Hotel  Statler,  N.  Y. 


STORM  DOOR 

•  All  welded  frame 

•  Piano  type  hinges 

•  Complete  with  all  hordware 


EASTERN  WINDOW 

•  Tailor  made  to  fit  all 
openings  for  any  section 
of  the  country 

•  Interlocking  meeting  roil 

•  Guaranteed  money  saver 


CASEMENT  WINDOW 

•  Hinge  type,  opens  and  closes 
with  house  window,  for 
easier  cleaning 

•  Engineered  throughout  for 
trouble-free  use 

•  Unexposed  heavy  duty  locks 


AEROLITE 
STORM  WINDOW 


Write,  Wire,  or  Call 


Top  quolity  product  with 
proven  customer  acceptance 
Foolproof  design  and 
service  free 
A  real  money  maker 
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NEW  YEARS  are  times  of  beginning . , . 

riioi^e  of  us  who  have  l)een  in  ihe  "eonihitu«ti(»ir'  husiiiess  from  its  iteginning 
sometimes  feel  that  it  must  Ik*  eenturies  old.  And  we  along  with  it. 

.S)  mueh  has  happeiu'd  in  the  storm  window  ami  door  industry  that  months 
erowd  into  minute^.  years  into  weeks.  W  e  frecjuently  feel  that  we're  htoking 
through  the  wrong  end  of  a  teles«dpe  while  sitting  on  a  merry-go-round  that 
spins  at  dizzying  speed. 

Now,  in  the  dawn  of  a  new  year,  we  ^hotdd  look  hack  and  p«»mler,  look 
forward  and  plan. 

The  future  belongs  to  those  who  can  see  it. 

We,  at  W  AKNKIf  MAMT’ACTl  KIN(;  COUP,  are  h.oking  right  at  it. 

We've  made  our  New  ^ear'.s  reM»lutions  .  .  .  this  year's  and  the  next  and 
many  more  to  come,  in  keeping  with  (»ur  knowledge,  e\|)erieme  and  aims. 

We  hope  you  have.  too. 

Happy  ^ears  Ahead  .  .  .  ad  infinitum! 

W’e  are  happy  to  announce  that  the  new  WARNER  WEATHER- 
MASTER  Triple-Track  Combination  Window  is  now  in  produc¬ 
tion.  We  incite  your  inquiry  for  open  territorws  now  available 
on  exclusive  basis. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

MANUFACTURED  BY 

ulliRncR  mfc.  coRP. 

855  COMMUNIPAW  AVENUE 

JERSEY  CITY.  N.  J. 


A  Home  Improvement  Dealer 
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The  '^Cadi/fac''  of  the  Business 


NOW  PRICED  TO 


Produrt  of 
Altnttimtm 
i^killrraft 


ALUMINUM  PRODUCTS  CORP. 

180-11  Jamaica  Ave.,  Jamaica,  L.  I.,  N.  Y. 


•  REPUBLIC  9-6664 


With  the  EXCLUSIVE  PULL  LENGTH 


PIANO  HINGE  feature 


Some  other  Outstanding 

1.  Full  Length  PIANO  HINGE  S 

Permits  cosier  ciconing  from 
the  outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(jf63  ST.  S  Alloy  Extrusions). 

3  SPECIALLY  DESIGNED  SPONGE 

RUBBER  ( 

To  oHect  0  perfect  seol  be¬ 
tween  Coscment  window  and 
storm  window.  Eliminotes  . 

Window  Condensotion.  '* 

4  FULLY  EXTRUOFO  Weother  > 

Stripping  installed  on  each  ^ 

Window  Vent  opening  for 
positive  seal.  10 


Selling  feofures 

Specially  designed  rubber  ex> 
trusion  to  seol  and  secure 
gloss  in  plate,  for  permonen- 
cy.  And  permitting  simple  re¬ 
placements  of  broken  gloss  by 
home  owners. 

Designed  for  Single,  Double 
thick  and  Dcmiplate  for  Pic¬ 
ture  Windows. 

Controlled  ventilotion. 

Draft  Free. 

Reenforced  for  permanent 
rigidity. 

Priced  Right 


OUT-SELL  THEM  ALL! 

The  Only  Window  Line  wUh  ALL  these  FAST  SILLING  SUPtRIOR  FtATURiS! 


NEW  IMPROVED 

TRIPLE-TRACK 

ALL-ALUMINUM 

STORH  &  SCREEN 

'INDOW  COMBINATION 

with  Built  in  Weatherstrip 


%  Introducing 
the  Hew  Sensational 
BUSINESS  BUUPER 

paramount 

ALL-ALUMINUM 

WNENT  MM  WIIOW 
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symbolize  Pro-Tect-U  jalousie^’  simplicity  of  assembly. ..just 
one  of  the  outstanding  features  tflat  make  Pro-Tect-U  the 
leader  in  its  field.  This  simplicity  can  reduce  your  salesmen's 
equipment  from  a  slide  rule/  to  in  order  book . . .  resulting 
in  more  sales  to  more  satisfied  wstomers. 


A  timpi*  tawing  oparation 
•n  minuHi  makot  tpocial  cuttom 
windewt  on  Ik*  job  •liminoting 
unnacMtory  daloy. 


On*  hundred  KD  windowt, 
iii*  24  (37"k  30H")  con  b* 
itor*d  in  U»  than  fifty  cu. 
f**t  of  ih*lf  tpoc*. 


PRO-TKyU  Tha  only  Jalousia  Window  with 
aqvom  distributed  closing  force  throughout 
fhijknfire  height  of  the  unit. 


PRQ-TECT-U  The  only  Jalousie  Window  with 
hardware  adjustment  every  fourth  louver„.and 
'  /  weatherproof  vane  ends  by  the  use  of  inter- 
locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORPORATION 

Dept.  BS-1  Coral  Gables.  Fla. 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 


Name 


Address 


I 


The  Problem  Box 


Readers  wiHi  applicaHon  or  sales  problems  are  urged  to  write  to 
BUILDING  SPECIALTIES.  The  editors  will  be  glad  to  answer  all 
questions  promptly.  They  will  appear  in  these  columns  in  question 
and  answer  form  without  mention  of  any  names  or  addresses.  Please 
address  your  questions  to  The  Problem  Box,  Building  Specialties, 
425  Fourth  Avenue,  New  York  16,  N.  Y. 


QUESTION:  Do  you  know  of  any¬ 
one  that  has  16  mm.  Sound  Films 
for  rent  or  sale  covering  sales 
training  in  specialty  line.s,  such  as 
metal  awnings,  Venetian  blinds, 
siding  and  other  building  specialty 
lines.  L.T.G.,  Jr. 

ANSWER:  Can  anyone  help  thi.s 
dealer.^  So  far  the  editors  of  this 
publication  have  not  heard  of  such 
films  in  the  building  specialty  field. 

QUESTION:  I  know  that  Storm 
Windows  will  eliminate  condensa¬ 
tion  on  the  house  window,  but  a 


number  of  my  customers  complain 
because  the  .storm  window  itself 
has  conden.sation  on  it  after  re¬ 
moving  the  condensation  from  the 
hou.se  window.  This  is  sometimes 
true  on  a  weatherstripped  as  well 
as  a  non-weatherstripped  house 
window.  Can  anything  be  done 
about  this?  G.S. 

ANSWER :  The  function  of  a  storm 
window  is  to  insulate  the  house 
window  against  heat  loss.  In  addi¬ 
tion,  it  will  also  .stop  the  conden¬ 
.sation  of  moi.sture  on  the  inner  sur¬ 
face  of  the  hou.se  window.  How¬ 


ever,  a  certain  amount  of  warm 
moi.st  air  in  the  house  is  bound  to 
seep  through  even  the  best  weath¬ 
erstripping  into  the  .space  between 
the  storm  .sash  and  hou.se  window. 
Naturally  it  deposits  its  moi.sture 
on  the  inner  surface  of  the  cold 
.storm  window. 

There  are  at  lea.st  two  things 
which  can  be  done  to  minimize  con¬ 
den.sation  on  the  .storm  sash.  The 
first  is  to  make  the  hou.se  window 
as  tight  as  po.ssible.  Metal  w'eather- 
stripping  has  great  value  in  stop¬ 
ping  drafts  but  cannot  prevent  air 
infiltration. 

The  addition  of  vinyl  pla.stic  or 
rubber  stripping  all  around  the 
hou.se  window  (on  the  room  side) 
and  at  the  meeting  rails  will  cut 
down  the  amount  of  warm  moi.st 
air  that  penetrates  the  cracks 
around  the  prime  window.  It  is 
impo.s.sible  even  with  both  metal 
and  plastic  or  rubber  .stripping  to 
completely  .seal  any  movable  win- 

(('oiitiuiifd  OH  Page  95) 


GRAEF  STORM  WINDOW  CO. 

PHONE  4-4326 

1510  West  Federal  Street  Youngstown  10,  Ohio 


mCraef 


cuvuL  mJUL 


•  "GRAEF"  is  the  answer  to  your  demand  for 
QUALITY  aluminum  Storm  Doors  and  Win¬ 
dows  that  actually  "sell"  themselves  .  .  .  and 
offer  more  profits  for  you. 

The  Groef  Company,  one  of  the  oldest  and 
most  successful  storm  window  businesses,  will 
welcome  you  to  their  long  line  of  profitable 
dealers  and  distributors. 

•  STORM  WINDOWS— One  look 
at  our  newly-engineered,  trouble- 
free,  all-aluminum  Storm  Window 
and  Screen  will  more  than  convince 
you  that  "GRAEF"  is  the  window 
for  you. 


SOME  PROFITABLE  TERRITORIES  ARE  AVAILABLE 


See  US  Ql  Booth  :r103,  NERStCA  Convention,  Feb  16,  17,  18,  Hotel  Stoticr,  New  York  City. 
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Why  You  Make  Money  with 

PUfiA-T£X  SrOA/£ 


COLOR  THROUGHOUT;  pure  minerol 
colors  that  go  all  the  way  through  the 
stone. 

Can  be  applied  over  any  surface,  shin> 
gles,  clapboards,  stucco,  brick,  concrete 
block,  cinderblock. 


PUkA-TCX  STONl,  the  mantel  of  the  deeade,  it  huUding 
fortunes  for  contractors  all  over  the  U.  S.  A.  a  s  li  o  tn  c 

owiifr>  aild  tln>ii>aiul>  of  dollar,  to  the  valiu-  of  their 
homo..  A.  husiiH'.s  places  enjoy  atiui^iiiK  Inisiness  pick¬ 
up  when  they  I’ura-'l'ex  their  places.  Our  exclusive 
franchise  dealers  are  uiakiufir  fabulous  incomes. 


20%  Ahead 

" AlthouKh  uioti  1 
hiisiness  ...  is  not 
.  .  .  up  to  last 
vear.  wi  .  .  are 

at  least 
ahead.  Our  at¬ 
tractive  I’l'K  \- 
TFX  S  l'ON’Kex- 
terior  nets  a  (treat 
ileal  of  creilit  for 
this."  .Mrs.  K. 
Kapka,  Kiuitcs  I 
\  \venel.  X.  I. 


WHAT  PUUA-TtX  IS  —  I’ura- 1  ex  is  the  finest  archi 
tix-tural  material  yet  develo)H-d  for  surfaciiiK  old  and  new 
huildincs.  adding  In-auty  and  enhancinK  values.  I'ura-Tex 
Stone  is  made  with  pure  mineral  colors  that  (to  ah  the 
way  through  the  stone.  \V  ateriiriHifers  aial  metallic 
hardeners  are  incorporated  into  tin-  mix.  priKliK’inK  the 
ipiality  of  work  that  is  made  to  last  for  KencratiiMis  and 
hears  a  2.x-year  guarantee. 

WHO  NltDS  PURA-TtX  —  II  ome  owner.s,  restau 
rants,  stores,  institutions  rinht  in  your  own  c  immunity 
are  wonderful  prosiKX’ts  for  I’ura-Tex.  TIk-  smart,  tex¬ 
tured  surface  of  I’ura-Tex  Stone  lends  a  rustic  chartn 
that  hlends  with  every  architix'tural  style.  .Mniost  any 
stone  desiKii  can  In*  siK'cessfully  prodiKed  in  I’ura-Tex. 
Keystones  and  arches,  trim  siirrouiKlintf  doors  and  fenes¬ 
trations  are  carefully  iilanned  for  outstandiuKly  fine 
aina-arance. 

WHY  PURA-TfX  SILLS  —  The  m.Hlest  cost  of  applyiiij! 
I’ura-Tex  Stone  is  often  rcx'overed  several  times  over, 
iK-cause  of  the  increasnl  value  of  the  ilwellitiK.  I’ura-  l  ex 
Stone  gives  that  "just-huilt"  apiK-arance  that  home  owners 
can’t  resist.  Commercial  I’laces  report  an  amazing  hiisi- 
ness  |)ick-up  after  Ixdiig  nnxlernized  with  I’ura-Tex 
.Stone. 


WHY  YOU  MAXI  MONtY  —  Voiir  franchise  is  exclu¬ 
sive  in  your  territory.  \1!  leads  in  your  area  are  referrrsl 
to  you.  V\'e  help  train  your  workmen  in  the  most  evo- 
uomical  methods  of  using  I’ura-Tex  Stone.  Our  |>rice 
jdan  is  set  up  to  bring  you  a  fabulous  return  on  your 
investment. 

WRITt  TODAY  FOR  COMPLITI  INFORMATION 


Soe  OS  BOOTH  56  NERSICA  E  xposition 
Stativr  Hotel  NY  Feb  16  17  18 


Stone  .  .  ,  Building  Material  of  the  Ages 

Originally  Imilt  in  VI22.  the  frame  building  that  houses  the 
Koman  Catholic  Church  of  the  Immaculate  CoiKCiition.  zhti 
Summer  Avenue,  N’ewark,  X.  J.,  was  convpietely  reniixlelisl  in 
Id.'il  Using  l’CK  \-TliX  STO.X1-.  The  congregation  has  new 
pride  in  their  edifice. 


CORPORATION 
OF  AMERICA 


100  OSBORN  AVE.,  BAY  HEAD,  NEW  JERSEY 


7'^  p 


6t  Home  Improvement  Dealer 


Record  Aluminum 


{Continued  from  Page  14) 

sijfnificant  developments  in  the 
modern  history  of  metals. 

In  reviewing  the  year’s  develop¬ 
ments  and  the  dynamie  Ki'<*"'th  of 
the  nation’s  aluminum  industry. 
Mr.  Wilson  ob.served  that  the  re¬ 
quirements  of  the  defen.se  pro¬ 
gram  and  of  civilian  markets  have 
continued  .stronjj  throughout  the 
past  year.  Althoujrh  record-hreak- 
iiiK  production  of  primary  (new) 
aluminum  was  achieved  during 
this  twelve-month  period,  the  in¬ 
dustry  is  .still  pre.s.sed  to  meet  all 
demand  for  its  i)roduct.s.  This  situ¬ 
ation  is  expected  to  continue 
through  the  tir.st  quarter  of 
but  increasing  pnaluction  capacity 
in  the  industry  should  tend  to  ea.se 
the  pre.ssure  in  the  ensuing 
months. 

A  major  factor  in  holdinjr  down 
the  currently  available  aluminum 


supply  has  been  the  prevalence  of 
drought  conditions  in  the  Pacific 
Northwest  and  the  South.  Water 
shortages  in  the.se  areas  have 
■seriously  curtailed  hydroelectric 
pow'er  Kfneration,  with  severe  cut¬ 
backs  in  aluminum  smelting  oj)er- 
ations  resulting,  lo.s.ses  in  alu¬ 
minum  production  becau.se  of 
these  water  shortages  are  esti¬ 
mated  to  amount  to  more  than 
50,0(»b  tons  for  the  industry  as  a 
whole. 

Despite  this  adver.se  condition 
which  has  so  .seriously  affected 
United  States  production,  the  in- 
du.stry’s  e.stimated  primary  alumi¬ 
num  output  for  1952  should  total 
ap|)roximately  9;{5,00()  tons  when 
the  final  figures  are  compiled.  This 
is  almost  190,000  tons  greater 
than  the  nation’s  1951  production; 
and  repre.sents  an  increase  of 
nearly  12  j)er  cent  over  the  total 
achieved  in  that  year. 

It  is  hi.storically  intere.stin^  that 
the  predicted  1952  production  fig¬ 
ure  will  also  surpa.ss  the  indu.s- 


try’s  all-time  hi^h  of  920,000  tons, 
reached  at  the  height  of  World 
War  II  in  1943. 

Expansion 

The  expansion  program  of  the 
aluminum  indu.stry  in  the  United 
States  is  continuing  at  top  speed 
but  is  not  yet  completed.  New  pro¬ 
ducers  are  being  brought  into  the 
picture,  and  the  existing  alumi¬ 
num  companies  are  .still  in  the 
process  of  completing  extensive 
additional  facilities.  Alcoa  alone  is 
.si)ending  more  than  $300,000,000 
to  carry  out  its  share  of  the  pro¬ 
gram. 

During  1952,  Alcoa  began  pro¬ 
duction  of  primary  aluminum  at 
two  new  locations,  and  placed  aug¬ 
mented  smelting  facilities  in  oper¬ 
ation  at  another,  the  first  half 
of  the  new  Alcoa  plant  at  Wenat¬ 
chee,  Washington,  is  now  i)roduc- 
ing  metal,  while  the  remainder  of 
the  facilities  there  are  nearing 

{Continued  on  Page  82) 
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G:0)BDlS€ffli 


From  tho  sound  of  a  STORM  MASTER  "GOLD  SEAL" 
DOOR  you  con  tell  it's  a  strong,  rigid,  solid  unit 
that  is  quality-built  to  last  for  decades. 

Don't  place  another  order  until  you've  checked 
STORM  MASTER  "GOLD  SEAL".  Remember,  fast 
delivery  comes  from  the  FACTORY  nearest  you. 


STORM  MASTER  CORF,  of  laltimere 
ISOO  Se.  Hanover  St.,  Saltimerc,  Md. 

I  went  »e  b*  In  Hi*  STORM  MASTIR  eUlwfe 
Solid  fvll  dotoHi  !•: 


Wo  oro  <Do«l«rt,  OUtribwtort.  •!«.) 


&  Home  Improvement  Deale: 


Hero's  o  Prof-* 

Will  rVleon 

sales  tor  YOU- 


i 


NELSON  FOLDING  ALUMINUM  AWNINGS 

Get  the  jump  on  your  competitors  and  make  arrange¬ 
ments  to  handle  the  most  attractive  line  of  packaged 
aluminum  awnings.  To  assure  you  of  quick  profits  on 
these  fast-moving  awnings,  we  have  a  modern,  complete 
sales  promotion  program  available  to  all  distributors 
and  dealers. 

Take  positive  steps  to<lay  to  check  into  the  details 
of  this  profit-building  promotion. 

Ramirkibly  low  in  coot  •  Adaptablo  to  catoment  or  double-hung  windows 
Conatant  finger-tip  control  of  light  and  visibility  •  Easily  installed 
Sturdy  construction  •  Folds  neatly  against  house  when  not  in  use 


AWNIN6  IN 
HALF-CLOSED 
POSITION 


AWNINO  IN 
CLOSED  POSITION 

Sis  degrees  of  light  control 
available  by  quick  and  easy 
adjustment  of  the  awning 
from  the  closed  to  the  fully 
opened  position. 


list.  CARSON  ST.,  PITTSBURGH  19,  PA. 


Patented  and 
Patents  Pending 


Choice  distributorships  and  dealerships  are 
available.  For  complete  details,  write  or  wire  . . . 


flia>m9fUaim 
.2^004  QmUmA 


frotcctiOn  cind  beouty  thot  it  dittmctly  ie- 
dividuol.  You  lock  the  nome  of  sliding  let¬ 
ters  ond  numerols  permonently  into  ploce  tn 
o  motter  of  minetes  Only  one  site  to  stock, 
fits  oil  34**  doors.  Simply  cut  off  ends  for 
norrower  sites.  Avoiloble  olto  with  scrolls  on 
top  bor  only  or  ploin,  without  scrolls  Write 


HCfitleck  2709 

DUNCAN-MORRIS  CO. 

4E  N.  Valley  St. 
AKRON  S,  OHIO 


Record  Aluminum 

{Continued  from  Page  80) 

completion.  Production  also  was 
started  at  the  company’s  Rockdale 
(Texas)  Smelting  Works. 

The  Wenatchee  and  Rockdale 
plants,  when  completed,  will  each 
have  the  capacity  to  produce 
85,000  tons  of  aluminum  annually. 
The  company’s  exi.sting  plant  at 
Point  Comfort,  Texas,  has  also 
placed  35,000  tons  of  additional 
capacity  in  operation  during  1952. 

The  aluminum  requirements  of 
the  United  States  continue  to 
grow.  It  is  the  firm  belief  of  Alcoa 
management,  based  on  thorough 
.study  of  market  trends,  that  the 
nation’s  needs  for  this  versatile 
light  metal  will  continue  to  in¬ 
crease  for  years  to  come.  It  is 
with  this  growth  trend  in  mind 
that  Alcoa  announced  in  1952  its 
future  propo.sal  to  build  a  great 
new  aluminum  .smelting  project 
near  Skagway,  Alaska.  This  plant, 
which  would  require  alxiut  four 
years  for  completion,  would  ini¬ 
tially  be  capable  of  producing 
200,000  tons  of  aluminum  annu¬ 
ally,  and  would  cost  approximately 
$400,000,000.  Generation  of  hydro¬ 
electric  fK)wer  for  the  Alaska  plant 
would  ri'quire  the  use  of  water 
from  a  chain  of  high-altitude  lakes 
in  nearby  .sections  of  Canada. 

Civilian  Requirements 

In.stallation  of  the  nation’s  larg¬ 
est  extrusion  pre.ss,  a  14.000-ton 
giant,  is  nearing  comi)letion  at 
Alcoa’s  works  in  Lafayette,  Indi¬ 
ana.  It  is  expec'ted  to  be  in  opera¬ 
tion  early  in  1953.  A  1,500-ton 
stretcher  (for  .straightening  the 
extrusions  made  on  the  big  press) 
is  al.so  being  installed  at  Lafayette. 

At  the  moment,  there  is  not 
enough  aluminum  to  meet  all  civil¬ 
ian  requirements  becau.se  the  mili¬ 
tary  program  mu.st  come  fir.st  and 
foremost.  But  the  aluminum  in- 
du.stry  continues  to  grow  to  meet 
the  demand.  And  there  is  every 
indication  that  the  nation’s  general 

(Continued  from  Page  88) 
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Air-Control 
LOUVRED  WINDOWS 


JVOW. 


€U 


Check  these  important  facts! 


/4f9ienlca^  la/t^e4t 
loumcd 


i^  llif  largest  sflliiig  liiu\r<'il  »inilow  with 
over  5,000,000  in>lailaliun«. 

sr  ^•^ASll  costs  less  than  onlinary  windowA  —  lint 
lowcAt  coAt  lotivred  window  on  llic  niaikrt. 

■St  M-sAMi  fits  any  size  oi>enlng  —  simple,  easy 
installation. 

st  >  SAsn  is  rugged  —  lime  tested  to  eiisiire  long 
lusting  duruliility, 

St  N-sAsii  mullioned  directly  together  tan  he  installed 
vertieall)  or  hoi izuntally. 

M  N  sAsH  in  /racked  iiilh  /eotures  —  automatic  locking 
pressiiie  sealing  —  spring  clips  —  oversize  bronze 
hearings  —  floating  action  —  fingertip  control  — 
perfectly  balanced. 


Now,  you  tan  inake  more  inoney  hantlliiig 
the  louesl  cosi  louvreil  window  than  ever  before. 
Sun-Sash  is  one  of  the  fastest  .selling 
items  you  can  inventory.  Compare  Sun-Sash 
with  any  other  window  of  its  type!  .See  the 
ama/ing  value,  eotintless  features,  and  low  cost 
of  this  durable  window.  F.stablish  your  own 
porth  enclosure  business  and  earn 
large  profits.  ^Our  investiment  is  low  — 
profits  high. 


a  a  a  to  hel|)  you  promtde  sales 
Sun-Sash  offers  voii  free  advertising  and 


promotional  material  backed  by  a  powerful 
national  consumer  advertising  program. 
Sun-Sash  is  sold  in  every  state  and  Canada 
only  through  authorized  dealers  and  at 
nationally  advertised  prices. 


SUNSASH  COMPANY 


38  PARK  RO\( 


NEW  YORK  38.  N.  Y 


WHITl  FOR  FULL  OCTRIIS  AND  RRICfS.  NOW.' 


SUN-SASH  COMPANY 

38  Pork  Row 

Now  York  38,  N.  Y. 


Please  send  me  tree  literature  on  Sun-Sash  windowl. 

Nome  . . . .  ...  . , 

Address  . . 

City  Stote  . 


&  Home  Improvement  Dealer 


HaBtiosai' 


- ■ - 

INSTANT-FIT 


EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


IHHEDUTE  DELIVERY 

•  Sell  today  — 

Install  tomorrow! 

•  Fit  all  standard 
metal  casements! 

•  Installed  as  simply 

as  putting  up  screens! 

•  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Write  today  for  eompfete  information 
S««  m  at  Booth  104  NERSICA  Show 


UNIVERSAL  FABRICATORS 

!86-  8(.^ONL  AVL  -  NLA  tORh  ^0  N  * 

Kl  2-0350 


I  Washington  Dealer 

{Continued  from  I*<igr  56) 

'  Lions  farmed  out  to  subcontractors. 

The  plannitiK  department  is  lo¬ 
cated  in  a  6  ft.  by  12  ft.  room  in 
the  rear  of  the  store.  It  is  parti¬ 
tioned  off  from  the  rest  of  the  .sales 
Hoor  by  transparent  jrlass  so  that 
visitors  can  easily  .see  the  drafts¬ 
man  \vorki!)>r  over  his  board.  The 
^  walls  are  lined  with  type  sht'et 
specification  bluejjrints  and  archi¬ 
tects’  desijrns.  There  are  chairs 
and  tables  for  consultation  with 
customers. 

Interior  decorations  and  color 
.scheme  of  the  showroom  have  all 
been  designed  to  emi)ha.size  buy 
a|)peal.  The  tile  walls,  overhead 
rows  of  rtuort'.scent  lights,  and 
lar^e  photographic  models  of 
model  installations  are  all  in  ke<‘p- 
itiK  with  the  merchandi.se  sold. 

The  all-Kla.ss  front  of  the  mod¬ 
ern  buildinK.  occupied  exclusively 
by  the  dealer,  helps  attract  con¬ 
siderable  walk-in  and  drive-in 
business.  Since  the  .store  is  located 
at  1715  Rhode  Island  Ave.,  N.  T]., 
which  is  quite  .some  distance  from 
the  main  shopping  center,  much 
reliance  is  placed  on  the  exterior 
appearance  in  drawing  trade. 

There  are  no  adjaceid  .struct ues 
to  mar  the  view,  .so  the  .store 
stands  out  prominently.  And  the 
the  kIhss  front  permits  a  clear 
view  of  the  interior  from  the 
street.  Window  displays  are  keyed 
to  .sea.sonal  merchandi.se  and  cur- 
reid  promotional  themes,  and  are 
changed  frequently. 

Another  .stronjr  as.std  is  plenty 
of  free  parking  space. 

A  vijjorous,  continuous  promo¬ 
tion  campaign  is  carried  on.  All 
ty|H‘.s  of  media  are  used  to  obtain 
leads  for  the  outside  .salesmen,  i 
This  eliminates  the  wastinjr  of  ' 
time  on  cold  canvassiiqr. 

•Vewspaper  advertisinjr  is  con¬ 
centrated  on  the  planning  and  in- 
.stallin^  of  a  cu.stom-made  kitchen. 
At  least  one  small  ad  a  day  jro«’s  in 


all  four  local  papers  and  a  larjxer 
one  in  the  Sunday  editions. 

Illustration.s 

Copy  is  well  illu.strated.  No 
prices  are  listed,  but  a  small  clip- 
out  coupon  is  included  for  the 
sah'sman  follow-ui). 

Television  advertising  has  been 
getting  a  favorable  response.  Time 
is  purchased  on  an  afternoon  i)ro- 
gram  in  which  a  lady  m.c.  intro¬ 
duces  various  gue.st  authorities  on 
household  affairs  and  comments 
on  kitchen  merchandi.se.  During 
the  show,  the  audience  is  invited 
to  write  into  the  .store  for  a  free 
booklet  on  kitchen  planning. 

'I'hirty-.second  radio  commer¬ 
cials  during  the  day  play  up  the 
custom  kitchen  and  remodeling 
service. 

.Much  reliance  is  placed  on  a  di¬ 
rect  mail  campaign.  New  home- 

{('otithiiird  on  86) 


3)ec-0~QriUe . . .  AMERICA'S 
MOST  SMARTLY  STYLED 
ALUMINUM  DOOR  GRILLE 


INCREASES  YOUR  STORM  DOOR  SALES! 
Dec-O-Crilles  are  made  with  all 
the  CUSTOMER-CATCHING  features! 

a  Hond-wrougHt  by  ortist-craftsmcn  into  grace- 
fol  designs. 

•  Mirror-like  finish  is  plostic-cooted  for  pro¬ 
tection. 

•  Every  grille  is  constrocted  of  the  finest  ex¬ 
truded  tempered  aluminum. 

•  80  NEW  designs  to  fit  oil  sixes  ond  makes 
of  doors. 

•  Custom  designs  to  order. 

•  Immediate  delivery  of  stock  designs  in  ony 
quantity. 

SKK  FOR  YOURSKLF! 

Send  for  our  NEW  1953  illustrated  cataloii 
and  sample  today ! 

DEC-O-GRILLES,  INC. 

470  Pork  Place  Long  Beach,  N  Y. 

Phone;  Long  Beach  6-1644 

See  us  of  NCRSICA  IXPOSITION,  Booth 
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SH(D 


NERSICA  CONVENTION 


BOOTH  $5 


HOTEL  STATLER,  NEW  YORK.  FEB.  16-17-18 


6t  Home  Improvement  Dealer 


ALL  ALUMINUM  STORM  &  SCREEN  COMBINATION 

Here  ore  feofures  vom'M  find  nowhere  else.  Feotures  thof  will 
sef  industry  standards  tor  years  to  come.  See  it  First  today* 


Two  •  woy  control 
like  prime  door 


Bor  loints,  not 
mitred,  for 
strength. 


TRIPLE  TRACK  ALL  ALUMINUM  STORM  &  SCREEN  COMBINATION 


O.G. -design  Z^bor, 
eacluslvc  conceol- 
ed  hin9eing. 


Ciponsion  strli 
gives  perfect  sil 
odfustment 


The  new  FEDCO  DOOR  is  a  fitting  companion  to  the 

f?amouJ  FEDCO  WINDOW 


GET  THE  THRILLING  DETAILS  IN  FULL!  WRITE  TODAY? 


Weother  •  seoling, 
shock  •  obsorbing 
gecn  inserts. 


TRIPLE  TRACK.  (h^nKtovciH  ^r< 
tna<1c  iti^t.intiv.  at  aii>  tiint’,  and  Mitli 
•  att  (iadttct  .ittat'hnirnts  N<i 
? 

INTERLOCK  and  (laiK-N  fm 

maximum  «f.»lhc*r  •‘fal  and  prst  pro¬ 
tect  ion 

HEAVY  WEIGHT  ALUMINUM,  iutly 
t*xtrude<l,  ssith  wcldrd  corners,  bit 
lifEtime  .diKimimt.  Woid-'x^i*  arc 
>  troiif  ' 


NO  MOISTURE.  Special  traturc 

Irains  oeepaKc  and  •  oiidetwatmn 
skater  olT  to  the  mit^idc 


EASY  INSTALLATION  leleM.pu 
Uittom  eliminates  Httiiiir  piohUms. 


NO  SIZE  DILEMMAS.  K  vci>  unit 
M.troit)  tadiited  for  tndivniiial  iti<«t  d 

t.ltlOll. 


CALL  OR  WRITE  NOW 

Tel:  VA.  5-2400 

FEDERAL  SCREEN  &  SASH  CO. 


85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y 


Washington  Dealer 

(('otitimud  from  Pof/c  84) 

owiit-rs,  coiitactfd  IhrouKh  Dod^o 
biiildiriK'  !V])()rts,  recfive  a  friendly 
letter  in  which  they  are  advised 
(){  the  equipment  carried  and  the 
offer  *)f  a  visit  from  a  kitchen  ex¬ 
pert  with  no  »)hli>ration  entailed. 
A  return  stamped  postcard  is  en- 
clo.sed  for  an  ap|)ointment. 

Many  leads  come  in  through  re- 
f»-rrals  hy  architects  who  u.se  th(‘ 
store'  to  obtain  standard  .s]H‘citi- 
cations  on  cabinets  and  space  for 
kitchen  aftpliances. 

Primary  ])uri)o.se  in  this  sort  of 
contact  is  to  read)  the  new  honu*- 
owner  before  the  work  is  started 
so  the  .store  can  plan  and  supply 
the  entire  kitchen. 

Another  .s(»urce  of  biisine.ss 
is  people  who  have  purchased  new 
homes  and  are  di.ssatistied  with 
the  cabinets  and  appliances  they 
find  there.  This  type  of  account  is 
afforded  a  jraiu-rous  trade-in  al¬ 


lowance. 

The  .staff  of  outside  salesmen  is 
made  up  of  10  men  who  are  kit¬ 
chen  experts  as  well  as  solicitors. 
Three  men  call  exclusively  on 
l.uilders  and  .sell  them  ma.ss  orders. 
The  other  seven  follow  up  leads 
for  kitchen  i)lannin^  and  individ¬ 
ual  ai)pliance  unit  sales. 

Home  ('alls 

('ustomary  procedure  is  to  call 
at  the  home  first,  take  measure¬ 
ments,  note  the  location  of  pluml)- 
iiiK,  doors,  electrical  wiring,  etc., 
and  jret  other  needed  information. 
This  data  is  turned  over  to  the 
store’s  draftsman  wh<t  makes  up 
a  skt'tch  of  a  propo.sed  layout.  This 
is  sultmitted  to  the  prospect  with 
an  e.stimate  and  an  attempt  made 
to  clo.se  the  deal  at  that  time. 

Salesmen  carry  with  tlu'm  a 
portfolio  containing'  .several  photo- 
jfraj)hs  of  l)efore-and-after  kitchen 
installations.  This  marked  contrast 
in  hous(‘hold  improvement  never 


fails  to  make  a  .stront?  impression 
on  a  prospect. 

An  integral  part  of  the  organi¬ 
zation  is  an  installation  depart¬ 
ment  of  10  men,  all  of  whom  are 
skilled  craftsmen.  They  spend 
their  time  in  a  workshop  .some  di.s- 
tance  from  the  store,  but  are  re¬ 
sponsible  for  tlu'  assembling  and 
the  installation  of  the  cu.stom- 
made  kitchen  orders. 

The  business  was  originally 
started  in  a  downtf)wn  location.  In 
l',»48  it  was  movt'd  to  the  present 
site.  (‘Specially  constructed  for  the 
pur|)ose. 

Fundamental  planning,  accord¬ 
ing  to  .Mannie  Miller,  owner  and 
pivsident,  is  to  sell  conn)lete  kit¬ 
chen  en.sembles  primarily,  with 
metal  and  plastic  tile,  fans,  and 
other  building  specialties  follow¬ 
ing  as  a  natural  con.sequence.  Re¬ 
sult  has  been  that  the  firm  has 
built  ui»  an  outstanding  volume 
in  kitchen  remodeling  jobs  as  well 
as  in  sales  of  new  e<juii)ment. 


•  HERt  IT  IS— a  universal  all-aluminuni  basement  storm  window,  with  plastic 
screen  cloth.  No  caulking  required.  Simple  four-screw  installation.  Universal 
vinyl  plastic  spline  on  the  hack  designed  to  fit  any  steel  or  wood  basement 
window.  Three  tires  available.  Parked  six  to  a  carton.  Easy  to  handle,  a  natural 
for  any  storm  window  man. 


WINDOW  SIZE 
(Gl.iss  Size) 

15x12  . 

( 11 'ex ! }’«  ) 

515.50 

15x16  . 

(3I'iixl7M 

5(6.25 

15x20  . 

(31'8x22M 

5(7.00 

10%  Orf  on  l  ots  of  5l>0 

Visit  us  at  NERSICA 
Convention,  Booth  20.^,  at 
Hotel  Statler,  N.  V.,  Feb  I6-18 


Also  available  one  lite  reverse  (with  nr  without  screen)  and  picture  windows. 

Priced  right  for  you. 

Phone  Gtrard  5-9421  ...  ,,  ,  it. 

_  _  _  __  _  _  __  __  _  ^  Aladdtn  will  send  you  a  complete  salesmen  s 

li  I  ll  M  S  Cv  •  C  O  •  briefcase  sample  (11 VV  X  6^4")— only  $.T50 

1510  SOUTH  STATE  STREET  GIRARD,  OHIO  F.  O.  B.  Girard,  Ohio.  Write  today! 


THERE'S  MONEY  AROUND  THE  ^ 
BOTTOM  OF  £V£RY  HOME! 


Phone  or 
WRITE  TODAY! 
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for  1953 


asked 


You 


/ 


or 


manufacturing  "know-how 


brings  you  the 


Aluminum  Combination  % 

DOORS 


World  Premiere  of  the  door  that  literally  o|)etis  the 

door  to  increased  sales.  Advanced  desijrn  coupled  with 
construction  details  that  make  coin|)etition  obsolete. 

We  are  prond  to  hnild — and  you  xoill  be  pleased  to  sell — 
this  newest  inemlKT  of  the  Winter  .Seal  line  of  (piality  |)rodncts. 


storm  Door 

HARDWARE 

IMMEDIATE  DELIVERY 

H*re  ar«  really  comp«titiv*  prices. 

If  you  ar«  a  monufocturor,  dittribu- 
tor,  or  dooUr  our  compfoto  lino 
of  itorm  door  hordworo  occoiiories 
will  put  monoy  in  your  pocket. 


Ideal  Storm  Door  Hardware  KIT 

Closor,  Hinges,  latch  and  chain 
complete  in  one  kit.  Saves  time, 
labor,  money.  Easier  handling  helps 
solve  inventory  control,  fen  year 
guorontee. 


All-Aluminum  Letter  Slot 


Precision  mode  with  bright  finish. 
Strong  duty  spring  action.  Priced 
right.  Shipped  with  ossembly  nuts 
and  bolts. 

Substantial  stocks  assure  you  of 
prompt  shipments.  For  price  quota¬ 
tions  on  aluminum  latches,  sterling 
door  grilles,  aluminum  screen  wire, 
coulking  compounds,  rubber  or  felt 
door  bottoms,  stainless  steel  hinges, 
and  dozens  of  other  items  —  Write, 
Wire  or  Phone  Today. 

L.  CANTER  &  SON 

528-40  W.  Oxford  Street 
Philadelphia  22,  Pennsylvania 
STevenson  2-9212 

"Who/eso/e  Hardware  Jobberi  tor  the 
Storm  Door  frode" 


Record  Aluminum 

{Confirmed  from  Page  82) 

economy  will  continue  to  require 
I  more  and  more  aluminum  in  the 
I  future.  Alcoa  therefore  continues 
I  to  look  ahead,  and  to  plan  for 
j  meeting  tomorrow’s  hopes  and 
^  neerls. 

U.  S.  Offers 

(Continued  from  Page  14) 

The  (iovernment  also  offered 
to  lake  over  i)rivate  indehtedne.ss 
incurred  by  the  Ki^  Three  in  ex¬ 
panding  facilities  under  certain 
;  circumstances.  If  any  of  the  com- 
;  pa  (lies  shows  an  average  profit 
of  le.ss  than  2c  a  |M)und,  and  price 
controls  are  .still  in  effect,  the  Gov¬ 
ernment  would  take  over  its  out- 
.standin^r  expansion  debts  inider 
the  .same  credit  terms. 

The  Hi^'  Three,  as  the  only 
donie.stic  aluminum  producers, 
sijjned  expansion  contracts  with 
General  Services  Administrator 
Jess  Larson  to  insure  expansion 
of  production.  First  round  con¬ 
tracts  were  sijrued  Dec.  19,  Ib.^O, 
before  price  controls  were  im- 
po.sed. 

The  contracts,  as  well  as  tbo.se 
siKiied  later,  jroaranteed  purcha.se 
by  the  Government  of  major  i)or- 
I  tions  of  the  production  of  the  new 
facilities  at  current  market  i)rice.s 
at  the  time  of  delivery.  The.se 
market  prices  are,  of  course,  now 
limited  by  OPS  ceilinjfs. 

Many  of  the  contract  provi¬ 
sions  are  api)licable  only  in  a 
price-controlled  economy.  The  ceil¬ 
ings.  i)roducers  maintain,  are  re¬ 
sulting  ill  a  “.s(jueeze”  which 
limits  profits  on  the  new  hi^h- 
cost  production  facilities. 

ODM  Administrator  Henry  H. 
Fowler  asked  the  Hijr  Three  to 
^dve  their  views  on  the  propo.sed 
changes  as  soon  as  pt).s.sible. 

The  main  issue,  aluminum  ex¬ 
perts  iH'lieve,  is  the  chanjre  in  the 
tinancinjr  provisions  with  the  pri¬ 


mary  producers,  as  the  four  per 
cent  increase  recommended  for 
fabicators  is  a  direct  reflection  of 
the  half-cent  a  pound  boost  for 
piK  and  ingot. 

Gontrary  to  first  impressions 
created  by  reports  of  a  Govern¬ 
ment  offer  to  rai.se  ceiling  prices 
on  aluminum,  the  Government  al¬ 
ready  has  first  claim  for  five  years 
on  all  production  from  aluminum 
plants  built  under  the  exjjansion 
program. 

This  came  to  light  in  the  wake 
of  a  new  version  of  the  recent 
Government  proposals. 

The  earlier  reports,  which  ema¬ 
nated  oiginally  from  Government 
.sources,  ai)parently  created  an 
impression  which  is  actually  at 
variance  with  the  facts,  and  can 
|)rol)ably  be  charged  uj)  to  haste 
or  fumbling  in  relea.se  of  the  in¬ 
formation  to  the  i)re.s.s. 

The  Government  reportedly  of¬ 
fered  the  Big  Three  aluminum 
producers  an  increa.se  in  ceiling 
prices  on  condition  that  produ¬ 
cers  guarantee  delivery  of  produc¬ 
tion  to  the  Government  over  the 
next  tive  years. 

The  second  i)hase  of  the  pro- 
l)o.sal  was  that  the  producers  give 
uj)  the  right  to  return  to  the  Gov¬ 
ernment  plants  built  under  accele¬ 
rated  amortization  if  the  opera¬ 
tion  of  these  i)lants  was  not  rea.s- 
onably  profitable. 

First  Impression 

First  imi)res.sion  created  by 
the.se  itroposals,  which  were  con¬ 
tained  in  a  long  letter  submitted 
to  each  of  the  Big  Three  produ¬ 
cers,  was  that  the  (lOvernment 
was  anxious  to  get  an  ironclad 
guarantee  of  deliveries  which  it 
does  not  now  j)o.sse.s.s. 

The  fact  is  that  the  reverse  is 
true.  An  integral  part  of  the  con¬ 
tracts  whereby  the  i)lants  are 
being  erected  under  the  terms  of 
accelerat(>d  amortization  is  that 
the  Government  has  first  call  on 
all  deliveries  for  a  five-year 
period. 

(Continued  on  Page  90) 
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(vUl  fitAC  it  tfMc 

WHOLESALE 


B«caute  of  tH«  overwhelming  dealer  reiponie  to  the  Weother-Wite 
"BIG  3"  there  are  ttill  o  few  excellent  opportunities  in  some  terrt* 
tories  for  K  D  wholesale  assembly  operations.  With  o  K-D  distributor 
operotion  you  can  really  have  a  WHOLESALE  PLUS  deal  for  yourself 
and  cheaper  and  quicker  deliveries  for  your  dealers.  W«  ship  all 
K-D  parts  ready  for  simple  easy  assembly,  with  only  the  need  for 
two  small  staking  dies  and  presses.  Let  us  explain  the  complete  K-0 
distributor  deal  to  you  .  .  .  for  bigger  profits  in  '53. 


A  ALUMINUM  WINDOW  FOR  EVERY 

PURSE  AND  PURPOSE  -  PROFIT  BY  SELLING  “ALL  3” 


FRANCHISED  DEALERSHIPS 
AVAILABLE  IN  SOME 
TERRITORIES  .  .  .  THERE 
MAY  BE  ONE  FOR  YOU. 


<»•<*'  “T*''’''' 


—  o*' 


"'Vo* 


oc<«' 

,0'lf  ■  o''*""' 


' -Wo''*  .«a» 


o"' 


WIRE — WRITE — PHONE  Youngitown.  Ohio,  9-9765  for  Additional  Information. 


TC^ou^Mod,  ^*tc. 

MANUFACTURERS  OF  ALUMINUM  PRODUCTS 
3655  Oaltwood  Avenue  Youngitown  9,  Ohio 


6  Home  Improvement  Dealer 
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!SR^51 


Schumacher’s 

hrand-new, 

grand-selling 

musim 

COMBINATION  WINDOW 


Just  what  the  dealer  ordered  ...  a  combination  window  with  plenty 
of  extra  features  .  .  .  extras  that  don't  cost  extra.  Check  'em 
yourself: 

*  Made  of  certified  clear  kiln-dried  Redwood. 

*  Factory-assembled,  complete  with  cadmium  plated 
hardware. 

*  Fits  any  standard  opening  —  no  planing  or  trimming 
needed. 

*  Easy,  low-cost  Installation. 

*  Competitively  priced  .  .  .  but  built  in  the  tradition  of 
Schumacher's  top  quality  .  .  .  backed  by  over  60  years' 
experience. 

*  Self-storing  feature  available  on  request. 

Add  to  these  features  Schumacher's  usually  fast  delivery  PLUS  the 
availability  of  high  quality  Schumacher  combination  doors  .  .  .  and 
you  have  the  hottest  story  in  the  combination  window  business. 


W  rite  for  complete  detalli.  Ad- 
dresi  Dept.  S  for  full  particulan 
on  EVER.REDDY. 


nU  F.  E.  SCHUMACHER 


Uirtfilli,  tUii 


U.  S.  Offers 

{Contiuucd  from  Popr  88) 

In  .short,  the  Government  at  the 
pre.sent  time  ha.s  acce.ss  to  100  per 
cent  of  the  production  of  the  new 
plant.s  if  it  so  choo.ses  to  exerci.se 
this  claim.  This  is  basic  to  the 
whole  plant  expansion  pro^rram 
which  was  (lesijrned  to  implement 
the  defen.se  effort  and  to  assure 
adeipiate  supplies  for  defen.se  pro¬ 
duction. 


In  addition,  the  contracts  obli- 
Kated  the  Government  to  take  up 
all  the  new  production  for  at  least 
two  and  a  half  years,  in  the  event 
that  there  was  no  market  for  the 
metal.  This  obligation,  binding  on 
the  Government,  would  expire 
even  if  the  defense  program  was 
cut  back  entirely. 

What  the  (Jovernment  is  now 
proposing  is  that  the  obligation 
be  extended  for  five  years,  during 
which  time  it  would  not  only  have 


the  prior  claim  to  production  but 
i  the  non-cancellable  obligation  to 
I  do  so. 

In  exchange  for  this  conce.ssion 
on  the  part  of  the  Government, 
producers  were  asked  to  give  up 
i  the  right  to  return  the  new  plant.s 
I  to  the  Government,  a  right  which 
'  they  can  exercise  under  present 
i  contract  conditions. 

As  far  as  can  be  learned,  none 
of  the  major  producers  made  any 
effort  to  exerci.se  this  right. 

While  early  study  of  the  letters 
;  .sent  out  by  the  Government  has 
clarified  the  “firm  delivery”  phase 
of  the  proposals,  there  was  .still 
;  no  explanation  for  the  inclusion 
I  of  the  price  increase  offer. 

I  Aluminum  .sources  said  that 
I  both  proposals  should  have  been 
I  made  separately  .so  that  considera¬ 
tion  of  the  price  increase  would 
have  been  without  prejudice  to 
:  non-integrated  aluminum  fabrica¬ 
tors. 

As  it  is,  implementation  of  the 
proposals  is  conditional  upon 
unanimous  acceptance  by  the  Big 
Three.  This  may  prove  difficult 
since  numerous  other  grou]).s  con¬ 
cerned  in  the  financing  of  the  new 
plants  would  have  to  a.s.sent  to  the 
proposed  contract  changes. 

On  The  House 

(CoiithiiKd  from  Pope  21) 

Although  there  is  a  general  ex¬ 
pectation  that  there  will  he  a  re- 
ce.ssion  sooner  or  later,  a  majority 
of  business  men  (7.'>.8'f  )  believe 
that  it  will  be  minor  or  moderate. 
Only  about  17' f  felt  that  it  would 
be  “quite  severe.”  These  figures 
tend  to  confirm  the  many  reports 
published  in  the  past  few  months 
on  the  attitude  of  business  toward 
the  future,  namely  that  busine.ss 
is  generally  optimistic  about  195.1 
withvtut  being  overconfident. 

•  •  • 

When  and  if  a  deflationary  spiral 
begins  and  unemployment  becomes 
noticeable,  busine.ss  men  expect 
the  Government  to  step  in  and 

(Conti tnifd  0)1  Pope  92) 
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Only  Season -all  Casement  Storm  Sash  offers 
patented  BUILT-IN  VINYL  WEATHERSTRIPPING 


ALUMINUM 

Storm  Windows 


INQUIRIES  INVITED  FROM  SOUND,  A  G  C  R  E  S  S  I  V  E ,  W  E  L I  -  R  A  T  E  D 
ORGANIZATIONS  WITH  A  PROVEN  RECORD  OF  ACCOMPLISHMENT! 


The  only  proved  combination  of  materiol 
and  design  for  completely  weatherproofing 
and  insulating  casement  windows! 


As  an  integral  and  permanent  part  of  the  Season-all 
>X'indo\v,  the  Vinyl  vs eatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather-edge  design  pro¬ 
vides  the  (lexihility  needed  to  prevent  cutting  of  the 
weatherstripping  under  pressure- — a  cttmmttn  failure 
with  ordinary  types.  This  weatherstripping  seals  all 
jour  sides  of  the  tvpening  section  of  the  prime  w  intlow 
anti  fits  securely  to  the  casement  frame,  thus  assuring 
maximum  wintlow  protection  and  insulation. 
Remember — no  tvther  make  provides  the  extra  pro- 
tectitvn,  extra  comfort  and  extra  economy  t)f  built-in 
Vinyl  weatherstripping. 


U.S.  Pot.  No.  2578470 


Guaranteed  by 
Good  Housekeepinj; 

Atvimut 


QUICK  FACTS  ON  SEASON-ALL 
CASEMENT  STORM  SASH! 


Permanent  outside  installation  • 
Precision  made  of  highest  quality 
materials  •  Open  ond  close  auto¬ 
matically  with  the  prime  windows 
•  Never  need  be  removed — not  even 
for  cleaning  •  Provide  the  ultimate 
in  all-weather  window  protection  • 
Proved  performance  •  Unequalled 
in  efficiency  and  economy. 


BUILT-IN  VINYL  WEATHERSTRIP¬ 
PING  CAN’T  ROT,  CRACK,  HARDEN 
OR  DETERIORATE  IN  ANY  WAY 
—WILL  LAST  THE  LIFE  OF  THE 
STORM  WINDOW. 


Manufoctured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Notionaliy  distributed  by 

Seoson-oll  Soles  Corporation 

7027  Appit  AvtnuA,  Pift«bur9h  6,  Panna. 


NNftoffMiMy  Adv«rtii*d 


&  Home  Improvement  Dealer 


to  ccnilk  o«Mior..fa«tor..bottor 


CoMlk-O-Seal  Coulking  Compound 

the  Asbestos-Cement  Products  Association. 


BULK  CANS 

availsbis  in  26  colors 
to  match  every  build 
ing  material,  mclud- 
ing  white,  black  and 
aluminum.  Vi  pint  to 
55  gallon  containers. 


NOZZU  TUBES 

in  white,  gray  and 
aluminum,  complete 
with  pressure  key  for 
easy  application. 
Jumbo  1  Vs  pints, 
pints  and  Vi  pints. 


XOMBIHHION"  CARTRlBfiES 


for  use  with  metal  nozzle  gu"*,  or 
with  snap-in  plastic  nozzle  supplied 

for  all  other  "l°es 

popular  colors  . .  8Vi  or  10  sizes. 


F.  Pressure  Guns 

o  the  l,ees‘t'  Sm  »“ZpfeTe  gue 


for  full  doloiU  wrilo: 

Monufoclurort  of  Tochnicol  Producta 
3612-36  N.  Martha  Straal.  Phila.  3S,  Pa. 


On  The  House 

(Voutimud  from  Pone  90) 

brake  the  trend.  AccarcfinK  to  the 
.survey  there  is  some  division  of 
opinion  as  to  when  the  Government 
should  act.  About  29'<  felt  Wash- 
injrton  should  take  ziction  at  the 
first  sijrn  of  an  increase  in  unem¬ 
ployment.  An  almo.st  equal  number 
felt  the  Government  should  wait 
until  unemployment  reached  3  mil¬ 
lion,  while  25.8'(  thouKht  it  should 


not  intervene  until  unemjrloyment 
figures  hit  5  million.  A  diehard 
minority  (10.6'f  )  wanted  no  Gov¬ 
ernment  intervention  at  all. 


As  to  what  the  (Jovernment 
should  do  in  the  event  of  a  reces¬ 
sion.  the  greatest  number  (67.4'^f  ) 
favored  tax  reductions, 
voted  for  increased  public  works, 
and  .36.9' .  wanted  a  liberalization 
of  depreciation. 


In  sum,  business  is  generally 
confident  of  the  future  and  is  not 
worried  about  a  future  recession 
which  it  expects  to  be  relatively 
mild.  It  also  expects  that  there 
will  be  close  cooperation  between 
Government  and  business  when  it 
becomes  nece.ssary  to  apply  the 
brakes  to  any  pos.sible  deflationary 
spiral. 

Congressional  Committee 

(Coutiooed  from  Page  38) 

that  new  demands  such  as  these, 
along  w'ith  the  American  urge  for 
a  rising  standard  of  living,  have 
always  stimulated  dramatic  re- 
spon.ses  from  the  .S.  productive 
mzichine. 

The  report  contziins  detailed 
studies  which  indicate  that  demand 
for  housing,  .schools,  ho.spitals, 
highways  and  farm  products  will 
be  major  sustaining  forces  in  a  fa¬ 
vorable  economic  climate.  “Recog¬ 
nition  of  the  demand  potentials,’* 
the  staff  said,  “can  go  a  long  way 
in  assuring  the  purchasing  power 
to  make  them  economically  ‘effec¬ 
tive’.” 

NERSICA 

(Continued  from  Page  41) 

session  to  answer  questions  from 
the  audience. 

Among  those  who  will  be  mem¬ 
bers  of  the  Sales  Forum  Panel  are: 
NFRSICA  pzist  president  Vincent 
L.  Crudele,  Newark,  N.  J. ;  Vice 
President  G.  I.  Lyons,  Lancaster, 
Pa.;  Directors  Saul  North,  Syra¬ 
cuse,  N.  Y. ;  A.  J.  .McRae,  Pat- 
chogue,  N.  Y. ;  Jack  Tatt,  Cleve¬ 
land,  O.:  G.  M.  OLson,  N.  Y.,  N.  Y.; 
and  A.  K.  VV’elcker,  Philadelphia, 
Pa. 

The  first  .se.ssion  of  the  Sales 
h’orum  will  take  jdace  on  Monday. 
Feb.  16th  at  2:00  p.m.  The  sub¬ 
ject  will  be  “How  To  Get  Good 
Salesmen.”  This  .session  will  be 
divided  into  three  parts  and  will 

(Continued  on  Page  94) 
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Order  Your 
1953  (8th)  Edition  of 
ROOFING.  SIDING 
&  BUILDING  SPECIALTIES 
MANUAL— 

Don't  Miss  These  Important 
Artkies  in  the  1953  Edition: 

ir  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING,  SIOING, 
STEEP  ROOFING,  METAL  ROOFING,  WATERPROOFING, 
ETC.,  INCLUDING  THE  LATEST  APPLICATION  TECH¬ 
NIQUES. 

★  ARTICLES  ON  SUCH  DIVERSE  AND  IMPORTANT 
TOPICS  AS  MANAGEMENT,  RECORD  KEEPING,  NEW 
TOOLS  AND  PRODUCTS. 

ir  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY  ITEMS 
AS  COMBINATION  WINDOWS,  ALUMINUM  AWNINGS, 
JALOUSIES,  PLASTIC  TILE. 

#  COMPLETE  SECTIONS  ON  SELLING,  TRAINING  SALES¬ 
MEN,  ADVERTISING,  BUILDING  YOUR  VOLUME,  etc. 

150  pages  crammed  full  oi  valuable  iniormation  on 
EVERY  phase  oi  your  business.  Every  contractor 
and  dealer  will  want  copies  to  help  him  make  more 
money. 

RESERVE 
^  YOUR  COPY 
NOW!!! 


BUILDING  SPECIALTIES  & 

HOME  IMPROVEMENT  DEALER 
425  -  4lh  Ave.  New  York  16.  N.  Y. 

Please  send  me  .  copies  of  the  MANUAL 

the  minute  it  is  off  the  press. 

NAME .  TITLE . 

COMPANY  . 

ADDRESS  . 


WINDOW 

dealers 

VisH  Booth  ^B9 
at  the  Nersko  Convention 

Stotler  Hotel.  N.Y.  City 
Februory  16-17-18 


See  our  very  complete  line  of 
ALUMINUM  Windows... 

HUNTER  COMBINATION 

STORM  WINDOWS 

• 

HUNTER  PRIME  WINDOWS 
GLASS  JALOUSIES 


AWNING  WINDOWS 


DISTRIBUTORS  •  JOBBERS  •  DEALERS 


We  hove  a  sensationol  line  and  program  for 
0  progrossivo  firm  in  every  trading  area. 
We  carry  large  stocks  for  immediate  delivery 
of  all  types  of  aluminum  prime  windows  at 
realistic  prices.  Double  Hung,  Jalousie.  Awning 
and  Casement  windows;  and  all  kinds  of  doors. 


COMFORT  PRODUCTS,  INC. 

5521  Woyne  Avenue 

Philadelphia  44,  Pa. 

Phone:  Gt  8-1900 


<S  Home  Improvement  Dealer 


MO!^: 


O 


,/  SAVe  25%  ON  yOUN 
'  CASlMfNT  STORM  SASN  COSTS! 


MEW  DESIGN 

for 

EAST,  EASY 
ASSEMBIY 


NO  SPECIAL 
EQUIPMENT 
NEEDED 


Intld*  Ty|i*  —  Eaty  to  inttall. 
Finest  storm  window  mode.  In- 
terchongeoble  with  screens. 

cut 

"*  *«*.  eesv  ^  •III 


lISTCOMSTRUCnOH 

Tee 

eut.  All-elttwln»m  fremes  end 
Jl.  Ventiletin*  enHs  evellekle  wW. 

. . . 

weelher  strlepin..  All  herdwere 

fernlsHed. 


Outtid*  Typ*  —  Permonent, 
self-storing.  No  unsightly  clips  or 
brockets  used  to  hold  insert  panel. 


Here’s  quality  storm  sash  at  spectacular 
savings!  You  can  buy  Wilson  K-D  units 
at  prices  far  below  assembled  cost.  You 
also  save  on  shipping  charges.  All  you 
do  is  assemble  the  frame  and  glaze  the 
insert— no  other  assembly  necessary. 
Your  total  cost,  including  K-D  unit,  glass 
and  labor,  will  average  a  good  2  5%  less 
than  the  cost  of  factory  assembled  storm 
sash! 

WITH  THIS  NIW,  IMPROViD  SASH,  ANYONE 
CAN  DO  HIS  OWN  ASSEMBIINOI  BUY  K-D 
FROM  WIISON  AND  MAKE  A  BIOOER  PROFIT. 
YOUR  CHOICE— DE  LUXE  OR  ECONOMY 
MODELS. 

U/Ailt  Joda^ 
foA  ^dUdli,  and  9AiceA 


L.  S.  WILSON  MFC.  CO.  . 


2326  S.  WESTERN  AVE.,  CHICAGO  8,  III. 


NERSICA 

{Continued  from  Page  92) 

cover  (1)  How  to  Attract,  (2) 
Interview.  (2)  Hire  Prospt»ctive 
Salesmen.  The.se  subjects  will  be 
di.scusst*d  by  the  dealer-contractor 
panelled  by  Mr.  Norton.  Head  of 
the  Sales  Training  Committee.  A 
question  and  answer  period  will 
follow  with  the  members  of  the 


panel  answering  questions  from 
the  tloor. 

The  second  session  of  the  Sales 
Forum  will  be  held  on  Tue.sday, 
Feb.  17th  at  10  a.m.  and  will  deal 
with  “Sales  Training.”  Mr.  Norton, 
who  has  had  many  years  of  expe¬ 
rience  in  this  field,  will  open  the 
di.scu.ssion  after  which  panel  mem¬ 
bers  will  continue  with  this  topic. 

The  third  and  la.st  .se.ssion  of  the 
Forum  will  take  phice  at  2:00  p.m.. 


j  A  survey  of  the  manufacturers 
I  listed  as  exhibitors  indicates  that 
I  the  following  building  specialties 
!  will  be  on  display : 
j  Aluminum  Awnings 

!  Aluminum  Combination 

I  Windows 

i  Aluminum  Combination  Doors 

1 

j  Bathroom  Cabinets 

Blowing  Machines 
('a.sement  Storm  Sash 
Caulking  Compounds  &  Guns 
Door  Grilles  &  Scrolls 
Electric  Saws 
Folding  and  Sliding  Doors 
!  Fire  Alarm  Systems 

Gun  Tackers  and  Staples 
Insulation,  Batt  and  Blanket 
Insulation,  Blown 
Jalousies 
Kitchen  ('abinets 
Porch  Enclosures 
Screens,  Aluminum,  Copper, 
Metal 

Sprayed  Mastics 
Spraying  Equipment  and 
Compressors 

Siding,  Aluminum,  Asbestos, 
Asphalt,  Insulating,  Stone 
Ventilators  and  Fans 
Wall  Tile 

In  addition  to  the  above  there 
w'ill  also  be  exhibits  of  numerous 
roofing  materials  and  equipment. 
On  Wed.,  F’eb.  17th,  the  sub¬ 
ject  di.scussed  will  be  “What  Is 
Left  For  You.”  In  this  discu.ssion 
the  panel  will  consider  what  the 
dealer  can  keep  out  of  a  sale  that 
involves  such  things  as  payment 
of  .salesmen,  pricing,  crtnlit  financ¬ 
ing,  overhead  costs,  accounting, 
management,  .service,  etc.  O.  G. 
Norton  will  be  the  Forum  leader 
and  will  be  a.ssisted  by  a  large 
panel  of  dealers  and  contractors. 

Featured  .s|H*aker  at  the  single 
major  luncheon  meeting  of  this 
convention  will  be  busine.ss  foiv- 
caster  Arthur  G.  Bab.son.  Mr.  Bab- 
.son  is  the  V’ice  President  and  ac¬ 
tive  head  of  Babson’s  Report.s,  Inc. 
He  is  the  .son  of  Roger  Bab.son,  the 
E^conomic  expert  who  predicted  the 

{Continued  on  Page  98) 
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Problem  Box 

(Confiiimd  from  Pn<jc  78) 

<l<)\v  hut  the  use  of  such  strippinur 
will  jrreatly  reduce  (but  not  com¬ 
pletely  eliminate)  condensation  on 
the  storm  sash. 

The  second  thinj?  to  do  is  to  al¬ 
low  the  storm  window  to  “breathe.” 
If  the  storm  .sash  has  not  been  .set 
in  too  tightly,  it  will  allow  enoujyh 
dry  air  from  outside  to  .seep 
through  the  cracks  around  it  to  di¬ 
lute  the  moi.st  air  between  both 
windows.  This  will  reduce  conden¬ 
sation  to  below  the  nuisance  level. 

If  the  windows  are  already  in¬ 
stalled,  try  removing  all  or  part  of 
the  caulkinjr  to  allow  for  jrreater 
ventilation  of  the  air  between  the 
windows.  If  this  does  not  help  you 
may  have  to  drill  .several  small  holes 
through  the  wooden  sill.  The  holes 
should  anirle  upward  .so  that  the 
upper  mouth  is  in  the  j)art  of  the 
sill  that  lies  between  both  windows. 

The  area  of  such  ojjeniiiKs  should 


equal  about  one  sq.  inch  and  will 
not  appreciably  affect  the  insula¬ 
tion  value  of  the  storm  window. 


Water  Softeners 

{Contimud  from  Page  58) 

as  well  as  commercial  establish¬ 
ments  of  all  types,  are  bejrinnin.q 
to  appreciate  the  many  benefits  to 
be  derived  from  pure,  soft  water, 
and  are  seekinjr  the  kind  of  equip¬ 
ment  that  will  >rive  it  to  them  best. 
The  building  spt*cialty  dealer,  with 
a  little  extra  work,  .some  imagina¬ 
tive  advertising  and  promotion, 
can  supply  that  equipment — and 
profit  handsomely  by  doing  so. 


Home  Show 

(Continued  from  Page.  60) 

pends  on  getting  a  correctly  de¬ 
signed  di.splay  and  building  it 
sturdily.  Selecting  the  exhibit  firm 
is  therefore  of  paramount  impor¬ 


tance.  How  is  one  .selected?  In¬ 
quiries  can  be  made  from  show 
secretaries  of  exhibit  firms  who 
have  built  .satisfactory  displays  for 
exhibitors.  .Merely  registering  for 
a  show  brings  mail  and  idione  in¬ 
quiries  from  exhibit  firms.  The  lo¬ 
cal  cla.ssified  telephone  directory 
usually  lists  .some  exhibit  firms. 

The  mo.st  important  information 
you  should  know  is:  the  back¬ 
ground  of  the  firm,  its  facilities  for 
design  and  production,  and  its 
work  (photos  of  recent  exhibits 
built).  It  is  best  to  call  in  .several 
firms.  (live  them  full  information 
about  your  company,  its  policie.s, 
the  sales  probUmi,  the  )»r(Kluct  to 
be  i)romoted,  the  show  or  shows  in 
which  it  is  to  be  exhibited,  the  peo¬ 
ple  you  want  to  influence,  the  size 
of  your  show  booth,  the  budget  al¬ 
lowed  for  the  exhibit,  photos,  ad¬ 
vertising  material  trade  marks  etc. 

Within  lb  days  each  display  firm 
will  come  back  with  colored  per- 

(Continued  on  l*age  97) 


I  SUMMER 


^  WINTER 


111 


'//I'V 


ALUMINUM  COMBINATION  CASEMENT 
SASH  &  SCREEN 


^UNIQUE  INTERLOCKING  DESIGN 

COVERS  VENT  OPENING 
CORK  INSULATION 
DOUBLE  STRENGTH  GLASS 
EXCLUSIVE  DRIP  CAP 

Many  Exclusive  Territories  Available 


WRITE  —  WIRE  or  PHONE 


WIN-SUM  WINDOW  CORP. 


13006  CREELEY,  DETROIT  3,  MICH. 


<S  Home  Improvement  Dealer 


9.5 


. .  opportunity 
is  freely  given 


*‘Oiir  niitinn  hn»  firotrn  firea!  Ittrgvly  hfraune  opp**rtunily  ia  freely  given. 
Only  t'ery  fete  people  nctually  make  their  otvn  'hrenka.'  Today,  milliona  of 
Amerieana  are  providing  for  their  peraonal  financial  aerurity  and  at  the 
anme  time  helping  in  the  hnilding  of  our  national  defenaea.  The  opportunity 
to  do  ao  ia  given  by  bnaineaa  management  tvhirh  affttrda  employeea  the  meana 
of  practicing  ayatematic  thrift  through  the  Payroll  Savinga  Plan  for  the 
pnrchnae  of  H.S.  Defenae  Honda." 


Nearly  weveii  million  employees  of  iniln!>lry  are  “pro- 
viiiiii^  for  their  pei>oiial  !<eeiirity  ami  at  the  ^ame  time 
lielpiii):  in  the  hnihlin^  of  onr  national  <lefen!ie!>.'’ 

•  they  are  the  men  ami  uonien  who  availeil  theni- 
nelvet*  of  the  opportunity  referretl  to  hy  Mr.  nahn  — 
the  opportunity  to  enroll  in  the  Payroll  Savings  Plan 
for  the  syrtlematie  pnreha^e  »>f  l\S.  Defence  Homis. 

•  they  represent  a  liijili  pereentafje  of  their  eompaiiies’ 
employees  — in  plant  after  plant,  the  ayera(!es  are 
elimhin^  to  6tl%,  7(1^,  8tt%— eyen  hij’lier. 

•  their  inyestnieiit  in  Defense  Homis  — anil  Anieriea  — 
aihl  up  to  SI  Ml  million  per  month. 

•  thev  eonstitiite  a  lar^e  hloek  of  the  men  anil  women 
who  on  Deeemher  31,  1*1.31,  helil  Series  F.  Bonils 


amounting  to  S31'.727.0<KI.(I(MI  — .Sf.B  hillions  more 
than  the  eash  value  of  Series  K's  oiitslanilin^  in 
August,  l*>f.3. 

Not  far  from  you  is  a  State  Direetor  of  the  Savings 
Honil  Division,  lie  will  he  glail  to  tell  you  hoyy  easy  it 
is  to  give  your  employees  a  Payroll  Savings  Plan.  Or. 
if  you  already  offer  the  Plan  to  your  people,  he  yvill 
show  you  how  to  i-oniluet  a  simple  person-to-person 
eanvass  of  your  plant  — a  eanvass  intenileil  to  ilo  only 
one  thing  — to  put  a  Payroll  Savings  Applii-ation  Blank 
in  the  hainls  of  every  man  anil  woman  on  y  onr  pay  roll, 
^oiir  employees  will  ilo  the  rest. 

Phone  or  yvrite  to  Savings  Bond  Division.  I  .S.  'IVeas- 
iiry  Department.  Suite  7<MI.  \\  a^hiiigton  Building, 
Washington.  D. 


Thr  I  .  S.  GiH  vrnmftil  doi’s  tint  jmy  for  this  iiiltrrtisiii^.  The  Tmtsnrv  Dv- 
fhirtmrnt  thanks,  for  thi’ir  patriotic  donation,  the  Idvertisin/i  C.ounril  and 

BUILDING  SPECIALTIES 


JAN.  1953  BUILDING  SPECIALTIES 


V\ri  IIAHX 

I’rrsidriil.  Tilt*  Aiiirriran  Toliurro  Co. 


Home  Show 

(Contitiuf'd  from  Pu()e  95) 

spt'ctive  and  workintr  drawings 
plus  specitication  and  estimated 
costs.  The  drawinjrs  are  for  the 
piirpo.se  of  showinjr  the  }?‘'»ieral 
aiipearance.  the  color  scheme  and 
the  orKanization  of  the  subject 
matter.  Make  sure  the  specifica¬ 
tions  de.scribe  in  detail:  de.scrip- 
tions  of  all  shapes;  where,  how  and 
what  materials  are  used :  type,  lo¬ 
cation  and  amount  of  li^htinjr: 
where  and  how  animation  will 
work,  type  of  color  and  finish ;  lo¬ 
cation  and  amount  of  copy;  let- 
teriiijr,  product  and  photo  mount¬ 
ings;  will  the  exhibit  be  built  in 
.sections  for  ea.sy  dismantliiiK. 
f  ransiKirtation  and  in.stallation ; 
are  shipping  ca.ses  jirovided;  what 
kind  of  ca.ses  (reinforced  iilywood 
is  best);  are  interiors  of  ca.ses 
ji^ftod  and  padded  for  protection? 

Demand  an  explanation  of  each 
specification  jioint  by  point  to  in¬ 


sure  that  you  jret  what  you  pay  for 
and  that  there  are  no  hidden  or 
extra  charges.  Have  the  exhibit 
firm  .send  sketches  to  the  show  for 
clearance  and  ajiproval  BEFORE 
construction.  The  exhibit  firm  is 
responsible  for  checking  the  physi¬ 
cal  layout  of  your  booth  .so  that 
the  exhibit  fits  around  pillars,  pip¬ 
ing.  etc. 

Very  important  are  under¬ 
writers’  approvals  and  union  la¬ 
bels.  In  many  cities  trade  unions 
.servicing  the  exhibit  hall  will  re¬ 
fuse  admittance  of  non-union  jobs. 

(iood  Exhihit.s  Easy 

All  things  beinjr  ecpial,  with 
jiroper  care,  judgment,  and  the 
.services  of  a  reputable  exhibit 
tirm,  it  is  ju.st  as  ea.sy  to  build  a 
j;ood  exhibit  as  it  is  to  build  a  bad 
one.  If  you  follow  the  steps  out¬ 
lined  in  this  discu.ssion  for  obtain¬ 
ing  and  usintr  an  exhibit,  you  will 
take  full  advantage  of  this  power¬ 
ful  form  of  .sellinK  and  Kot  sub- 
.stantial  and  satisfyinn-  results. 


B  S  Reporter 

{ContiniK'd  from  Pofir  64) 

Smith  succeeds  Ernest  L.  (’ha.se 
who  has  l)een  with  Arlite  since  its 
earlie.st  days,  having  come  to  the 
company  from  the  old  Insulite 
Com|)any,  its  predeces.sor.  Mr. 
('ha.se  has  resiKned  as  of  January 
Ist  and  will  become  the  New 
Jersey  distributor  for  .Arlite  In- 
dust  rie.s,  in  charge  of  his  own 
busine.ss. 

.Alfred  E.  Jeffery,  desiKniiiK  en¬ 
gineer  has  joined  Arlite  and  brings 
with  him  a  great  deal  of  designing 
experience  acquired  in  the  con¬ 
struction  of  windows  and  .struc¬ 
tural  work  acquired  when  he  was 
a.ssociated  with  Hewitt  Robins, 
Inc.,  and  Kay,  S)K)fford  &  Thorn¬ 
dike  of  Boston,  ?4ass. 

*  *  * 

George  L.  Aronson 
Appointed  By  Rex  Corp. 

The  Rex  Corporation,  Hayward 
Road.  West  Acton.  Ma.s.sachusetts, 
{('oiitiiiio  d  on  P(t()r  115) 


ROLLING  WITH 


•  For  exceptional 
weather-tif^ht  seal- 
infi  and  easy  work- 
infS  features  there 
is  no  substitute  for 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember.  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer's  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 
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NERSICA 


collapse.  More  recently,  the 
IJab.son  I'eport  "Confidential  Advice 
on  C’ominjf  Developments  accurate¬ 
ly  predicted  the  outcome  of  the 
national  elections  of  la.st  November. 

Mr.  Hab.son  has  made  a  special 
comprehensive  study  of  conditions 
in  the  maintenance  and  home  re¬ 
pair  industry  for  his  appearance 
at  the  luncheon  of  Tue.sday,  F'eb- 
ruary  17th. 


the  miracle 


Second  Year 


This  is  the  .second  year  that  the 
exhibit  is  beinf?  held  at  the  Statler 
in  New  York.  This  time  however, 
much  more  space  has  been  allotted 
in  a  considerably  more  compact 
area.  All  exhibits  can  thus  be 
viewed  more  easily  with  much  less 
walking  about. 


Aluminum  Grilles 

(CfUitiiiHcd  from  Pdf/e  42) 


r>»cm 


be  leplaced  free  of  charj^e  to  any 
of  our  cu.stomers  that  have  an  ad¬ 
dition  to  the  family  during  the 
ne.\t  twenty  years.”  The  manufac¬ 
turer  of  course  replaces  the  jri'iHe 
free  of  charge  to  any  dealer  si* 
advertising  the  product. 


High  Quality 


It  is  well  to  bear  in  mind  that 
the  grilles  you  u.se  must  be  of  high 
quality  and  give  the  customer 
beauty  and  value  for  their  money. 
Most  grilles  on  the  market  today 
fill  these  requirements  and  more, 
as  grilles  are  a  product  of  design 
and  craftsmanship  dating  back 
hundreds  of  years.  F]veryone  sub- 
con.sciously  as.sociates  different 
.style  of  patterns  with  different 
memories,  i.e.  church,  .school,  in- 
.stitutions,  loved  ones,  and  the  like. 
It  is  important  that  a  variety  of 
designs  be  shown  to  the  customer, 
whether  aluminum  or  iron.  Make 
sure  the  finish  is  la.sting  and  clean, 
and  above  all  get  a  slice  of  added 
sales  by  using  protective  grilles. 


NERSICA 

EXHIBIT 


I  H  •  Original  (urvalum  Door 

~  I  •New  Square  Door 

(I  •  Curved-Top  Windows 

Descriptive  material  mailed  on  request 

TRVALUM  DOOR  MANUFACTURING  CO. 

15  Prospect  Street,  Hewlett,  Long  Island 


98 


JAN.  1953  BUILDING  SPECIALTIES 


Storm  Window  Mfgs. 

(Cntifitiimi  from  Page  44) 

«‘rs  were  represented  at  the  annual 
meeting  and  71  persons  attended 
the  dinner  and  entertainment  that 
followeti.  A  new  Board  of  Directors 
was  elected.  The  following  are  the 
new  members  of  the  board; 

Klected  for  three  years:  Allen  M 
Doutrlass.  Injrersoll  Div.,  of  Borjr- 
Warner  Corp.,  ('hicago,  Ill. ;  Charles 
K.  Hunter.  Hunter  Mfpr.  Co.,  Bris¬ 
tol.  Benna.;  A.  .1.  Zappone.  Key- 
.stone  Alloys  Co.,  Derry,  Pa. 

Elected  for  two  years:  Bobert 
Afrulnick.  Alumatic  Corp.  of  Amer¬ 
ica,  Milwaukee,  Wis. ;  B.  S.  Saal- 
field.  Storm  Windows  of  Alumi¬ 
num,  Apco,  (). ;  V.  Van  Fleet.  Secu¬ 
rity  Sash  &  Screen  Co.,  IKdroit, 
Mich. 

Elected  for  one  year:  E.  Buch¬ 
ner.  -James  Sash  &  Door  Co.,  New 
Hyde  Park.  N.  V.;  William  B.  Car¬ 
ter,  W.  B,  Carter  (^o.,  Wellesley. 
Mass.:  Harold  Horowitz.  'I'he 


Weather-Proof  Co.,  Cleveland.  0. 

The  new  directors  met  immedi¬ 
ately  after  the  meetinjr  and  .selected 
the  following!:  oflicers: 

Charles  E.  Hunter,  Chairman 
of  the  Board 

Allen  M.  Doutrlass,  President 

A.  Zappone,  First  Vice 
President 

liobert  Ajrulnick,  Smmd  Vice 
I’resident 

li.  S.  Saalfield,  Secretary- 
Treasurer 

The  membership  was  al.so  ad¬ 
dressed  by  (Jalen  Van  Meter,  a 
tinancial  e.xpert,  Mernl  A.  Wat.son 
of  the  Carpet  Inst,  of  America  and 
former  adviser  of  the  Bureau  of 
the  Budget  in  Washington,  and 
HuKh  .lack.son  of  the  New  York 
Better  Business  Bureau. 

Mr.  Van  Meter  spoke  on  the 
“Future  of  Housing”  and  made  an 
analysis  of  domestic  and  foreign 
business.  He  felt  that  there  was 
no  reason  for  pessimism  even  if 

(i'o)itiuiieti  OH  Page  100) 


PEERLESS 


DOOR  SWEEPS 

make  any  door  a  perfect  fit 

FOR  ALUMINUM  OR  WOOD  DOORS 
AVAILABLE  IN 


•  Vinyl  Plattic  door  sweep  —  stops  drafts,  covers 
unsiBhtly  pops  left  by  misadjustment 

•  Securely  set  in  ticflvy  extruded  oluminum  rhonncl 

•  Eliminotes  Service  Colti  —  odiustable  ond 
repleccobic  by  rtie  home  owner. 


CAST  ALUMINUM 

INITIALS 

•  Bcoutiful  Scroll  Initiol  ond 
ring. 


•  All  letters  in  stock 

Sold  in  quontity  ot  low  prices. 


CATALOG  FEATURING 
OUR  COMPLETE  LINE 


FREE 


Peerless  Grille  Co.  NigMinEaie  9  384s 

8811  Fostei  Atenue  Brooklyn  36.  NY 


*"0*^  all  windows 
^^i4AM4X^  ^eol  doorways 


HERE’S  BIG  HELP 
FOR  ANY  STORM 
WINDOW  OR  DOOR 


^34.56 

PER  CARTON 


(rKM  I.M  \  I.WI. 

pi.asik; 

F.  \S^  I  ()  CLEAN 
U  ILL  I  I  I  ANY 
DOORU  A^  \N\ 

U  IN  DOW 

SIMPLE  I  ()  INS  I  AI  L 
RlT.f.EI),  WILL  LAS  I 
IIOCSELLME 
KEEPS  or  I  DR  AE  I  S, 
DIR  I  AND  AI  L 
W  1  A  I  ID  R 


•  THE  KESSLER  HANDY  KIT  of  “Cushion  Seal  * 
contains  four  different  designs  of  the  all-weather 
vinyl  plastic  .  .  .  960  feet  of  rugged  weafherstrip- 
ping  that  will  cover  any  opening  for  windows  or 
doors,  including  metal  casement  windows.  ^ 

•  INCREASE  THE  EFFECT  OF  YOUR  STORM  WINDOW 

•  KILL  RATTLING  OF  PRIMARY  WINDOWS 

•  HELPS  PREVENT  MOISTURE  FROM  INSIDE  THE  pr®***^  / 

HOUSE  ATTACKING  THE  STORM  WINDOW  ^ 


KESSLER  PRODUCTS 
COMPANY 

1064  West  Federal  Street 
YOUNGSTOWN,  OHIO 

SPICIALISTS  IN  PLASTIC  IXTBUSIONS 

Phone  39335  for  the  storm  window  industry 


PLEASE  SHIP  AT  ONCE,  ONE  CARTON  OF  CUSHION  SEAL  «  $S4.S<. 


Name 


Address 


City 


State . 
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TRADE  MARK 


for 

smooth 
"saie-ing’' 
in  1953! 


For  volume  Storm  Window  "soles"  in  1953,  get 
on  the  right  "tack"  .  .  .  take  on  the  Winsulite 
dealership!  Winsolite's  Model  A-7  is  the  ONE 
window  that  really  lets  you  make  a  nice  profit! 
It's  precision  engineered  to  be  SERVICE-FREE— 
sold  windows  stay  sold,  no  servicing  ever  eats  up 
YOUR  WINSULITE  profits!  Dealer  aids,  advertis¬ 
ing  programs,  sales  literature,  newspaper  mats 
available,  of  course!  Write  for  details  of  the 
WINSULITE  dealership! 


Special  Discount  —  Incentive  Plan  For  New  Dealers! 


Your  hands  are  all  you  need 


Winsulite  Mtg.  Co. 

721  N.  Control  Ave 
Bolto  2,  Moryiond 
Gentlemen. 

ril  listen  to  your  ''proposol/*  S 
detoils. 

Nome  . 

Address  . 

City  Stole. 


to  assemble  KD  units! 


Winsulite  Mfg  Co.,  Bolto.  2,  Md  •  Eostern  6B6S 


FOR  SALE 


REDWOOD 

COMBINATION  STORM  WINDOW  PLANT 
AT  SACRIFICED  PRICE 

A  itMilin/t  manufacturer  is  discuntinuing  the  top  quality  redwtxKl 
storm  sash,  screen  and  windows.  All  materials,  supplies,  machinery 
and  equipment  in  excellent  condition,  will  be  sold  at  a  price  regard¬ 
less  of  cost.  All  dies  and  t<K)ls  necessary  for  continueii  ojx;ration 
available.  For  prices  and  further  information  wire  or  write  at  once. 

box  $582 

BUILDING  SPECdALTlHS  &  Home  Improvement  Dealer 
425  Fourth  Ave.,  New  York  16,  N.  Y. 


Storm  Window  Mfgs. 

(Coil f ill i/('d  from  Paifr  99) 

there  wa.s  a  mild  decline  in  busi- 
ne.s.s  volume.  Owners  of  rental 
property  are  spending  more  money 
now  on  iniftrovements  to  make  them 
more  attractive  becau.se  of  the  in- 
crea.se  in  vacancies,  he  .said.  Money 
will  be  plentiful  at  low  interest  in 
19.'>.‘{  and  the  new  Administration 
will  undoul)tedly  continue  all  the 
present  devices  for  home  improve¬ 
ment  financing.  There  is  a  strong 
obsolescence  factor  in  httmes  over 
20  years  in  age,  and  these,  .said 
,  \'an  Meter  constitute  a  vast  mar¬ 
ket  for  the  home  improvement  in¬ 
dustry.  If  manufacturers  and  deal¬ 
ers  go  after  business  aggressively, 
they  wil  enjoy  an  excellent  volume 
even  if  our  economy  declines  some¬ 
what,  he  concluded. 

.Mr.  Watson,  a  trade  as.sociation 
expert,  spoke  on  the  value  of  a.s.so- 
ciations  to  small  producers.  Point¬ 
ing  out  that  there  are  16,600  trade 
a.s.sociations  in  the  U.  S.,  he  said 
that  the  prime  purpo.se  of  such  or¬ 
ganizations  is  to  try  to  expand  the 
market  for  its  members.  Market 
research  and  the  gathering  of  stat¬ 
istics  are  a  vital  part  of  a  trade  as- 
.sociation’s  work.  Standardization 
is  al.so  best  accomplished  through 
a  trade  asscK'iation. 

('onsumer's  Dollar 

There  will  be  a  fierce  .scramble 
for  the  consumer’s  dollar  during 
19.'i:$,  Mr.  Watson  predicted.  There 
will  be  a  buyer’s  market  for  some 
time  to  come,  he  noted,  and  warned 
businessmen  to  prepare  for  heavy 
competition. 

There  has  been  a  great  imj)ro\e- 
ment  in  advertising  and  .selling 
practices  of  combination  window 
and  d(K)r  dealers  in  the  New  York 
area,  according  to  Hugh  Jack.soii 
of  the  Better  Business  Bureau.  He 
discussed  the  new  code  of  fair  play 
recently  adopted  by  dealers  in  iht* 
New  York  area  and  prai.sed  its 
value  as  a  standard  of  ethics. 

Since  September  17,  the  Better 
Business  Bureau  has  communicated 
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with  l.‘M  local  advertisers  about  ob¬ 
jectionable  statements  in  their  ads. 
'I’hose  spoken  to  have  not  repeated 
their  errors.  .Most  complaints.  Jack- 
.son  said,  are  about  delays  in  deliv¬ 
ery.  I'he  Hotter  Business  Bureau 
has  had  considerable  success  in 
persuadinjr  offenders  to  chanjre 
their  practices  and  prefers  to  re- 
.serve  punitive  methods  and  unfa¬ 
vorable  publicity  for  hardened 
offenders. 

Harold  Giblin.  executive  secre¬ 
tary  of  NCSWDl  announced  that 
the  ‘‘l)i>r  three’  primary  aluminum 
producers  will  become  associate 
members  of  the  as.sociation.  Kepre- 
sentatives  of  all  three  aluminum 
companies  were  present  at  the 
meetinp  as  olKservers. 

Sprayed  Resurfacers 

{C'ontiniu'd  from  Pnqe  50) 

and  into  wood,  and  masonry  sur¬ 
faces  and  i)aints  or  varnish,  and 
should  definitely  l)e  removed  prior 
to  recoatinp. 

Kfficient  ventilation  of  sidewalls 
can  be  achieved  by  installinp  lou¬ 
vers,  which  help  in  aeratinp  and 
dryinp  of  sidewalls  as  well  as  the 
insulation  materials  and  restores 
such  materials  to  their  maximum 
insulatinp  efficiencies,  while  at  the 
same  time  removinp  .some  of  the 
most  acute  factors  resi)onsible  for 
the  bli.sterinp  and  i)eelinp  of  paint 
films  from  the  exterior  surfaces. 

Some  paint  films  are  i)orous  and  j 
mipht  f)e  said  to  breathe.  Such 
paints  allow  a  certain  amount  of 
moisture  vai)or  to  pass  out 
throuph  the  paint  film  from  inside 
the  .structure  and  thus  minimize 
or  entirely  inhil)it  the  paint  films 
from  l)li.sterinp  and  i)eelinp. 

To  accomplish  this  breathinp 
condition  and  prolonp  the  dura- 
l)ility  of  the  exterior  ))aints,  manu¬ 
facturers  of  j)aint  employ  ex¬ 
tender  pipments  such  as  mica, 
mapnesium  silicate  and  calcium 
carbonate.  The.se  extenders  also 
enal)le  the  paint  films  to  with- 

(Coiitiinird  on  Poqr  102) 


T)rip~Jl^ 


ex 

I 

(PICTURE  FRAME) 

Ail-Extruded 
Aluminum  (ombinalion 
STORM  WINDOWS 
AND  DOORS 

Competitively  Priced! 

Excellent  Quality! 

Completely  Interlocked! 

Positive  Cam  Catch! 

No  Springs  to  Rust  or  Lose  Tension! 
Beautifully  Mitred  Picture  Frames! 
Completely  Extruded! 

Superbly  Engineered! 


WANTED: 

DEALERS  AND  DISTRIBUTORS! 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 


Tjrip-J^ 


y/rite  or  Call . .  .  BX 

1610  RALPH  AVENUE  •  BROOKLYN  36.  N.  Y.  •  CL  3-7525 


BUILDING  SPECIALTIES  &  Home 

Imorovement  Dealer  /  BUILDING  SPECIALTIES  < 

■  /  425  Fourth  Avenue.  New  York  16,  N.  Y.  / 

^  Pleaee  enter  my  lubtcrlption  to  BUILD-  ^ 

.  _  .  „  _ _ _  '  ING  SPECIALTIES  at  $3.00  lor  one  year.  ' 

COVERS  ALL  THE  IMPORTANT  SUBJECTS!  (  _  .  . ,  .  ^  ! 

^  □  Bill  me  for  this  amount.  ^ 

,  n  Enclosed  is  a  check  or  □  money  , 

By  subscribing  to  it  you  assure  yourself  of  ^  order.  ^ 

keeping  up-to-date  on  the  following:  better  /  My  Name  ^ 

selling  methods,  installation  techniques,  man-  !  Position  .  ^ 

agement  details,  how  to  sell  particular  special-  ^  Company  / 

ties,  getting  and  holding  good  salesmen.  /  .  ..  / 

Address  .  . 

advertising,  new  products,  and  many  others.  ^  ' 

/  City  .  State  .  I 

Send  the  coupon  today!  Only  S3  a  year. 


&  Home  Improvement  Dealer 
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Sprayed  Resurfacers 

(Continued  from  Page  101) 


Pickup 


Famous 


MhtfUiiume- 


Shower  Enclosures 


Cash  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  practical  bath¬ 
rooms!  Permalume  shower  enclosures  fit 
any  bathtub,  any  size  shower  opening. 

They're  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there's  a  generous  discount  for  you! 


Installation?  Simple! 

Fast  and  fool-proof  installation  is  a  cinch* 
Tub  enclosures  install  with  5-18  Mastic  we 
provide  —  no  drilling  on  tub  or  wall,  no 
special  equipment  or  mechanical  know-how 
needed! 


cStmmfL  iifttLCom/fmtii 


OP  AMCmCA 


fD  fsecMrss  Street,  N.  I. 


Write  now  for  details! 


I  Invesligale  Niiw  Full-Proni  jtdvaalages  on  ^ 


IMMEDIATE  DELIVERY 


AIR  MASTER 


AIR  MASTER  CO 

18th  &  Lehigh  Ave.,  Philo  32,  Pa 

PIcosc  send  me  full  intormotion  and  prices  on 
your  Cosement  Storm  Sosh 


NAME 

ADDRESS 


ZONE  STATE 


All-Aluminum,  Hinged 

CASEMENT  STORM  SASH 

•  1  Vi"  Dead  Air  Space  to  Control 
Condensation. 

•  Permanently  Installed. 

•  Positive  Weather -Stripping  Seal  — 
Prevents  Drafts  Through  Primary 
Windows. 

The  AIR  MASTER  extruded  aluminum 
storm  window  is  a  stock  item  manufac¬ 
tured  in  standard  sizes  and  is  avail¬ 
able  for  immediate  delivery.  Write  or 
phone  for  full  information. 


Air  Master  CO. 

18tli  St.  at  LEHIGH  AVE. 
PHILADELPHIA  32,  PA. 

Phone:  BAldwin  3-7100 


stand  stre.ssi's  and  strains  from 
temperature  chanK<?s  without 
crackinK- 

h^xterior  coatinjfs  that  are  cata- 
lojrued  as  mastics,  to  distinguish 
them  from  orthodox  paints,  incor- 
jiorate  extender  pigments  and 
have  the  ability  to  “breathe.”  As 
pointed  out  in  the  preceding  para¬ 
graphs,  this  breathing  allows 
moisture  vajHirs  from  the  inside 
of  the  hou.se  and  from  the  coated 
surfaces  to  pa.ss  out,  and  this  phe¬ 
nomenon  stops  blistering  and  pt'el- 
ing. 

The  peculiar  fibrous  .structure 
of  asbestos  has  been  found  to  be 
of  special  value  in  reinforcing  the 
mastic  coatings  becau.se  they  ab¬ 
sorb  the  stresses  of  expansion  and 
contraction,  thus  prtwenting  the 
formation  of  cracks  and  strains. 
The  reinforcing  action  of  the  lami¬ 
nated  effect  pi'ovided  by  mica,  pre¬ 
vents  checking  and  cracking  as 
well  as  offering  moisture  resi.st- 
ance. 


Drier  House 

This  breathing  property  of  mas¬ 
tics  basically  helps  keep  the  hou.se 
drier  and  warmer  during  the  win¬ 
ter  months  and  cooler  during  the 
summer  heat,  in  that  it  allows  the 
condensed  moisture  in  the  side¬ 
walls  and  in  the  insulating  mate¬ 
rials  to  escape,  thereby  restoring 
the  maximum  insulating  efficiency 
to  the.se  materials. 

The  additions  to  the.se  mastic 
coatings  of  jierlite  and  a.sbestos 
further  aids  in  the  insulation  of 
the  home.  The  tiny  dead  air  cells 
in  perlite  are  them.selves  perma¬ 
nent  insulating  agents  that  reduce 
heat  ti'ansmission  losses.  Asbestos, 
which  is  a  pure  silicate  mineral, 
has  long  been  u.sed  as  a  finishing 
material  where  high  heat  resist¬ 
ance  combined  with  nonflamma¬ 
bility  is  desired. 

It  is  little  wonder  then,  that  re- 
IMirts  from  the  field  indicate  that 
even  when  only  two  gallons  of 


102 


JAN.  1953  BUILDING  SPECIALTIES 


YOU  NAME  IT- 

.  Scott  HAS  IT! 


mastic  material  were  applied  to 
each  100  square  feet  of  surface 
area  (10-12  times  thicker  than 
paint  film),  home  owners  have 
found  a  fuel  saviiifr  of  from  8  to 
as  much  as  twenty  percent  for 
homes  that  had  previously  been 
insulated. 


I'ncured  I>umber 


Now  moi.sture  conden.sation  on 
exterior  surfaces  need  not  only  be 
a  result  of  moi.sture  from  within 
the  building-  Uncured  lumber  has 
moisture  inherent  in  its  cellular 
com})osition.  cinder  bhaks  are 
rno.st  porous  in  structure  and  the 
atmosi)heric  moi.sture  is  easily 
trapped.  Almost  any  type  of  un¬ 
protected  building  surface  will 
eventually  soak  up  moisture  from 
the  atmosphere,  the  rains  and 
.snows.  Paint  films  offer  i)rotection 
of  limited  durability  against  this 
moi.sture  problem.  The  ultimate 
result  to  the  structures  are  u^Iy 
blemished  and  pitted  surfaces  with 
eventual  rot  and  decay  .settintj  in 
and  diminished  realty  value  of  the 
property. 

In  the  case  of  masonry  sur¬ 
faces,  invisible  silicone  water  re- 
pellant  products  have  appeared  on 
the  market  which  do  an  effective 
job  of  keepiiifr  walls  dry,  prevent 
staining  etllore.scence,  })re.serve 
tuck  pointing  and  enhance  the  life 
of  the  building  materials. 

Sprayed  on  coatings  of  the  ma.s- 
tic  type  have  long  taken  advantage 
of  the  silicones  to  waterproof  ex¬ 
terior  surfaces,  and  the.se  water¬ 
proofing  properties  are  incorpo¬ 
rated  in  the  formulations  u.sed  on 
clapboard,  brick,  stucco,  concrete, 
cement  and  cinder  block,  shingle, 
siding  and  even  metal  surfaces.  i 

The  application  of  ab.solute 
water  vapor  materials  to  the  ex¬ 
terior  surfaces  of  buildings  may 
architecturally  be  desired  in  i.so- 
lated  ca.ses.  but  as  a  g'eneral  rule,  ' 
ab.solute  water  vapor  barriers  on  I 
exteriors  of  buildings  would  only 
create  a  number  of  a.s.sociated 


EVERYTHING  YOU  WANT 
FORCO/HPfnr/VfSfil/JVG/ 

•  LOW  PRICE? 


Priced  fe  sell  in  this  competitive  morket 
your  net  cott  omotingly  lowl 


•  QUALITY  AND  FEATURES? 


Scott  ie  the  feonired  qoolity  line  in  the 
fomoui  John  Wonamoker  Department 
Store.  All  extruded  and  completely  mH* 
storing.  New  design  insures  trouble*free 
operation  eliminotes  service  problems. 


•  PROTECTED  TERRITORY? 

A  number  of  excellent  franchises  are  now 


See  Scott  Windowt  on  ditplay  in  fh%  JOHN  WANAMAKIM  Philadelphia  Store 


Ihousands  Sold  •  Thousands  of  Ref erenees 
HIGH  RATED  •  RESPONSIBIE  BACKING 


SCOTT  Windows  ore  olse  avoiloble  KNOCKED 
DOWN.  They  con  be  assembled  quickly  and  easily 
with  ORDINARY  TOOLS.  No  speciol  equipment 
necessory.  We  repeot— ''YOU  NAME  IT— -SCOTT 
HAS  ITr 

WRITE  ~  WIRE  —  PHONE 

FOR  A  VALUABLE.  PROTECTED  FRANCHISE. 


all-alominum 

SElf  storing 

COMBINATION 

WINDOWS  AND  D( 


INCREASE  YOUR  PROFITS  with  R-S 

Water  Conditioning 


Sell  the  best  in  water  conditioning  equipment  and  watch  your 
protits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  tor  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money 
Ideal  to  use  tor  door  opener  or  follow  up  ca'Is  on  customers. 
Write  today  tor  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-'round  business. 


REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE.  DETROIT  4.  MICHIGAN 


&  Home  Improvement  Dealer 


Sprayed  Resurfacers 

(Continued  from  Page  103) 


HITCHiN 


^  (  r* 

PLASTIC  TILE 


»K>(kTlON 


Build  Profits  with  Crcicent 
Buy  Gui  Idc  rc  it ' 


CONtINUlIt 


UNUiUAl  DKOtATO*  COlOli 


?938  West  63rd  Street,  Chicago  29,  III 


problems.  The  writer  knows  of  no 
ma.stic  coatinj?  on  the  market  that 
claims  to  be  an  ab.solute  w’ater  va¬ 
por  barrier.  Aeration  or  breathinjr 
of  a  surface  is  of  utmost  import¬ 
ance  to  a  jrood  mastic,  but  a  ma.stic 
does  and  mu.st  have  excellent 
water  resistance  and  low  moi.sture 
vapor  permeability.  Mastics  are 
not  intended  to  provide  water- 
prootinjr  atrainst  water  under  hy- 
dro.static  pre.ssure  (.such  as  occurs 
below  jfrade),  but  are  designed  to 
and  do  an  effective  job  of  repelling 
water,  effectively  stop  dampne.ss 
and  weather  protect  exterior  sur¬ 
faces. 


$ee  ^ou  at  NERSICA 

Booth  No.  112 


Corn*,  M«  the  wonderful  3  track  WINSTROM  quality 
Window  and  learn  about  our  new  denier  Merchandis¬ 
ing  Aids  for  1953. 


Mildewing 


The  jiroblem  of  mildewing  of 
painted  surfaces  is  a  .serious  one 
'  and  is  responsible  for  a  great  per¬ 
centage  of  the  dirty  ajiiiearance  of 
painted  surfaces.  Mildew  as  a 
cau.se  of  paint  film  di.scoloration 
was  pointed  out  to  the  writer  as 
far  back  as  1934,  by  the  late  Dr. 
F.  D.  Che.ster,  Dean  of  American 
Bacteriologists. 

Of  100  chips  of  paint  examined 
under  the  micro.scope  from  dis¬ 
colored  and  dirty  paint  surfaces, 
65'f  showed  that  mildewing  w’as 
the  primary  factor  responsible  for 
the  dirty  appearance  of  the  paint. 
This  condition  is  .somewhat  over¬ 
looked  by  both  painters  and  paint 
manufacturers,  for  one  has  to 
know  a  little  of  mycology  to  know’ 
what  molds  look  like  liefore  they 
have  really  taken  a  good  hold  onto 
the  surface  which  they  discolor. 
There  are  paints  on  the  market 
today  with  fungicidal  or  mold-kill¬ 
ing  agents  and  most  good  mastics 
have  long  used  such  anti-mildew¬ 
ing  chemicals  in  their  products. 
The  removal  of  all  molds  should 
however  precede  the  application  of 
resurfacers  no  matter  how  much 
fungicidal  agents  they  may  con¬ 
tain. 

The  scientific  blending  into  one 
product  of  natural  minerals  that 


UllliailfUIII  MANUFACTURING  CORP. 

15-32  127th  Street,  College  Point,  New  York 


F..U  Tik 

4V4**  m  4V4^  ia 
.W  ounieadtag 

Elaia  and  mar 
leti«d  (olor* 


Pcarlrui 


coloi 


Flexible  outtide 


Bull  Note  Cab 


Anclet  for  cor 
nert  and  trim 


New  Butterfly 
(upt  and  downs) 
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have  been  chemically  refined  and 
that  have  insulating,  water  repel¬ 
lent,  fire  retardant  and  sound 
proofing  properties,  to^other  with 
the  inclusion  of  chemical  com¬ 
pounds  that  offer  crack  resistance  , 
and  chip  resistance,  indeed  ^ives 
rise  to  a  new  era  in  the  protective 
coatinfr  field. 

Some  of  the.se  coatings  use  a 
synthetic  resin  ba.se  vehicle  which 
is  pigmented  with  zinc  oxide,  ti¬ 
tanium  dioxide  and  durable  tint¬ 
ing  pigments.  Others  use  lin.set'd 
oils  for  the  vehicle. 

A  mastic  product,  like  a  go(Ml 
paint  i)roduct  lasts  very  much 
longer  when  the  i)igment  volume 
concentration  is  just  right  for  any 
given  formulation.  The  correct 
pigment  volume  for  any  given 
mastic  formula  is  best  established 
through  actual  field  test  and  exj)o- 
sure  experiments.  Some  formula¬ 
tions  have  been  in  actual  u.se  since 

It  is  important  for  the  dealer 
and  contractor  of  spray  coatings 
to  sell  a  long  lasting  and  as  dur-  j 
able  a  job  as  po.ssible.  All  i)aint 
pigments  eventually  oxidize  and  , 
fade  out,  but  (juite  frequently  this 
process  is  accelerated  by  the  con-  ^ 
tractor  or  his  workmen  who  un¬ 
wittingly  ui)set  the  pigment  vol-  I 
lime  ratio  by  thinning  of  the  ma¬ 
terial  with  oils.  One  of  the  ' 
“musts"  in  ma.stic  manufacture  as 
in  any  good  paint  is  the  in.stitution 
of  quality  control  with  special  at¬ 
tention  given  to  the  maintenance 
of  constant  equilibrium  between 
the  pigment  volume  ratio. 

Sealers 

Manufacturers  of  mastics  rec¬ 
ommend  various  types  of  .sealers 
to  In*  used  ovei-  raw  wood  or  por¬ 
ous  areas  prior  to  the  application 
of  their  material.  The.se  recom¬ 
mendations  are  not  made  for  the 
purjio.se  of  cutting  down  the 
amount  of  the  material  that 
would  otherwi.se  be  u.sed  by  the 
contractor  and  thus  reduce  mate¬ 
rial  co.sts. 

(Coiitinin'd  on  l‘<t</r  106) 


MAKE  UP  TO  200%  PROFIT 
WITH  BARNHART  STORM  SASH! 


NO  INSTALLATION  NECESSARY 
ALL  CUSTOMERS  SATISFIED 

Approved  by  ovary  caoomont  manufocturor  .  .  .  Three  etond- 
ard  sizes  .  .  .  Glazed  in  seconds  by  anyone  .  .  .  Saves  80% 
to  90%  of  heat  otherwise  lost,  at  only  52%  of  cost...  Send 
for  samples  and  price  lists. 

DEAL  DIRECT 
SAVE  THE  DIFFERENCE! 


Immediate 

Delivery 


The  A.  W.  BARNHART  CO. 

140  HIGHIANO  STSEET  •  POET  CHESTER,  N.  Y. 


&  Home  Improvement  Dealer 
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Co- 


1015  West  Diamond  Street 
Philadelphia  22,  Pennsylvania 
Telephone  FRemont  7  2500 


**MakeK  Sellinfj;  EasyV^ 


CERTIFIED 

ALUMINUM 

Combination  Screen  &  Storm  Windows 


Everything  You  Want  for 
Competitive  Selling 


DELUXE 

Interlocking,  Extruded 

3-TRA(K  and  2>TRA(K 

SEIFSTORING  •  nMPERPIIOOF 

Merc  i<>  the  ideal  wirtdow  for  the  aKKressive  dealer.  From 
one  source  you  can  obtain  3-tratk  A\D  2-track  windows  as 
well  as  combination  storm  doors.  Pricc'd  right  for  high  profits 
and  competitive  selling.  Our  years  of  experience  in  the  field 
assure  you  of  the  kind  of  a‘s<K.'iation  you  want.  Write  or 
phone  today  for  complete  information  on  how  y«>u  can 
increase  your  profits. 


Sprayed  Resurfacers 

(Cofititiiied  from  Page  105) 

Even  where  there  is  no  likeli¬ 
hood  of  bleedinj?  through  from  the 
undersurface  and  effecting  a  color 
'  change,  the  recommendation  to 
seal  the  surfaces  are  based  on  the 
fact  that  a  considerable  amount 
of  the  penetrating  oils  will  be  ab¬ 
sorbed  and  thus  upset  the  normal 
pigment  volume  ratio  in  the  mas¬ 
tic  tilm.  It  is  for  that  reason  that 
some  mastic  manufacturers,  fol¬ 
lowing  good  paint  practices,  direct 
that  raw  porous  spots  be  covered 
with  a  mi.\ture  of  one  quart  of 
boiled  linseed  oil  to  one  gallon  of 
their  product.  This  first  coat  seals 
the  surface  and  prevents  the  oils 
from  being  absorln'd  from  the 
final  coat  of  mastic. 

G(K)d  ma.stic  formulation  takes 
advantage  of  lead  free  pigments 
l)ecause  such  pigments  do  not  be¬ 
come  discolored  and  darkened  by 
the  presence  of  hydrogen  sulphide 
fumes  in  the  atmosjFhere  of  indus- 
rial  areas,  or  in  areas  near  waters 
or  marshes. 


...  silicone  masonry  water  repellent 

^  year  ’round  business 
OFFERS  and 

healthy  profits 

to  alert  sales  organizations 

iFidicidual  homes,  apartmenis,  schtmls,  factories,  churches,  office  and  public 
buildings  all  require  CRYSTAL  pruieclion  to  keep  walls  dry,  preserve  tuck¬ 
pointing,  present  staining  efflorescence,  etc.  CRYSTAL,  original  silicone  invisible 
masonry  water  re|sellent.  provides  advantages  offered  by  no  other  material. 

You  can  make  good  money  offering  Wurdack’s  proven  one-coat  above  grade 
masonry  protection.  Nothing  equals  it!  Almost  every  brick,  stone,  concrete 
or  concrete  block  structure  offers  you  a  real  prospea.  CRYSTAL  is  being 
used  with  acclaimed  success  on  many  of  the  most  famous  structures  in  the 
Nation.  Widely  publicized  and  advertised,  CRYSTAL  is  specified  by  leading 
architects!  An  all  year  ’round  profitable  business  —  CRYSTAL  may  be  applied 
even  in  freezing  weather. 


GET  INTO  THIS  FIELD  . . .  W  e  are  interested,  now,  in  franchising  organization 
equipped  to  sell  waterproofing  jobs,  and  to  arrange,  with  our  help,  in  getting 
them  done.  VC'e  train  your  sales  force,  give  you  full  patent  protection.  We  fur 
nish  L.RYSl  AL  at  lowest  distributor  prices.  Profit  possibilities  arc  excellent  botl 
for  hard  sellitig  organizations  able  to  finance  their  own  work  and  for  theii 


salesmen. 


W  RITE  IN 
CONFIDENCE 


lilHIIliia 


CHEMICAL  COMPANY 


4»40  rviia  AVINUf  •  ST.  lOUIS  *.  MO 


Hiding  Power 

The  hiding  power  of  rna.stic.s  is 
not  to  be  attributed  solely  to  the 
fact  that  the.se  coatings  are  from 
10  to  12  times  as  thick  as  an  ordi¬ 
nary  film  of  paint.  It  is  true  that 
the  heavy  grout-like  texture  of 
mastics  hides  patching  that  is 
done  on  very  large  cracks  and 
otherwi.se  aids  in  giving  a  uniform 
appearance  over  the  entire  sur¬ 
face.  This  projyerty  hides  small 
.structural  defects  while  at  the 
.same  time  retaining  the  original 
architectural  lines  of  the  building. 

The  hiding  iK)wer  of  ma.stics  is 
primarily  due  to  the  refractive  in¬ 
dices  of  both  its  prime  pigments 
and  its  vehicle  and  particularly  to 
the  ratio  of  the.se  refractive  in¬ 
dices  of  the  pigments  to  the  re¬ 
fractive  index  of  the  vehicle  in 
which  they  are  dispersed. 

When  a  light  ray  pas.ses  from 
one  medium  to  another  of  different 
density,  it  is  bent  from  its  original 
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path.  Simply  then,  the  refractive 
index  of  any  object  is  the  meas¬ 
ure  of  the  extent  to  which  these 
lijrht  rays  are  bent  in  passing 
throu^rh  it  from  another  oi)ject.  A 
ma.stic  to  have  Kood  hidinjr  iK)wers 
incorporates  in  its  formulation 
pigments  with  high  refractive 
powers,  such  as  titanium  dioxide, 
and  vehicles  of  the  lowest  refrac¬ 
tive  powers. 

(The  second  article  in  this  series  will  appear 
in  the  February  issue.) 

NRCA  Convention 

(Continued  from  Pone  52) 

.see  the  Exhibit  Hall  where  there 
will  be  many  interesting  displays 
of  roofing  products.  Attendance 
prizes  will  be  awardf^il  in  the  Ex¬ 
hibit  Hall  each  day  of  the  conven¬ 
tion. 

On  Tuesday  morning,  with  regis¬ 
tration  continuing,  there  will  be 
two  si)ecial  meetings  convening  at 
;>:.*?()  o’clock. 

Ojie  is  the  Apprenticeship  Traiji- 
ing  Panel,  made  up  of  the  National 
Joint  Apprenticeship  Training 
Committee;  Mr.  M.  T.  Buckley  of 
Wichita,  Kan.sas,  acting  as  Chair¬ 
man.  This  r*anel  will  be  attended 
by  Mr.  W’.  F.  Patterson.  Director 
of  the  Bureau  of  Apprenticeship, 
U.  S.  Department  of  Labor. 

The  other  morning  meeting  will 
be  a  Cost  and  Overhead  Clinic,  con¬ 
ducted  by  Mr.  S.  L.  Smallwowl  of 
Oklahoma  City,  Oklahoma. 

There  will  be  a  luncheon  at  noon 
and  a  reconvening  of  the  conven¬ 
tion.  Mr.  H.  B.  “Doc”  Sharer,  Sales 
Training  Specialist  with  the  Unit¬ 
ed  States  Rubber  Company,  will 
pre.sent  an  address  titled,  “What 
Makes  A  Star  Salesman  A  Star." 

Following  the  talk  by  Mr.  Sharer, 
there  will  be  an  Open  Forum  in 
which  any  and  all  subjtH.*ts  of  inter¬ 
est  will  be  di.scu.s.sed.  At  the  clo.se 
of  the  Forum,  visitors  will  again  be 
invited  to  the  Exhibit  Hall. 

On  Wednesday  morning  there 
will  be  two  special  meetings.  One 
will  be  a  Labor  Clinic  which  will 
(Continued  on  Page  108) 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


•k  Heavy  Corner  Construction 
•k  Top  Quality  Latch 
k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 


ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  2755 


C  A  L  I  F  0  K  N  I  A  R  K  I)  W  0  0  I) 


Band  Sawn-Premium  Quality 

You  may  use  the  expt-rif-nre  wr  have  gained  over  many 
years  supplying  ronihination  window  and  door  manu- 
facturers.  Guaranteed  shipments  on  regular  schedules. 

Let  us  help  you  solve  your  problems. 

Direct  Mill  Shipments  Only 


Jbon  S.  it^atlace,  3nc. 


(iuaidian  Bide- 


\\  ( )()d  w  a  rd 


Del  I  (lit 


6  Home  Improvement  Dealer 
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WROUGHT  IRON 

COLUMNS 


l•Uon'•  lup^rtor  hand  wrought  columns  oro 
ovotloblo  in  two  convoniont  stock  heights: 
74  .  10  ;  ooch  height  is  odjustoble  4  by 
cutting  upright  posts  to  receive  onchor 
piotes.  For  heights  eiceedlng  10.  custom- 
built  columns  ore  readily  tobricoted.  Single 
panel  flat  or  double  panel  90  corner  col¬ 
umns  ore  ovoiloble  in  oil  dosigns. 

CW21 

STANDARD  SRtCIFtCATlONS 
Upright  posts  i  square 
Width  1 1  over  all 
Scroll  ponels  i  H 
Finish:  rust  inhibitor  primer. 


BELSON 

NUNUMCTURINO  COMPANY 

Awrere  A»«  en4  ivWsc^sM  M  Awro^  2.  Wfcwpil 
SfNO  VOUl  PIANS  TODAT 


NRCA  Convention 

(Continued  from  Pu<je  107) 

be  conducted  by  Mr.  Clyde  H.  Scott 
of  Chicago,  Illinois,  Chairman  of 
the  Labor  Committee.  This  meet- 
injf  will  be  attended  by  .several 
officers  of  the  International  Roof¬ 
ers’  Union.  All  labor  problems  will 
be  discussed. 

The  other  meeting  will  be  a 
Panel  Di.scu.ssion  on  the  subject  of 
Slate,  Tile  and  Hard  Asbe.stos 
Shinjfles.  This  Panel  will  be  made 
up  of  Mr.  H.  V.  Wallace  of  New 
Orleans,  who  will  act  as  Chairman, 
Mr.  Charles  McGee  of  the  Ludo- 
'  wici-Celadon  Company,  Mr.  James 
M.  Mertz  of  Rising  &  Nelson  Slate 
Company,  Inc.,  and  Mr.  Che.ster  C. 
Kelsey  of  the  A.sbestos-Cement 
Products  A.s.sociation. 

Luncheon 

There  will  be  a  luncheon  at  noon, 
followed  by  invocation  and  an  ad¬ 
dress  by  an  Official  of  the  Federal 
Bureau  of  Investigation.  Following 
this  talk,  there  will  be  reports  to 
the  convention  by  the  various  Pan¬ 
els  and  Clinics  and  reports  of  other 
Committees. 

Election  of  officers  will  be  held, 
and  at  the  close  of  the  convention, 
Mr.  H.  R.  Snoke,  Chief  of  the 
F’loor,  Roofintr  and  W’all  Coverin^rs 
Section  of  the  National  Bureau  of 
Standards,  U.  S.  Dept,  of  Com¬ 
merce,  will  make  .some  pertinent 
comments. 

'  There  will  be  a  sjjecial  program 
for  the  ladies.  On  Monday,  Janu- 
i  ary  26th,  the  ladies  will  meet  in 
the  Pink  Room  for  Luncheon.  A 
Fashion  Show,  especially  desifrned 
for  the  ladies  of  the  convention, 
will  be  held  following  the  luncheon. 

Tuesday,  January  27th,  the  ladies 
will  motor  to  the  country,  where 
they  will  lunch  in  the  delightful 
atmosphere  of  the  Overbrook 
;  Country  Club.  After  the  lunch. 

there  will  be  a  trip  to  Valley  Forge 
'  and  other  points  of  historic  in- 
[  terest. 


To  Our  Many 
Friends  and 
Customers 

Due  to  our  inability,  at  this 
time,  of  obtaining  larger 
amounts  of  extrusions,  we  ask 
the  kind  indulgence  of  the 
many  intere.sted  dealers  in  our 
product,  the  Kenbern  Com¬ 
bination  Aluminum  Storm 
Door. 

Until  such  time  as  we  are  in 
position  to  supply  other  than 
our  pre.sent  dealers,  we  cannot 
add  new  customers  to  our  li.st 
of  .satisfied  dealers. 


KENBERN  ALUMINUM 
PRODUCTS 

Miinuftirltircd  by 

WEYL  t  6AHA6AN 
6640  Hamilton  Avenue 
Emerson  1-7007  Pittsburgh  6,  Pa. 
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Look  ol  these 

AfREX 


Sturdy,  extruded  All  ALUMINUM  CONSLRUCIION 
—  Tempered  to  rugged  T  5  condition 

Convenient  year  round  SELF  STORING  screen  ond 
storm  sash  moximum  convenience 

No  levers,  latches,  knobs  or  catches  to  twist 
turn,  or  pull.  No  operating  hardware  to  get 
out  of  order 

Switch  screen  and  gloss  each  seoson  in  only 
TO  to  20  SECONDS, 


MORE  for  LESS...  with 


BIGGER  GLASS  AREAS  for  extra  light  and  visibil¬ 
ity;  all  sash  inserts  easy  to  remove  or  change 
EROM  INSIDE 

All  glass  panes  ore  CUSHION-SEALED  in  the  sash 
frames  with  super  tough  plastic  splines. 

Quick,  easy  reglazing  or  rescreening  if  needed. 

Sturdy  frome  lip  fits  most  double  hung  windows 
—  also  available  for  picture  and  oriel  windows. 

No  fitting  problems  on  out  of  true  windows 

A  tried  ond  proved  window  in  every  detail,  at 
the  lowest  K-D  prices  ever  offered  for  windows 
of  comparable  quality  and  feotures. 

Choice  territories  available  for  dealers  and  dis¬ 
tributors  for  sef-up  windows. 

Write,  wire  or  phone  for  full  details 
on  our  unusually  attractive  long- 
profit  franchise  arrangement. 


AfREX 

the  hottest  new 
one-over-one,  lip- 
type,  all-aluminum 
self-storing  screen 
and  storm  window 
on  the  market! 


Rex  "Windows  Inc* 

487  Bonham  Ave.  Columbus  3,  O. 


On  Wedne.sdriy  morning,  Janu¬ 
ary  28th,  the  ladies  will  make  a 
motor  tour  of  Philadelphia,  where 
they  will  see  many  places  con- 
spicuou.s  in  early  American  Hi.s- 
tory.  This  tour  will  end  at  noon  to 
enable  the  ladies  to  visit  Philadel- 
jrhia’s  splendid  shopping  center. 

On  Wedne.sday  evening,  a  Din¬ 
ner-Dance  will  be  held  —  after 
which  there  will  be  a  splendid  floor 
show,  again  followed  by  dancing. 

-TCW 

Managing  Business 

(Continued  from  Potje  5.’?) 

is  in  an  adequately  liquid  condi¬ 
tion.  This  is  an  important  ratio 
to  watch;  if  the  accumulation  of 
liquid  funds  is  excessive,  it  may 
be  advisable  to  put  the  surplus  to 
work  in  terms  of  incoming  .secur¬ 
ities  or  expanding  operations. 

A  significant  ratio  also,  is  the 
one  that  expre.s.ses  the  jjercentage 
of  net  profits  to  net  sales.  It  in¬ 
dicates  opei’atioji  efficiency  in 
terms  of  expense  control,  and  ef¬ 
ficiency  in  pui’chasing  materials. 
The  ratio  is  exi)res.sed  this  way: 

Net  profits  $9,620 

_ 9.9' < 

.Net  sales  $98,400 

Any  variation  in  net  profit  per 
dollar  of  .sales  calls  for  careful 
management  scrutiny  of  all  busi- 
ne.ss  factors. 

High  Markups 

This  ratio  —  together  with  the 
dollar  .sales  volume  —  is  a  real 
measure  of  efficiency.  It  expresses 
the  difference  between  the  gross- 
margin  percentage  and  the  expen.se 
l)ercentage,  so  clearly  a  low  expen.se 
or  a  high  markup  will  combine 
to  produce  a  high  net  profit  ratio. 
Remember,  then,  a  high  markup 
niity  be  depriving  you  of  .sales 
volume  because  your  izrices  are 
too  high.  It  is  simple  arithmetic 
to  figure  that  a  two  percent  jzrofit 
on  sales  of  $1()0,0()(>  is  better  than 
a  5  percent  profit  on  $;i(),000  worth 
of  sales. 


Remember  too.  that  a  too-low 
expense  ratio  may  indicate  that 
you  are  not  si)ending  enough  for 
promotion,  adverti.sing  or  selling 
to  get  the  sales  volume  you  could. 

('urrent  ratios  may  be  compared 
with  ratios  of  other  years.  They 
may  be  compared  with  businesses 
similar  to  yours  and  reveal  facts 
that  will  help  you  improve  your 
own  busine.ss.  Manufacturers  or 
Federal  and  State  Departments  of 
Commerce  are  .sometimes  able  to 


provide  statements.  If  there  are 
significant  variations,  you  may 
then  proceed  to  analyze  the  rea- 
.sons  for  them,  starting  with  your 
purchasing,  pricing  and  .selling 
plan,  and  moving  on  to  individual 
expense  items.  Then  corrective 
.steps  may  be  taken. 

A  high-gros.s-margin  may  be 
the  result  of  buying  at  low  prices 
or  selling  at  high  ones.  And  a  high 

{('oiitinned  on  Putje  110) 
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3  way*  to  order: 
“AtMemhled,"  "K.  O."  or 
"Semi-K.  O." 


Only  ELMONT  features 

the  2'SiZE  INSERTS 


Clmont 


2-panel  all-aluminum 
combination 
STORM  &  SCREEN 


MITRED  DOORS 


•  Heavy  H  Beam  Construction 
Gussets 

•  Hollow  Mullions 

•  Beautiful  Ribbed  Face 
t  Smooth  Interior 

•  Three  stainless  half- 
concealed  hinges  riveted 
to  Z-Bar 

•  8  Points  of  Attachments 
make  it  Sag-proof 


ELMONT  MFG.  CO. 

S7S  HIMPSTIAD  TUKNPIKl  tLMONT,  NIW  YOKK 

fLoral  Park  4-3620 


•  PROMPT  DELIVERY  GUARANTEED! 

•  Superior  quality  at  law,  low  prices. 

•  Distributorships  availablo. 


it 
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★★★★★★★★★★★★★ 
The  "Juniper" 

TRIPLE  TRACK 

All  aluminum 
Combination 
Storm  &  Screen 
Window 

63ST'5  •xtruded  aluminum. 

U'Shope  t«l«Koping  expander  sides 
and  sill. 

Automofk  adjustment  to  any  prime 
frame. 

Automatic  weatherlock  fongue  in  groove 
TRACK  design  .  .  .  not  channel. 
Self-storing  inserts. 

Absolute  ventilation  control  from  top  or 
bottom. 

Inserts  raise  or  lower  to  any  position  .  .  . 
and  STAY  I 

All  aluminum  screening. 

NO  GADGETS 
.  .  .  JUST  EFFICIENCY! 

Easiest  Installation  ever! 

Service  call  backs  eliminated! 

It's  the  STAR  in  your 
sales  picture,  by  Juniper! 


BROOKLYN  S,  N.  Y 
TILIPHONt:  TAylor  7-1519 

★  ★★★★★★★★★★★  ★★ 


Managing  Business 

:  (Conti II iti’d  from  Page  109) 

jfros.s-marpin  ratio  and  a  low  sales 
volume  show  that  more  .sales  mipht 
be  gained  by  redueinK  the  margin. 

:  Selling  prices  that  are  lower,  or 
improved  merchandise  values  might 
result  in  more  customers  and  con- 
.sequently  increa.se  both  volume  and 
net  profit. 

F\)r  su.stained  profit,  dealers 
I  should  have  a  higher-than-average 
:  gros.s-margin  ratio  and  a  lower- 
:  than-average  operating  expense 
;  ratio. 

Advertising  Ratio 

I  Of  importance,  too,  is  a  con¬ 
sideration  of  your  advertising  ra- 
i  tio.  It  is  well  know’n  that  good 
i  advertising  brings  more  .sales  at 
a  profit.  The  advertising  ratio  will 
show  a  gain  in  .sales  as  .sales  in- 
crea.se  along  with  added  spending 
for  advertising.  It  is  important 
to  watch  the  gro.s.s-margin  ratio 
;  also  in  regard  to  the  profit  factor 
of  increasing  .sales  volume,  for  the 
increa.se  should  not  consist  of  only 
low-margin  items. 

It  is  well  to  remember  that  good 
records  demand  long  experience 
in  such  matters.  If  you  are  tempt¬ 
ed  to  keep  your  records  yourself, 
think  again.  You  may  have  the 
enthusiasm  and  the  desire,  but 
have  you  the  time  and  the  expe¬ 
rience? 


.Accountant 

The  best  thing  you  could  do 
would  be  to  consult  a  certified  pub¬ 
lic  accountant.  He  knows  business 
records.  That’s  his  job.  Tell  him 
about  your  busine.ss,  and  have  him 
set  up  a  records  system  for  you. 
Once  that  is  done,  he  can  check 
it  regularly  to  see  that  it’s  working 
smoothly  and  that  it  consistently 
provides  the  information  you  need 
to  keep  your  business  profitable 
and  growing.  That,  after  all,  is 
your  job  —  profits  and  business 
expansion  —  a  full-time,  man-sjzed 
job.  A  good  records  sy.stem  —  but 
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one  that  provides  the  facts  you 
need  without  sapping  your  own 
time  and  effort  —  will  help  you  do 
that  job  well. 

(Next  month:  another  article  in 
this  series  on  Managing  Your 
Business.) 


Aluminum  Awnings 

{('ontitiued  from  Page  55) 

The.se  examples  show  how  the 
.seasonal  problem  was  overcome  by 
two  important  industries  with  sim¬ 
ple  but  effective  remedies.  One 
changed  the  sales  emphasis  from 
one  .season  to  another.  The  other 
changed  the  product  to  fit  the  .sea- 
.son.  We  in  the  awning  busine.ss  can 
u.se  l>oth  devices  to  help  us  smooth 
out  our  .seasonal  sales  curve. 

We  have  already  adopted  one 
technique — that  of  fitting  the  prod¬ 
uct  to  the  .sea.son  —  when  metal 
awnings  started  to  replace  “old- 
fashioned”  cloth  awnings.  With  the 
adoption  of  metal  awnings  we  in¬ 
troduced  a  product  that  had  con¬ 
sumer  advantages  every  month  of 
the  year — not  just  in  hot  summer 
months.  But  we  haven’t  yet  capi¬ 
talized  on  this  .sales  feature  the  way 
we  should.  We  still  have  to  educate 
the  public  to  the  idea  that  awnings 
are  home  equipment  items  just  as 
much  as  refrigerators  or  TV  sets. 
If  we  get  that  idea  across,  we  will 
.see  the  “.season”  extended  just  as 
we  have  .seen  the  automobile  .sea¬ 
son  extended  by  i)n)duct  im|)rove- 
ment  and  .sales  effort. 

Sell  in  .January 

The  public  was  taught  that  the 
family  car  didn’t  have  to  be  laid  up 
for  the  winter.  And  when  we  have 
taught  the  public  that  metal  awn¬ 
ings  offer  as  much  in  winter  protec¬ 
tion  as  they  do  in  summer,  our  in¬ 
dustry  like  the  auto  and  radio  in- 
du.stries  will  operate  at  full  cai)acity 
all  year  long.  And  awning  dealers, 
like  auto  and  radio  dealers,  will  .sell 
in  January  as  they  sell  in  June. 

We  can  create  a  more  favorable 
.sales  climate  by  winter  emphasis 

(Coutitnod  on  Page  112) 


When  voii  want  QUALITY  windows 

You  Can’t  Beat  Redwood 

Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

't.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 

CAMPBELL'S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 

THE  CAMPBELL  SASH  WORKS 


2409  WILSON  AVENUE 


CAMPBELL,  OHIO 


Phone:  52615 


DISTRIBUTORS 

DEALERS 

Sell  the  new  Pilgrim  2-Lite  Interchangeable  Storm 
Door  Comet  to  you  complete  or  knocked  down  with 
all  hardware  included.  Made  from  heavy  61-ST-5 
extruded  aluminum.  Made  by  “PILGRIM"  .  .  .  with 
over  a  doxen  yeart  of  experience  and  “know-how" 
in  oluminum. 

Mton»,  wira  or  wrilm 

F.  A.  PILGRIM  COMPANY  p. 

4449  Lake  Pork  Road  ^  ® 

Youngstown  12,  Ohio  J  I  X/ 
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SPLINE 
OLAZINO  STRIP 
GLAZING  CHANNELS 

COMKMiNDM  AND  IXTRUOfD  TO 
YOUR  RARTICUIAR  RICMIlRIMiNTS 


Jarene  "B"  Vinyl  Ploitic  —  th«  id«ol  insulator 
make  your  windows  REALLY  weother-tito. 
Seals  out  drofts<  dirt  and  rain. 

For  oil  windows— wood, 
steel  or  aluminum. 


Specioiists  in  custom  eKtrusions  for  over  25 
years.  Send  prints  for  quotation.  Somplei  sent 
on  request. 


C«fft  so  littio  •  -  Adds  so  MUCH! 


IaPROW  PPODUCTy 

m 

NO  lA  SALII  »T,  CHICAGO  tO 


BIRDS  BAFFLED 


Nivalilo  iiislallcd  flush  uilli  lli<- 
(iutsi(|*‘  (■(l»«*s  of  h‘(l<!«'s  oil  hiiilil- 
iii^'.  slfziis.  rahlos  anil  other 
[ilaees  (lifieoiis.  starlings  or  other 
lords  land  or  roost. 

ENDS  BIRD  SPAHER 

Minis  eaiiiiot  land  on  \i\alite  nor 
do  the\  llv  oxer  it  for  a  distance 
of  If!  inches. 

Easy  to  f/i/i/x  — 

Lasts  2.')  1  ears 
huonspicuous 

Write  tor  Rfustrated  "Know  Mow" 
Monwtoctwred  by 

NIXALITE  COMPANY  OF  AMERICA 

115  119  W.  3rd  St.  Davenport.  Iowa.  U  S  A. 


Aluminum  Awnings 

{Cdutinui (I  from  Page  111) 

on  the  year  ’round  advantage.s  of¬ 
fered  by  metal  awnings.  VV’e  tell 
customers  —  have  told  them  for 
year.s  —  that  metal  awning.s  give 
year  ’round  protection.  But  we  have 
told  them  this  in  April,  May  and 
June.  Why  not  try  .selling  thi.s  year 
’round  protection  in  January?  If  it 
i.s  good  .selling  in  June,  it  will  be 
good  .selling  in  January.  The  only 
difference  will  be  iti  the  degree  of 
empha.si.s.  In  June  we  bear  down  on 
protection  from  sun  and  rain  and 
mention  the  extra  protection  from 
snow  and  sleet.  Why  not  concen¬ 
trate  in  January  on  snow  and  sleet, 
with  the  added  extra  of  summer¬ 
time  protection  thrown  in  for  the 
clincher.-' 

Door  Canopy 

Best  product  for  this  winter  -sell¬ 
ing  is  the  door  canopy.  The  door¬ 
way  is  the  focal  point  of  winter 
intere.st  in  protection  from  snow, 
freezing  rain,  and  sleet.  No  one 
wants  a  messy  doorway,  but  Amer¬ 
ica  is  loaded  with  door  canoj)y 
prospects  tvho  never  hare  been 
approached  by  awning  .salesmen. 
The  product  has  already  been  made 
—  most  awning  manufacturers 
have  a  storm  guard  canopy  for  spe¬ 
cial  winter  time  .selling.  But  not 
enough  dealers  have  .joined  the 
effort  to  make  door  canopies  sell  in 
winter  months.  Dealers  who  have 
realized  the  profit  potentials  of  this 
item,  have  cashed  in,  but  there 
haven't  been  enough  of  them  to 
make  the  awning  business  hum  in 
January.  Too  many  dealers  are  not 
only  missing  these  extra  profits 
they  could  be  making,  but  they  are 
also  passing  ui)  valuable  new  names 
for  their  awning  prospect  lists  that 
the.se  door  canopy  sales  could  give 
them. 

One  reason  why  door  canopies 
are  an  ideal  “off-.season”  item,  and 
a  good  reason  for  any  awning 
dealer  to  be  interested  in  thi.s  item, 
i.s  the  fact  that  door  canopies  per- 


of 

COMBINATION 
WINDOWS 
and  DOORS 


We  have  been  xupplying  special  hard 
ware  for  all  types  of  combination  win¬ 
dows  ond  doors  tor  many  years  and 
have  assisted  in  the  design  of  the  prod¬ 
ucts  of  this  industry 
As  consultont  engineers  we  can  furnish 
you  with  COMPLETE  PRODUCTION 
SET-UPS  tor  your  new  product,  build 
your  tools  and  dies  and  supply  you  with 
hardware 

Ash  for  our  new  price  list!  Our  new 
production  methods  hove  enabled  us  to 
LOWER  OUR  PRICES  substantially! 


Dustite 

GASKET 


For  Metol 
Casement 
Windows 


Ii>»  Uuii.l.  gosSei  11  deponed  -  ih  on  c.irvdcd  pio.'..  leol 
.nq  l.p  lo  Seep  melol  coiemenl  -,ndo«l  DUST  TICmT  STOhln 
riCsHl.  DHaFI  IICMT,  sain  tight  end  WIND  Tight  Losy 
'O  miloM 

tn  Summer  DUSTITE  seols  outside  hcot  from  oir 
conditioned  bomes. 

I  Excellent  for  use  in  control  of  condensation  ' 
where  storm  windows  arc  used.  A  small  ad  in 
your  local  poper  will  automatically  bring  pros- 
I  pccts  for  storm  windows  into  your  soles  room 
without  convassing  Dustite  Gasket  is  a  reoi 
traffic  builder  and  prospect  tinder  for  storm 
!  windows  and  all  home  improvement  items.  Sold 
under  ten-day  money  back  guorontee. 

1.  - 

DUSTITE 

PRODUCTS  COMPANY 

i  CANTEMURT  OR.  •  DAYTON  «.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 
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mit  us  to  broaden  our  market.  In¬ 
stead  of  hunting  prospects  who  are 
able  and  willing  to  make  say  a 
$;I50.00  purchase,  we  need  only  find 
customers  who  will  buy  our  $.‘15.00 
<loor  canopy.  The.se  $:?5.00  cu.stom- 
ers  are  naturally  more  numerous, 
and  can  often  be  “graded  up”  to  a 
much  larger  unit  sale.  Think  what 
this  can  mean  in  your  own  city! 
Think  of  all  the  dwellings  you  may 
have  passed  up  as  poor  awning 
prospects  who  could  at  lea.st  be  a 
door  canopy  sale,  and  who  very 
often  may  surpri.se  you  by  becom¬ 
ing  a  good  awning  .sale. 

I  know  how  skeptical  many  awn¬ 
ing  dealers  aie.  I  have  talked  with 
men  who  were  thoroughly  con¬ 
vinced  that  awnings  weren’t  sold 
except  for  a  tew  short  months  in 
the  summer.  I  have  succeeded  in 
getting  some  of  these  men  to  try 
our  12  month  sales  plan.  And  most 
of  them  have  found  that  what  I 
told  them  was  right  —  awnings 
could  he  Hold  hi  a  in/  mouth  if  the 
proper  .sales  effort  was  exerted. 

.Just  to  prove  that  the  .sea.son 
knows  no  bounds.  I’ve  compiled 
some  .sales  figures  from  our  rec¬ 
ords.  I’ve  selected  a  group  of  old- 
fashioned  “6  month  .sea.son  deal¬ 
ers”  and  compared  their  sales  with 
a  similar  group  of  “12  month  deal¬ 
ers.”  There  are  fi  average  dealers 
in  each  group  in  comparable  loca¬ 
tions.  The  main  difference  in  fheir 
operations  is  that  the  “short  .sea¬ 
.son”  group  stops  advertising  and 
.selling  from  ,Sei)tember  to  April, 
while  the  “12  month”  group  keeps 
on  piling  up  sales  by  constant  ad¬ 
vertising  and  continued  sales  effort 
all  year  long. 

“Short  Season” 

Look  at  the  startling  difference 
between  these  two  groups  as 
charted  on  the  graph.  The  year’s 
total  sales  tell  the  story:  “6  month” 
group.  $.‘121,000;  “12  month” 

groui),  $6.58,000  —  over  100  per 
cent  more  than  the  “short  .sea.son” 
dealers!  You’ll  note  the  difference 
is  most  apparent  in  the  first  and 
fourth  quarters.  January,  h'ebru- 
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Thf  ‘"Triple  Stays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  windows  and  doors  with  any  other  combination  on  the 
market.  Compare  STO-A-CO  for  appearance  and  style  —  for 
smooth,  permanent  trouble-free  TRIPLE  TRACK  operation.  Com¬ 
pare  them  any  way  you'd  like.  STO-A-CO  products  are  built  to 
stay  sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  super¬ 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  Efficient  Service 
Dittributonhip  lnquirie§  Invited 

“•ORT  PCM  iNf  wumn  TO  uur  rouvm" 


POiT  OPPICi  BOX  97  Phone:  Woylond  24il  APCO,  OHIO 
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SERVING  THE  BUILDING  TRADE 

There's  alwoys  room  at  the  top  —  os  well 
as  out  front  —  for  good  men,  dealers  and 
distributors. 

Join  the  organisation  where  all  the  best 
dealers  and  distributors  may  be  found. 


mORT^ 

STOACO 


Call  or  Write  Today 

4th  &  Girard  Avenue,  Philadelphia  23,  Pa. 
Telephone  —  Market  7-4426 
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ASS  WORKS,  INC. 

250  E  5lh  STREET 
ST  PAUl  1  MINN 


Suppliers  of  Quality  Products  for 
STORM  AND  SCREEN  DOORS 

CONSULT  OUR  ADVISORY  SERVICE  DEPARTMENT 


PUSH-PULL  LATCH 


Department  To  Your  Present  Business  And 

i;pinanii.nJgl!l 


Mony  Dealers  Are  Now  Selling 

nor  f TTr  home  fire 

IIIIIl”LIIXi  ALARM  SYSTEMS 
Approved  For  F.  H.  A.  Financing 


Evmry  hom«own«r  (p«opl«  whom  you  hovo 
»oid  boforo  and  now  pro»pects)f  are  cuito* 
meri  for  FIRE-IITE  Home  Fire  Alarm  Systemi. 
Mony  deolert  In  your  field  are  now  making 
big  profit*  with  FIRE-IITE  .  .  .  without  chang¬ 
ing  their  business  set-up,  without  a  large 
investment. 

Powerful,  Tested  Soles  Plan 
Clmches  Many  Sales  for  You! 


To  sell  the  homeowner  a  FIRE-LITE  System 
requires  only  the  use  of  our  sales  tested  plan 
ond  a  small  demonstration.  It  will  close  soles 
for  you  I 

FIRE-IITE  is  a  completely  wired  system 
throughout  the  house,  with  U.L.  Approved 
Rote-of-Rise  Detectors,  detecting  fires  instantly 
in  every  room  in  the  house. 


Aluminum  Awnings 

I  (Continued  from  Page  113) 

ary,  March  —  October,  November, 
December.  This  is  the  six  month 
period  that  means  the  difference 
between  a  seasonal  business  and  a 
permanent  year  ’round  business.  If 
we  would  all  concentrate  on  mak¬ 
ing  -sales  in  the.se  six  “off  months,” 
our  total  sales  could  jump  100  per 
cent  or  more! 

We  have  .scheduled  our  first  1953 
national  ad  —  a  full  color  page  in 
LIFE  —  in  Jannarj/.  That  should 
prove  that  I  mean  it  when  I  say 
the.se  “off  months”  are  important 
to  us. 

Any  awning  dealer  can  prove  this 
to  him.self  with  a  trial.  Thiit’s  all 
it  takes  to  change  a  6  month  awn¬ 
ing  business  to  a  12  month  awning 
busine.ss  —  just  a  trial.  Remember 
that  the  ducks  don’t  .stop  flying  ju.st 
becau.se  the  hunting  .season  is  over. 
And  awning  prospects  don’t  .stop 
needing  awnings  just  because  you 
think  the  .season  is  over  or  hasn’t 
started.  Awnings  are  a  year  ’round 
product  with  a  year  ’round  market. 
You  are  missing  some  good  hunt¬ 
ing  if  you  .sell  awnings  without  a 
year  ’round  sales  effort.  So  try  it 
an<J  .see.  Try  it  right  now! 

-K- 

Hints  to  Salesmen 

(Continued  from  Page  32) 

Your  prcEspect  regards  you  in 
much  the  same  way.  Bringing  in 
a  third  person — preferably  a  friend 
of  your  customer's — will  help  you 
to  cEtnvince  him.  Keep  in  mind 
that,  in  dealing  with  individual.s. 
a  friend’s  opinion  usually  carries 
more  weight  than  a  stranger's. 

It  is  impE>rtant,  t(K»,  that  your 
third  party  he  in  the  same  kind  of 
circumstances  as  your  prospect.  He 
must  he  an  almost  exact  parallel. 
For  example,  .say:  “Mr.  X  whiE  has 
a  home  just  like  yours  and  located 
in  a  similar  neighhorh(MKl.  was 
faced  with  a  problem  just  like 
yours  a  short  w  hile  ago.” 


Write  Today  for  an  Exclusive  Dealership! 


nor  I  ITr  at  ADMC  dept.  B-  les  SHELTON  AVE 

1 1I\L-LI  I L  /ILnlVlTld  new  haven,  conn. 
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Pick  a  similar  third  party  in 
a  similar  position,  then  relate 

snatches  of  actual  conversation 
between  the  two  you.  Tell  how 
you  had  to  fijrht  even  toujfher  sales 
resistance,  what  his  objections 

were  (similar  1(»  your  customer’s) 
and  then  end  with  the  fact  that  he 
ajjreed  and  you  made  the  sale. 

•  •  • 

.Many  of  your  best  sales  artru- 

ments  can  be  strongly  brought  out 
in  the  course  of  explaining  how  the 
third  party  objected  to  and  finally 
agreed  with  your  statements.  You 
can  clinch  the  .story  by  telling  how 
the  third  party’s  purcha.se  enabled 
him  to  increa.se  the  value  and  com¬ 
fort  of  his  home  and  how  .satisfied 
he  is  with  your  product. 

Ry  this  indirect  approach,  you 
are  able  to  overcome  and  defeat  all 
of  the  arguments  that  your  cus¬ 
tomer  has  brought  up.  Yet  you 
have  not  argued  with  him! 


B  S  Reporter 

{Continued  front  Page  J)7) 

(formerly  Cambridffe,  Mas.sachu- 
.setts)  takes  pleasure  in  announc- 
in^r  the  appointment  of  (ieorj^e  L. 
Aron.son  of  6205  Carpenter  Street, 
Philadelphia,  Penn.sylvania,  phone 
Allejfhany  4-8217,  as  Sales  Repre- 
.sentative  for  the  Greater  Philadel¬ 
phia,  Haltimore  and  Washirifrton 
areas,  handling  the  .sale  of  all  Rex 
trude  Flexible  p]xtrusions  to  the 
window  and  .screen  industry.  These 
include  Screen  Spline  (.solid  and 
tubular).  Glazing  Channels  and 
Glass  Splines;  and  special  Weather 
stripping  made  to  customer’s  speci¬ 
fications. 


New  Products 

{Continued  front  Page  68) 

will  provide  a  higher  degree  of 
water  repellence  for  a  longer  pe¬ 
riod  of  time. 

Dehydratine  No.  22  is  applied 
bv  brush  or  spray  after  defective 
joints  have  been  repaired  and  con- 
.solidated  by  solid  repointing.  It 

{Contiittted  on  Puge  116) 


Visit  us  at  NERSICA  —  Booth  104 


Nationally  Advortisod 
Bears  GOOD  HOUSEKEEPING 
Seal  o^  Approval 


Extruded  Aluminum 
Combination  Storm  Windows 
Self'Storing  ^Triple  Action 
*Trouble-lree 


•<;ooDs 


livrr*  ihrm  faul  and  efKrirnlly. 

MERIT  Dealrr*  arr  making  profili.  .  .  .  ihere'ii  Hough 
in  their  hand*  inulrad  of  fi«l»  full  of  unlilird  hark 
order*!.  MERIT  Dealer*  have  that  nione.v  a*  a  direrl 
reaull  of  a  smoolhly  operating  team  of  plant  »pe- 
riali*t*. 

MERIT  deliver*  top  »ervire,  top  »ati«fartion  and  top 
profit*  on  the  finr*t  aluminum  prodiirt*  on  the 
market. 

T»rritori»s  art  tfill  ovoi/ob/*  in  tht 
N»w  J»rt»y  and  N»w  York  araas, 

CALL  OF  WRITE  TODAY— PROFIT  THE  MERIT  WAY 


MOLONEY 

Ali'weother  Combination  Door 
^lasting  Beauty  *Latting  Comfort 
*losting  Economy 


MERIT  ALUMINUM  PRODUCTS,  Inc. 


736  Route  17«  Poromus,  N.  J. 


ORodell  6-1600 


Ridgewood  6-6500 


...  so  easy  and  profitable 
aluminum  awning  sales! 

Standard  site  completely  assembled  and  individually 
packaged.  Installation  is  a  one-man  job.  louvres  are 
individually  reploceoble.  No  stock  required  -  order  as 
you  sell.  Over  ihe  counter  soles  will  tooml 

Easy  to  install 

Brec-zec-vent  is  readily  instollcd  on 
frame  or  brick  structures.  A  single 
aluminum  border  is  joined  to  the  building, 
then  2  screws  and  brackets  ore  ploced  in 
holes  provided  The  entire  owning  f:t; 
snugly  ogoinst  the  border,  tighten  the 
^  screws  ond  Brce-tcc-venf  is  on  permo 

'v.  ncntly  in  minutes! 

Available  eustam-made  to 

dividual  specilication. _ _  _ 


^raft  Metal  Products,  89  James  St.,  Newark,  N.  i. 
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WINDOWS  A  DOORS 


MOULDINGS 


STORi  FRONTS 


m^DERMOTT 


METALS  CO. 


IDGIMONT  A  TIOGA  STS  PHILA.  34  PA  NE4  T3TO 


New  Products 

(Continued  from  Page  115) 

then  repels  water,  minimizes  ef¬ 
florescence  while  allowing  the  ma¬ 
sonry  to  “breathe.”  Since  Dehy- 
(i ratine  No.  22  is  a  clear  water- 
repellent  it  will  n(»t  di.scolor  or 
change  the  appearance  of  ma.sonry 
surfaces  while  pre.serving  them.  It 
is  acid  and  alkali  resistant. 


Anyone  who  mitres  a 
corner  will  save  money 
with  a 


ComUnation 

Window 


Customet* 

satisfaction 


Innovations  In 
Aluminum  Awnings 

A  new  idea  in  aluminum  awn¬ 
ings  is  introduced  by  “Bree-zee- 
vent.”  It  features  an  individual 
louvre  replacement  in  both  stand¬ 
ard  and  cu.stom  sizes.  Manufac¬ 
tured  by  Craft  Metal  Products, 
Newark,  N.  J.  the  “Bree-zee-vent” 
comes  individually  packaged  and 
completely  as.sembled. 

Installation  can  be  made  quickly 
on  frame  or  brick  .structures.  One 
man  can  install  the  standard  size 
“Bree-zee-vent”  easily  in  a  matter 
of  minutes. 

Dealer  respon.se  to  “Bree-zee- 
vent”  has  been  heavy.  The  com¬ 
pany  announces  a  limited  number 
of  protected  franchises  are  still 
available. 


'jHooU  at  tUaia 

'  FEATURES 


T'^ns, 

flu%h  on  , 


fno/on. 

,’*'°i*cHon, 


Savc  .^00%  labor  co^ts — ^avc  materia! — gain  saw 
capacity.  ^  Fquipjvd  with  Z  Vi’agncr  I'i  H  P. 
Klectric  Motors  (►perated  simultaneously  to  give 
twt»  mitred  cuts  with  each  stroke.  Adiustable  to 
take  circular  saw  blades  8’^*^  to  12  .  Gray-Mills 
pumping  system  delivers  lubrication  to  saw  blades 
with  continuous  recirculation.  )7t0  RPM  saw 
speed.  ★  Contact  us  for  details: 

Le  Tarte  Metal  Specialties  Co. 

18I0S  Nine  Mile  Rd.,  East  Detroit,  Mkh. 


New  Name  for 
Adjustable  Window 

The  A.R.B.  Window  Sales  Co., 
.’106  E.  State  Fair  Avenue,  De¬ 
troit  3,  Michigan,  announces  the 
new  name  for  their  removable,  ad¬ 
justable  window  unit.  It  is  the 
“400.”  The  “400”  window  unit  has 
three  adju.stable  tension  units  in 
each  .set  of  spring  metal  sash  guide. 
They  are  itermanently  embedded  in 
the  jamb. 

The  tension  adjusting  .screw 
works  in  metal  threads  inside  the 
equalizing  spring.  This  gives  many 
additional  years  of  service. 

The  three  adjustable  tension 
units  in  the  “400”  exert  an  equal 
pressure  from  top  to  bottom  of  the 
window.  This  eliminates  “.sticky” 
(Continued  on  Page  117) 


Stay  «l  the*  ilfwesi,  ■iio>l  crnlrally 
ItM-aUMl  hol<‘l  in  ihr  .Motor  ('ilv, 
i-omph-lrly  lirf|iruor,  T.50  oulsidt- 
rooniK  H'illi  Imih.  !.marl  new  for- 
iliKliingM,  lowf.il  foinparuhlf  rales, 
aoiplf  imrkiiiK  s|Miff — a  liiol  for 
ihf  rosl-fonsfious  traveler!  f>ining 
Hoorn*  .-fir  Conditioned. 


ALUMINUM 

EXTRUSIONS 

A  SPECIALTY. . . 


in  iFructurol,  orchitRCtwrol  ond  dteorotivt 
»hap«t.  Wr  ftolicit  your  inquiry  lor  fochnicol  do- 
lign  doto  ond  rocommondotions  on  tho  procticol 
ond  proAloblo  ut#  of  oluminum  oxfrui*ens. 


IAN.  1953  BUILDING  SPECIALTIES 


ANYTMNG  ..EVERYTHING 


FOR  STORM  WINDOW 


New  Products 


Big  Profits  Today  . . . 
BIGGER  PROFITS 
TOMORROW .  . . 


{Cotitiuucd  from  Page  116) 


spots  when  opening  or  closinjr  the 
window  and  assures  a  snujr. 
draught-proof  fit  all  around.  The 
“400”  unit  makes  windows  easy 
t<»  remove  for  washing,  painting 
or  glazing.  They  are  available  in 
all  modular  sizes  and  designs,  and 
can  be  u.sed  in  all  types  of  con¬ 
struction. 


When  you  sell 

ANDREA  TRI  WAY  ALL  EXTRUDED 
ALUMINUM  WINDDWS! 

The  lowest  priced  ‘‘Triple-Action  storm  window 
in  the  field! 

The  competitive  priced  Andrea  Tri>Woy  contoint  oil 
the  consumer-wonted  feoturcs  that  close  soles  for  you 
Our  K  0.  distributor  set-up  offers  moximum  profits! 
Corcfully  plonned  soles  promotion  motcnol  ovoiloble. 

The  erection  of  o  new  modern  plont  ond  increosed 
production  fociiities  hove  enabled  us  to  guorontce 
immediote  delivery  and  grant  more  distributorships 

WRITE,  PHDNE  or  WIRE  for  PROFIT  MAKING 
DETAILS  TODAY! 


0/  design  md 
quality  at  monufaclutt. 

•  Triple-Action  at  less  than  2  track  cist 

•  Welded  Mitred  Corners 

•  Completely  Self  Stiring 

•  All  Fully  Extruded  Aluminum 

•  Full  Interlocking  Rail 

•  Fine  Satin  Finish 

•  Trouble-Free  Service 

•  All  Aluminum  Screen 

•  Glass  completely  sealed  to  metal  using 
new  extruded  plastics 

•  Quick,  Easy  installation 


Fedders-Quigan  Room  Air 
Conditioners  Redesigned 

A  completely  rede.signed  and  re- 
,styled  line  of  room  air  conditioners 
with  automatic  controls  was  in¬ 
troduced  to  key  distributors  by 
Fedder.s-Quigan  Corporation  at  a 
national  .sales  meeting  in  Xew 
Orleans. 

Kmphasizing  the  immediate  need 
for  room  air  conditioning  in  more 
than  40  million  homes.  Salvatore 
Giordano,  P’edders’  president,  .said 
that  the  industry  will  not  be  able 
to  meet  the  consumer  demand  de¬ 
spite  major  production  increases  in 
1S)5.‘}.  He  cited  as  limiting  factors 
the  unavailability  of  some  basic 
materials  and  essential  manufac¬ 
tured  components. 

Frank  A.  Mitchell,  sales  mana¬ 
ger  of  the  Refrigeration  Division 
pre.sented  a  market  analysis  and 
emiihasized  that  Fedders  intends 
to  continue  to  improve  its  jKisition 
in  the  market  in  1!)5;T 

New  models  featuring  automatic 
“weather  bureau”  controls  in  one- 
third  ton,  one-half  ton,  three- 
quarter  ton  .-standard,  three  quar¬ 
ter  ton  deluxe  and  one  ton  capacity 
window  models  were  introduced  by 
H.  Krockway,  assistant  sales  man¬ 
ager.  The  one  ton  model  is  in  addi¬ 
tion  to  the  window  line.  Models 
which  were  available  early  this 
year  have  been  completely  rede¬ 
signed  and  re-styled,  Mr.  Brock- 
way  .said.  Om.soles  in  three-quarter 
ton,  one  ton  and  one-and-a-half 
tons  will  he  available  next  year  in 
both  blonde  and  mahogany,  he  said. 


183  HORTON  AVENUE  •  LYNBROOK,  L.I.,  N.Y.  •  LYnbrook  3-8668 


ENGINEERING  Company 


3025  East  55th  Street  •  Cleveland  27,  Ohio 
n.  i.rg.»  iupaU.it  .1  S'*"" 


A  few  territories  stiii 
available  for  distributors 
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A 

AdaiHM  KfiKineering  Co.,  Inc .  13 

Air  Maater  Co .  102 

Aladdin  MIk.  (^o .  86 

Allied  Metal  Fabricators,  Inc .  116 

Aluma  Kraft  Mfg.  Co . 16-17 

Alumatic  Corp.  of  America. .  .Back  Cover 
Aluminum  Fabricating  Co.  of 

Fittaburgh  .  91 

Andrea  Mfg.  Corp .  117 

Arlite  Induairiea .  50 

Arrow  Metal  Products  Corp .  2 

Artistic  Venetian  Itlind  C  orp .  108 

Atomaatic  Mfg.  Co .  67 

B 

B  &  G  Sales  Co .  105 

Barnhart  Co.,  The  A.  W .  105 

Belaon  .Mfg.  Co .  108 

Borg-Warner  Corp .  9 

C 

('-Thru  Aluminum  .Vnning  Co .  50 

('albar  Paint  &  Varnish  Co .  92 

Campbell  Sash  Works,  The .  Ill 

('anier  &  hon,  L .  88 

C^rboxite  Protective  Coatings,  Inc.. .  39 

Childers  .Mfg.  Co .  36 

('learview  Louver  M'indow  Co .  43 

Comfort  Products,  inc .  93 

Compo-.Miracle  Products  Co .  72 

Cool  Kay  .Metal  Awning .  4 

('orson  .Mfg.  Co.,  Ben .  32 

Craft  .Metal  Products .  115 

Curvalum  Door  .Mfg.  Co .  98 

D 

Dec-O-Grilles,  Inc . 2.3,84 

Dewatex  Mfg,  Co .  20 

Doan  Engineering  Co .  117 

Duncan-Morris  Co .  82 

Dural  Aluminum  Co .  10 

Dustite  Products  Co .  112 

E 

Ellwoud  .4luminum  Door  ('o.,  Inc...  107 

Elmont  .Mfg.  Co .  110 

F 

Feather-Lite  Mfg.  Co .  26 

Federal  Screen  &  Sash  ('o .  85 

Fire-Lite  .4larms .  114 

G 

(General  Screen  &  .Sash,  Inc .  58 

Graef  Storm  W'indow  Co .  78 

Grant  Metal  Mfg.  ('o.,  Inc.  G .  112 

Guildcrest  Co.,  The .  104 

H 

Hess  .Manufacturing  Co .  35 

Homestead  Mfg.  Co .  47 

Hotel  Detroiter .  116 

Hutch  Mfg.  Co .  73 

Ida  Products  Co .  58 

Ideal  Brass  Works,  Inc .  114 

J 

Jamaica  Sash  &  Door  Co .  59 

Jarrow  Products .  112 

Jasco  Aluminum  Products  ('orp .  27 

Jay  .4rt  .4luminum  I  roducts  Co.,  Inc.  71 

Jones  Sales  &  Engineering .  33 

Juniper  .Vluminum  Products,  Inc....  110 
K 

Kelleher  Co.,  The .  29 

Kessler  Products  t'o .  99 

Keystone  .4lloys  Co .  31 


L 

Le  Tarte  Metal  Specialties  Co .  116 

Little-Beaver  Mfg.  Co.,  The .  68 

Ludman  Corp . 18-19 

Lu-Mesh  Co .  106 

M 

McDermott  .Metals  Co .  116 

.Merit  .\luminum  Products,  Inc .  113 

Modernview,  Inc .  51 

Mort  Company .  113 

N 

Nash  Manufacturing  ('o .  28 

National  Awning  &  Shade  Co.,  Inc.. .  II 

National  Heather  Stone,  Inc .  72 

Nelson  Industries .  82 

Nixalite  Company  of  .4merica .  112 

North  East  .  22 

O 

Old  (Quaker  Paint  Co .  66 

Oley  Products,  Inc .  6 

P 

Paralastic  Products  Co .  72 

Paramount  .4luminum  Products 

Corp .  76 

Peerless  Grille  Co .  99 

Pilgrim  Co.,  F.  A .  Ill 

Protectalum,  Inc .  98 

Pro-Tect-U-Jalousie  Corp .  77 

R 

Remington  .4luminum  Window  Corp.  24 

Ke-Nu-It  Corp .  13 

Rex  Windows,  Inc .  109 

Keynolds-Shalfer  .  97 

Kolaglass  Equipment  t'o.,  Inc .  97 

Roofing,  Siding  &  Building 

Specialties  Manual .  93 

S 

Schumacher  Co.,  The  F.  E .  90 

Scott  Windows .  103 

Shower  Door  Co.  of  America .  102 

Stone  Corp.  of  .4merira .  79 

Storm  Master  Corp.  of  Baltimore...  81 
Storm  Window  of  Aluminum,  Inc...  113 

Sun-Sash  Company .  83 

Superior  Window  Co .  34 

Sylvan  Electric  Corp.,  Geo .  3 

T 

Tele  King  .  21 

Trip-Lex  .  101 

Trov  Sunshade  Co .  70 

I’ 

I'nion  .Muminum  Co.,  Inc .  69 

I'niversal  Fabricators .  84 

V 

V’-Seal  Corporation .  119 

Van  Ness  Louvre  Co .  5 

Verflex  Sales  ('o . 62-63 

W 

Wallace,  Don .  107 

Warner  .Mfg.  Co . 74-75 

Weather-Wise  Windows.  Inc .  89 

Westmoreland  Metal  Mfg.  Co .  80 

Wevl-Gehagan  .  108 

Wilson  Mfg.  Co.,  L.  S .  94 

Winstr«>m  .*1fg.  Co .  101 

Winsulite  Mfg.  Co .  100 

Win-Sum  Window  Corp .  95 

Winter  Seal  Corp .  87 

Wurdack  ('hemical  Co .  106 

Y 

Youngstown  Industries,  Inc .  12 


CLASSIFIED  ADVERTISING 

Under  thU  heading  claisilied  advertliements 
are  accepted  at  the  unilorm  rate  oi  25  cents 
a  word,  but  no  adTertisement  token  tor  less 
than  20  words  with  a  minimum  charge  oi 
$5.00;  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy 
ot  Classified  Ad.  Advertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  lor  sale,  not 
occepted  in  classified  section.  Address  oil  com¬ 
munications  to  Classified  Deportment.  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenue,  New 
York  16,  N.  y. 


HKLV  WANTED 


MAM’F.\(  Tl  KKk  S  RKPS  VVA\TKI)~by  onr 
of  worlds  largest  protiuerrs  of  jalou-vip  lint*.  Op«!i- 
tiiK-v  in  choicrst  tcrriPirics.  Attractive,  highly  lucra¬ 
tive  propOiUtion  to  ri^ht  individuals  able  to  prove 
<|ijalitications  of  exi>erience  and  ajfK^essivencss.  Itox 
.tMh.  HriLDINC  .SPKriALTIKS,  425  Fourth 
Avenue,  \.  V.  16,  N.  Y. 


DFAI.KK  SALES  MAN.U'.EK  for  national  man 
ufacturer.  We  have  oiienin^fs  for  two  qualiheti 
salesmen  who  are  exiienencet!  in  nettinK  up  an<l 
servicing  home  improvement  contracttirs  and  ac¬ 
customed  t4»  comnns!-*ion  earnings  of  over 
annually.  ()ur  pro*iuets  are  home  impr«»vement  spe¬ 
cialties  which  can  tie  sold  to  every  homeowner. 
We  tiistrilmte  exclusively  through  direct  selling 
organizations  which  sell  and  haiuile  application  of 
our  pn'Mliicts.  Write  stating  full  particulars  as  to 
types  of  proihuts  !i*»ld  and  ternloiies  covered.  All 
rejilies  held  in  strict  contidence.  Hox  .187,  MFILI> 
INC.  SPK(MAI/nKS.  425  Fourth  Avenue.  New 
York  IP.  N.  Y. 


STORM  WINDOW  SALESMEN  for  aluminum 
combination  stoim  windows.  Kxpd.  to  wholesale 
trade.  Write  details,  Hox  .184.  Hl'ILDlNO  SFF.- 
('lALTIKS  A  Home  Improvement  Dealer,  425 
Fourth  Ave..  New  York  lt>.  N.  Y. 


WANTED  ALUMINI’M  WINDOW  salesman  for 
West  Coast,  l.eading  manufacturer  4>f  aluminum 
prime  windows  firmly  estahlishe<i  m  business  on 
We.st  Coast  wants  ext>erienced  salesman  tu  head  up 
sales  in  this  territory.  Excellent  opportunity  for 
right  man.  Give  full  partirulars  aUviit  yourself 
when  answering  Box  572,  HClLDlNti  SI’Ef'lAL 
TIES,  425  •  4th  Ave..  New  Yoik  16.  N.  Y.  tf 


MISCELL  A  NEOrS 


W.WTKI):  DIRP.rT  K.\(Tf)KY  contacts  for 
building  specialties.  We  call  on  Iuml»er  yarils,  brick 
yards,  material  ilealers  and  ready -mix  concrete 
plants.  Write  (».  J.  Murphy,  6211  Sexton,  St.  Louis 
20.  Mo. 


FRODl'C'TS  W.WTKI)  —  SAI.FLS  organization 
covering  New  England  desires  to  adfl  new  lines, 
give  full  jKirticiilars  Write  Hox  .18.1.  Hl'ILDINfl 
SI*K(*I.\LTI  KS  Home  Improvement  Dealer,  425 
Fourth  .\\e  .  .New  ^^»rk  16,  N.  \ 


FOR  .SALE 


KOK  S.M.K:  (iltODVKAK  rnltltcr  fuse  m.istic 
coiiting  business.  l*I.int,  l»x*ated  in  large  F^astern 
city,  now  o|H*rating  with  a  t»r4Mluctn>n  capacity 
greater  than  most  paint  compames.  K(}uipment 
brand  new.  Paying  very  low  rent  m  building  in 
excellent  cotulition.  with  railroad  sitling.  Prin¬ 
cipals  will  vTcrihce  Hox  .185.  lU'lLDTNf;  SPK 
(‘I.M.TI  K.‘s  \  ll.nne  Impro4enient  Dealer,  425 
l'«ii:rth  .Vve  .  New  N'ork  If*.  N.  Y. 


I■■()R  S.\LK;  (P  one  1M41  Dinlge  (’ab-Over  Truck 
Pj  Ton  4  speeds  forward.  This  is  e(|utp(>e<l  with 
an  insulation  truck  ImhIv  witli  ladder  carriers  in¬ 
side  an»l  misc.  cabinets.  First  class  met'hanically. 
Will  sacrifice  for  cjuick  sale.  Siinp-oti  fnsulatiivn 
(,'.1-.  Hox  No.  i>(*.  Sionx  Falls.  So  Dakota. 


\ 
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can  he 


Because 
A  luma  tic  has 
what  it  takes 
to  wake  you 
^  successful! 


successful 


In  every  industry  there  is  one  firm  that  stands  out  above  the 
others.  Alumatic  is  such  a  firm  —  one  of  the  nation’s  oldest 
manufacturers  of  COMBINATION  WINDOWS  AND  DOORS  and 
allied  produas.  It’s  the  number  one  leader  in  America’s  fastest 
growing  industry. 

HIRI’S  WHY  AlUMATIC  CAN  MAKI  YOU  SUCCISSFULt 

1.  Produas  nationally  advertised 

2.  Technical  and  sales  help  for  dealers 
3  Advenising  and  sales  promotion  aid 
4.  A  complete  top  quality  line 

3.  Produas  are  guaranteed  in  writing 

6.  A  company  that  is  "here  to  stay’’  ^’uoia^td 

Financially  sound 

8.  Progressive 

9.  Produas  bear  the  Good  Housekeeping  Seal 

When  you  consider  tying  your  fortunes  and  your  ability  to  a 
supplier,  it  is  a  decision  that  merits  serious  consideration.  A  life- 
time  is  too  short  to  make  mistakes  —  however,  the  right  decision 
can  be  your  great  opportunity! 

Send  this  coupon  today.insure  your  business  future/ 


IkmMi 


CORPORATION  OF  AMERICA 

3081  $.  S6lh  $».,  MilwQukee  >4,  Wis. 


C  t  am  intcrefted  in  complete  intormation. 
O  1  ani  interested  in  only  the  ROYAL  door 


Address 


lie'll  be  bete  tomnow  fo  b$ek  up  wbet  we  sell  fodey! 


